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New double-bottoms 
lead profitable double lives 


for longer life. Seamless extra 
head is hermetically sealed to cylinder bottom with 
X-ray controlled welding. Integral base ring boosts 
double-bottom strength. Cylinder is easier to roll 
on all kinds of surfaces. 





Unlike new cylin No cracks or crevices 


rust and corrosion don’t have a chance. Fewer field 
inspections necessary, And smoother surfaces make 


ders with tawardly curled foot rings, Hackney Double 
Bottoms eliminate dirt. and moisture collecting crey 


ice Note the easy handling of these cylinders cleaning and painting faster, casier, more complet 


(lou-~ Pressed Steel Tank Company 


Manufacturer of Hockney Products 
1487 South 66th Street, Milwaukee 14, Wisconsin 


Branch offices in all principal cities 





FLINT 


STEEL CORPORATION 


xe 
ANCO 


wet Be oe & 
UPPLY CO. 
ANCO is the Largest Stocking 
Distributor in the U.S. of 
CORKEN Equipment 
- All Models Available 
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FROM 


SINGLE 
SOURCE: 


Anco’s largest stocking warehouse of LPG Equip- 


ment matches product inventory to customer needs. 


FLINT STORAGE TANKS ee FLINT 
DOMESTIC SYSTEMS e ANCO ICC 
CYLINDERS e PREFABRICATED BULK 
PLANT AREAS: and Hose, Couplings, 
Compressors, Pumps, Unloading Risers, 
Loading Risers, Rotary and Magnetron 
Gauges, and all types of Valves. 


Now is the time to take advantage of ANCO 
Engineering Facilities to modernize your present 


plant or to plan a new layout. 


For convenience and economy Flint LPG Tanks 


are carried in stock at all Anco addresses 


TWO GREAT NAMES IN LPG EQUIPMENT 


ANCO Manufacturing & Supply Co. 


Tulsa, Oklahoma « 21st at Union ¢« LUther 4-6187 
Memphis, Tenn 241 Industrial Ave WHitehall 6-1694 
East St. Louis, Ill 6503 St. Clair Ave. (Hy. 50) — EXpress 7-0200 
Des Moines, la 327 Insurance Exchange Bldg CHerry 4-5347 
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‘CONTACT OUR NEAREST 
SALES OFFICE. 
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WARRENGAS 
the Concenttrdled fuel 





WARREN PETROLEUM CORPORATION 


TULSA, OKLAHOMA 
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BPN load balancing bibliography 
Compiled by Lynn C. Denny 


Dear Steve 
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New, exclusive cab-forward design 


One of 9 reasons why fuel haulers find 


International Trucks 


cost least to own! 


INTER 
NATIONAL ‘lrucks feature low, full 


Compact, new cab- forward 


size cabs for convenient access to save 
drivers time and effort short turn 
ing radius with bumper clearance for 
easier maneuvering even in tightest 
quarter: 

These new INTERNATIONALS really 
move on the highway with more pow 
erful engines in every model, They 
haul bigger legal loads with improved 


weight distribution, with less length 


IDEAL BC 


LOW 
HEIGHT 


EASY ENTRY 
’ 


1 Longer legal payloads with ideal 89-inch 
back - of Full 
cab has 61-inch full 
Only 3% 


than conventional models 


bumper- to cab dimension 


size, unobstructed 
no wheelhousings 


width seats 


inches higher 


easier, more convenient entry and exit 


4 Superior engine accessibility saves 


time and money. Large side opening hood 
permits complete freedom of access to the 
engine and its compartment components 
Master cylinder and most frequently serv 

located 


iced unite are conveniently 


As you would expect, new cab- 
forward INTERNATIONALS are quality- 
built from the rugged bumpers to the 
end of the sturdy frames... built to 
do a truck job better, longer, for less 

And INTERNATIONAL ‘Trucks cost 
least to own 
this. Let your INTERNATIONAL Dealer 
show you today. 


cost records prove* 


*Sipgned statements in our files 


tora throughout the US 


from fleet opera 
back up this statement 


‘= 


STRAIGHT TRUCKS FTRACTOR TRAILERS 





2 Bigger payloads with better weight dis 

tribution. More load space than conven 
tional trucks with same over-all length 
or the same load space with shorter over 
all length. Easier to drive and maneuver 


Safer, too, with better all-around vision 


5 Low first cost. New INTERNATIONAL cab 
forward models are priced right down 
with the They are quality - built 
throughout to keep operating and upkeep 

Result 

built to cost least to own over the years 


lowest 


expense at rock bottom they are 


INTERNATIONAL HARVESTER COMPANY, CHICAGO 


Motor ‘Trucks *« Crawler Tractors 
Construction Equipment * MeCormick® 
Farm l-quipment and Farmall® ‘Tractors 


3 Lively, low cost performance with 
INTERNATIONAL-built engines that produce 
more usable horsepower at low rpm 
Higher compression ratios for greater effi 
ciency and economy. 12-volt ignition with 


“hot spark” circuit. Engines for every job 


6 Minimum front overhang and true geo 

metric steering for short turning radius 
with bumper clearance. Cam and roller 
mounted twin lever gears are mounted 
ahead of the front axle. Comfortably posi 


tioned four-spoke, safety steering wheel 
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9000 to 33.000 Ib 


from 
election of compo 


model 


ix-wheel 
the widest 


Four-and 
GVW are available with 
and equipment to match every hauling job require 


nent 
built to cost least to own over the year 


This is the new INTERNATIONAL cab-forward design 
hort 89-inch bumper 


Golden Anniversary models with 
trucks that are low in height, 
ment exactly 


to-back-of-cab dimension 


low in price. All have more powerful six-cylinder engine 


greatstrength GQ World’s most complete line. There is 

tallizing in INTERNATIONAL “tailor made” for every 
half-tonners to 96.000 pounder 

ill wheel 


job 
Choice of 4 wheel 


ind 


ind CO de 


riyt 


168 combine 
wel ‘ 
tt ugnhout 


8 Steel-Flex fran 
6 wheel 


entional 


7 Choice of transmissions and rear axles 
you the proper capacity and final without 

the engine power old squeezed rivet 

act for extra rigidity and ibility 
built drop- frame Isa vail 
ind effort 


Factory 
loading 


assures 
drive models, con 
ery one built to cost least to own 


ratio 


drive to match 

your load and road conditions ex 

superior on-the 
reduce ign. ie 


You save on fuel. You get 


job performance and extended truck life ible to 
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(Qe: is FIRST 


LIGHT WEIGHT METALS 
1800 WG DELIVERY UNITS 


Nor-Tex presents the newest develop- 
ment in sleek, LIGHT WEIGHT, stream- 
lined, twin or single barrel LPG Delivery 
Units and again Nor-Tex is FIRST 
WITH ALUMINUM SKIRTING and 
CABINETS. The DeLuxe, Payload Spe- 


on a 2-ton truck, weigh less than 18,000 
Ibs. fully loaded. They reduce operating 
costs from the standpoints of delivery 
and original investment. Weighing below 
13,000 Ibs. empty, they save on the Fed- 
eral Highway Tax recently enacted. Nor- 


cial, Custom and Standard models fea- Tex units also save on “additional weight” 


ture light weight metals and the latest state license fees and required insurance. 
in engineering designs which have dras- oe 
, Building modern ‘“Route-Rated” maxi- 
tically reduced over-all gross weight. It “2 
mum payload units at a minimum cost is 
another FIRST for North Texas Tank in 
the building of quality LPG delivery 


truck tank equipment. Each unit has 


is now possible to haul more gas and less 


steel than ever before. 


New Nor-Tex 1800 WG units, mounted 


NOR-TEX Fl RST parave 


Twin LPG Truck Tanks 
LPG ‘Pony’ Filling Stations 
Bracketed LPG Motor Fuel Tanks 
LPG Motor Fuel Step Tanks 
LPG Scout (Two Wheel Trailer) 
LPG ‘‘Rocket’’ Filling Stations 
““Route-Rated” LPG Delivery Units with 
Aluminum Cabinets and Skirting 
LPG On-The-Job Employee Training 


BALANCE YOUR LOAD 
THE NOR-TEX WAY 


Finance The Balance 


WRITE, WIRE 
OR PHONE 
FOR PRICES 


Complete training in Gas Delivery, Carburetion 


Service and Conversions, Complete Bulk Plant Oper- 
eB a ° D iu i T 4 ation including Transporting from Refinery to Bulk 
to 3° PAP AN y Storage. Also appliance service and bulk plant 

system installation 


National Sales Agents for 
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AGAIN 


NOW MAKE CON 

POSSIBLE 7 a 
ac: taan We 000. Ibs 
LESS THAN AY Se 


(4 


¥ 


been thoroughly tried, tested and proved. Vv 
gn} 
You can now use larger, lighter weight \ ky NF 


units and haul more payload, requiring 





< A 


fewer hours and miles to deliver a gal- 
lon of gas. Side or rear cabinets are 
optional and are arranged to fit your indi 
vidual requirements. Write, wire or phone 


for details today. 











SOME OF TODAY'S LARGEST USERS of Nor 
Tex products bought their first tank and deliv 
ery unit from us years ago. With the building 
and supervision of Nor-Tex tanks in the hands 
of men with years of bulk plant experience 
one can more accurately determine the right ATTENTION! NEW TRUCK BUYERS! As authorized truck 


size tanks the safe prices to pay to assure distributors Nor-Tex regularly saves truck buyers hun- 
fitabl erat f the dealer. This bulk 
@ profitable operation for the dealer . dreds of dollars on brand new Internationls Chev- 
plant experience has resulted in many helpful 
time-saving ‘‘extras’’ and has won Nor-Tex rolets Fords and GMC's. Order any particular unit 
9 
many customer friends you need. Nor-Tex will work out a deal for you that 


can't be beat 


P.O. BOX 1219 
DENTON, TEXAS 
CENTRAL 5416 
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AGAIN IN ’57 Magic Chef will 


your heater profits 


with the exclusive 


PROFIT PROTECTION FLAN 


assure 


heater line sure-to-sell could dare repeat the offer 


With Magic Chef 


leatures Pius protit protection you Can make more 


revolutionary plan many 


money on heaters in 19 than ever before 


lo back up the brightest, most sale appealing line of gas 
and oil heaters ever designed, Magic Chef assures your 


profit by paying the premium for any carry-ovei 


pace heater distributors and dealer 


endorsed Magic Chet 


Plan this past season 


throughout America 


enthusiastically Profit Protection 


ake all the risk out of end-ol-season heater inventory 
\sk Vou 


Mavi I representative tor details now! 


MAGIC CHEF, INC. ¢ FRANKLIN, TENNESSEE 





get geared to go for 


a profit with 


MAGIC 

CHEF 

the gas range 

you CAN 
COUNT ON IN °S7 


Here’s How You Benefit! 


4. Carry complete stocks for adequate display and 
immediate delivery. More sales without risk of over- 
stocking. 





2. Get longer discounts on larger shipments. Extra 
profits are automatic. 





3. Save shipping charges on big orders. More profit: 
able operation. 


4. More ‘early bird" sales. Order early to cash in on 
first cold snap. Invoices will be dated for Fall. 


s. Get jump on competition on end-of-season sales, 
or be paid to carry over. 





Maoic 
‘hef 


FIRST NAME IN RANGES 
AND SPACE HEATERS 
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etters 


Vevada has adopted LPGA Pa) 


phlet No Ss, hist ¢ do not ha 


Regulations covering 
grounding procedures 


eract information regarding 


California 


Would like to know what is the 


practice now 


regulatory body which administe) 


the regulations We suggest 


industry’s accepted 


make Yous 


fate LPGA 
ery trucks, tank car unloading, and * { 


» mquiry fhroughn 
on the use of static lines on deliv ? ; 
CCTOTOGVHU OF iy 
Ennis, the West Coast se 
Varket 


Ennis may 


truck transport unloading station 
Have not seen a static line in use 


retary of LPGA, at 1355 


St., San Francisco. M) 


on a bulk delivery truck in many } 
e@ able to give you more exact 


years formation on all three fate Kad 
Also, would you let me know 

I can write to for a complete Jist 

ing of state laws, codes, regula 

covering the retail sale 

and installation of LPG in Idaho, 


Oreyon, and Nevada 


tions, ete., 


W. R. ¢ 
The Underwriter Lahoratori« 
require that L. P. gas hose have a I have a 671 GMC diesel 
built-in grounding wire as a I would like to know if it 
quirement for UL listing ible to convert this engine 
UL approved hose answers the re | understand this has been 
quirement for a static ground wire with natural gas but | have 
hetween thie fransport and thie heard of one using LPG 
plant ystem, 

There are no requirements for If you are referring to the diese 
engine which GM(¢ 
frans}e) in either NEPA field wse and which 
Pamplhlet No 7 01 thie 
fate L. P. qa charge of diesel fuel, at will be 
LAR rules do require that traek firely practical to use LPG 
on which a tank car will tand of natural ga 
ohile being unloaded b Thi 
honded to the L P. ga 
This 7 


nent hondina 


grounding L. P. gas containe) makes for 


during operate 
pariou natural ga by the eofa 


regulation The 


require a eparate } 


piping and vaporizor to bring 


normally done buy a perma LPG to the proper operating pre 


/ 


connection rather for the natural gas carburetor 


eparate qroi nding cahle i described in chaptey 
Power Mayr 
in each of the fate you mention / a illustrated on page 19 


regarding the L P ga code / hool Kd 
on — 
e*, b 


Gas the best for heating 


than a 


The proper authority to contact Butane Propane 


onewhat am qe hion 

The Commissioner of Law En 
forcement 4 ‘ requiatory hodu 
iV Idal 0 
Chapte . & won Lau 1949 
It is ¢ ! the LPGA mode 


‘aie 


applicable code / 


Oregon requlatior We vould like ome 


Converting diesel engine to LPG 


yas against No. 2 fuel oil. If 
need more information please 
know Gas at 10 cent 
14 cents 
I} 


ou ha a giro 
about 138.000 Btu 
Conimereiat propane Ha 

aoro heating value of about 91 
00 Btu per gal., and a 50-50 mia 
ire of propane and normal butane 

have a heating value of about 

000 Btu per gal 

On a direct heat content basis it 
would take 138.000 9, 500 oF 
l.ol gal of propane fo furnisl 
much heat as a gation of f 
and 138.000 97 O00 
of 0-50 propane hutane 
Oo furnish a much heat a 
on of the above oil 

Lf the price of 10 cent per gat 
for L.P 
ent gallon of oul , cent lo 
15.1 cent 


Howeves thi isnt the con plete 


qas the equiva 


lt require powel lo pump 


answel 
the oil. atomize at am the burner 


and also require labor to mamtamu 


hurner and handling equipment 
to clean the burnes (onservda 
estimate for thi power and 


abor, even for & lis about 


bring fhie 


price of the or 15 cent 


The ga Hurnel and L pP qa 


1 cent per ga 


eq ‘pment need ittle o nwo math 
fenanece 1 (00 operating 


ating wuiil lif 


L.P ad j ur and 
needed 


0 


aqportcel 
faoraqde pro 
Paporizel ol re 

one heat fo. raport ation 
fs have proved that this doe 
erceed 1 or 2 per cent of bhie 
vapor ed In tha COs 15 
paporized 


; ould 


no difference in efficrency, and 


or 20 cents per gal 


On a 100 hp boiler there 


ered by ¢ haptey a7 Oo Lau 194% ona 100 np boiler fired 


and administered hy the Commis- 
However, very re- 


fhere ha 


on of Labor 
cently we understand 
been a change and that the Fire 
Varshal’ office 4 now the regu 


latory body whieh ha jurisdiction 
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yi ll the 


it this time on the 


informatio ‘ they fhing hemg equal fhie ad 


antade hhould favor oi hecdune 
S 4 au Kewanee ~ { N ¢ f flie hiqney net heating alive 


SHI X However. thi 


We would like ome nio nati i easily lost hecause ol 


advantage and more 
hurnel 
’ 


© comparative co maintenance f aiv. and 





Letters « Continued 


other factors. Gas burners remain 
clean, excess air can be reduced and 
closer control maintained. 

L.P. gas should prove very com 


petitive at the price quoted Kd 


fs 


a“? 


-\ 
\. 
vat 


Conversion problems 


lowa 
Can you please advise what com 
pression ratio is recommended foi 
operating a John Deere “A” tra 
tor on L. P. gas at a 4500-foot el 
vation? 
How much should you plane the 
head of a late 1952 model Chrysler 
aratoga” automobile to raise the 
compression for burning L. P. ga 
How much can be planed off the 
heads of the following tractors for 
them to L. P. gas: 
harmall © and Super ( 
Meoand Super H 
iper M” 


converting 


Farmall 
I armall M and 


ve Par | 

Pahking wows ise fion a 07 
ley our recommendation. for higl 
COMEpPTE wn ratio fora Jolin Deere 
| fractor on L. PP qa at 4500 
mould he 


mately two ratio 


feel elevation apprort 
higher than for 
Pasolvite 

On the 1952 Chrysler Saratoga 
automobile, if this is to be opel 
ated caxclu rely oon i | id yas, we 
would suggest taking 1/16 in off 
fhe head 

We do not recommend planing 
IHC tractor head We helieve it 
would be much better to install alti 
fude piston 
from. the 


which are available 


factory oF from mde 
pendent manufacturer We would 
consider that a vatio suitable for 
10,000 feet elevation 
would he appropriate for L. P. ga 


in lowa Kad 


Heating two buildings 
from one tank 


jasoline al 


Veu Mexico 
1 am contemplating running a 
ra upply line off of a 10,000-gal 
propane storage tank to furnish an 
office building located 200 ft from 
torage, with a 100,000 Btu heat 
35,000 Btu hot 
heater and a gas clothes drye 
Then to continue 200 ft to resi 
dence with 100,000) Btu 
unif. and 35,000 Btu hot 
heater. 


ing unit, wate! 


heating 
water 


10 


My problem is, what size line to 
run and at what pressure off of 
main storage tank to maintain, so 
as to avoid a liquid problem in this 
line 

Please advise if this plan is 
feasible, as the buildings are un 
der construction. 

ed eB 

Your plan to serve the two build 
entirely feasible. The load 
is small and a *,-in. standard pipe 


mg i 


hould serve both consumers. It 
may be advantageous to use a 1-in 
line between the storage tank and 
first building Then if additional 
loads develop they can be handled 
without fear of overloading the line 
1 200-ft run of 1-in. standard pip 
will carry about 3 million Btu with 
less than 1 lb drop at 5 lb initial. 
The pressure which can be toler 
ated in the line will depend on the 
If the fuel is 


prin ipally propane, pressure: 


fuel characteristie: 
up to 
1 psig will not cause condensation 
problems. However, if normal bu 
fane is the fuel, the pressure must 
he kept at 5 psig or le: and the 
line placed deep enough to be sur 
rounded by soil temperature that 
helow 45 

hould be >» ft helou 
additional 


Hee] get 

1 he line 
grade and protection 
heavy traffic may 


endanger vt, Kd 


provided where 


Installation problem 
Colorado 

We would appreciate it greatly if 
vou would advise us regarding a 
complaint we have received from 
one of our customers 

Late last summer we were called 
to move a 480 gal. aboveground 
tank from its location 
about » ft from the house to a 
point 115 ft from the house. We 
piped it into the house with about 
10 ft of l-in. pipe and about 75 ft 
of %y4-In. pipe. 

We two-staged the regulators, in 
Rego No. 2403T high 
pressure regulator with setting of 
12-15 lb pressure at the tank. We 
installed a Rego No. 2503 low pres 
sure regulator with setting of 6-8 
oz just outside the building. 

The gas was piped inside the 
building with 20 ft of l-in. pipe to 
where a new furnace line was teed 
off (this new furnace has not been 
used yet). The rest of the house 
was piped with about 30 ft of 34-in 
pipe being connected to a 115,000 
Btu input—92,000 Btu output cabi 
net style, filtered comfort, forced 


propane 


or 
‘7 


stalling a 


air furnace manufactured by Inter- 
mountain Sales Co., a 45 gal. LPG 
MH Hodges water heater, and a 
domestic gas range. 

We connected all these up and 
turned on the gas and lit and 
checked the flames on the water 
heater and the gas range. These 
were burning correctly with excel- 
lent flames. We did not turn on and 
light the furnace as it was warm 
weather and, as it was operating 
before, we assumed it would con 
tinue to operate the same. 

We were called by this customer 
in January. He said his house was 
full of soot and all the walls were 
black. We first checked the gas 
range and found that the top burn- 
ers were set at the right height 
and the blue cones of the flame were 
short and blue so that we could 
see that there was plenty of pri- 
mary air, and also that there wasn’t 
any lint inside of the air mixers 
on the burners. But, past the cones 
the flame was flaring out and burn- 
ing as if it was being affected by 
heat. 

We went downstairs and first 
checked the water heater which has 
two round raised port burners 
They were burning with clean 
sharp blue flames with excellent 
characteristics. 

We then checked the gas furnace 
and found that it was stopped up 
in the flue passages of the furnace 
and the discharge of the burners 
was blowing out the front of the 
combustion chamber (the front of 
the furnace was all black with 
After we shut off the fur- 
nace the range upstairs started 
burning all right. The water heater 
burned correctly at all times. 

Checking the furnace, we found 
it had a rating of 115,000 Btu in 
put and 92,000 Btu output and no 
derating for high altitude which is 
5280 ft. We removed the burners 
and cleaned out the soot from the 
flue passages. The furnace has 
three bar burners of the expanded 
metal type instead of drilled ports 
They had been burning poorly with 
cones about 2 in. high, but didn’t 
show any signs of flash back. 

We checked the plug orifices and 
found they were drilled with No. 49 
drill which gave an input of 114,690 
Btu. We changed orifices to No. 51 
drill which gave input of 96,660 
Btu. 

Also, the furnace was vented 
with 4-in. flue pipe which was in 
stalled inside of the flue collar of 
the draft box instead of on the out 
side. This pipe rises about 15 in. 
and then has 90° ell. There is then 
a horizontal run of 12 ft with a rise 


soot ) 
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VAILLANT 


Tanklean 


HEATERS 


Natural or LP-Gas 


tankles vater heater uperbl 
mw -cost efficient operation uric 
ice, And best of all new modern 
in at \ iriety of decorator color 
ile pp ih. Sell the instantaneou 
iter heater that’s easiest to install, surest to 


please, most profitable to handle the 


MAG 125 0-M and MAG 125 0-B are 
AGA-approved automatic instantaneous 
heaters with capacities of 525 and To help you sell 
49 gal min respectively ne Written Warranty 
at 100° rise. , National Advertising 
Newspaper Mats 
Colorful Literature 
r Sampler Displays 
STANDARD CONNECTIONS FOR COMPLETE SYSTEMS 
Manufacturers Specifications 


Norco Sales Corporation, Dept. 26 
\*MAG 125/0! MAG 250/0 | MAG 325/0 Send 5656 W. Washington Bivd 


Input (LP- Gas Model) | 35,000 BTU ‘hr | 65,000 BTU br 65,000 BTU ‘hr coupon Los Angeles 16, California Send information on 

Input (Watural Gas Model 37,500 BYU hr 68,000 BYU he | 69,000 BTU "br VAILLANT WATER HEATERS 
Water Raised 100" F (LP-Gas Model) 79.0 gal’ br 7S gal We (00 gal hr ead 

Water Raised 100° F (Watural Gas Model)! 31.5 gal/hr | 62 gal’ hr 108 gal’ 

Height 97in | 56.3 in 43.6 in informa- 

Width | 9 in 14.7 in 17.3 in 
Depth | tin Slim 9.8 in 
Net Weight hs | 54s | 46.3 ths 
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Letters « Continued 


of 5 in. The pipe is then increased 
to 6-in, pipe with 4-in. side tee 
going to the water heater 

The increase has a 6-in. ell into 
bottom of 6-in. “Metalbestos”’ stack 
which is about 15 ft high. The 
Metalbestos pipe doesn’t extend 
through the roof, but has 6-in. gal- 
vanized = pipe 


from attic 


throughout roof and 


space 
extending 
about 30 in. through roof and about 
% ft from peak of roof which is 
approximately 24 in. above the top 
of stack 

There is not an approved cowl 
top on top of the stack, just a plain 
yalvanized rain cap with two side 
outlet holes which rather restricts 
the flow of vent discharge 

The appliances have been operat 
ing now about 50 days since clean 
ing and have not shown any more 
igns of smoking or vivinyg trouble 

We also tested the yas pressure 
with a mamometer and found that 
we had 10% in. of water column 
Also, we shut off the bulk tank and 
hooked another tank of propane and 
purged the lines to test if there 
could have been a poor 
fuel in the last filling, but we 
couldn't find any difference on any 


yrade of 


of the appliance 

The customer and his furnace 
man claim the sooting was ou 
fault because the pressure was '% 
in. low on the mamometer and that 
the original drilling of the furnace 
orifices was Okay and the venting 
of the 


and also our vas wa 


innace Wa not too small, 
probably no 
yood 

The job of cleaning was consid 
erable and they want us to pay 

We claim it was not our fault a 
ve don't think YY in. of water col 
umn will make a preat deal of dif 
ference in pressure and that the 
drilling of the orifices was too high 
and the venting of the furnace wa 
not large enough 

We would appreciate it if you 


matter and ad 


vould analyze thi 


vise u Oo we can deal with this 
P 


Clustomel 


ee ig 


It 4 fandard practice, tt seen: 
lo blame the fuel for all wrong 
When actually the fuel is usually 
the one thing that isn't wrong 

This appears to be the case in 
hhie proble m you present inp your 
lettey The pipe sizes which you 
mention appedai ade quate, and cel 
fainly if the pre wre reaching the 


When the 


burner of the furnace and water 


range / 10! mn we 


heater were operating the requla 


for and piping are adequate 


12 


A pressure of 10% in. we to the 
burners of an AGA approved appli- 
ance ig adequate and this slightly 
lower pressure should have no effect 
on its operation. It is known that 
many installations have lower pres- 
sure than this and function okay. 

The AGA approval requirements 
for a central heating gas appliance 
operating on L.P, gas include the 
following: The appliance shall be 
adjusted to operate correctly on a 
normal pressure of 11 in. we. It 
must then function correctly on 
three tests, one with the gas pres- 
sure at 11 in. we, one with the gas 
pressure at 8 in, we and one with 
These 


test procedures can be found in 


gas pressure at 13 in. we. 


“Approval Requirements for Cen- 
tral Heating Gas Appliances, Vol. 
2, Gravity and Forced Air Central 
Furnaces Section, Part 3, Central 
Furnaces for use with L.P. Gas.” 

The re are 
with the installation: 

1. We are unable to find the In 


termountain Sales 


many things wrong 


Co. or any appli- 
ance manufactured by them listed 
in the AGA directory of Approve d 
Appliances. Does this company ac 
tually manufacture the furnace or 
are they the sales agent only? (We 
don't find the Hodges water heaters 
either.) 

2. The should be de- 
rated because of the altitude unless 


appliance 


it is an approved high altitude ap 
pliance, If it was approved as such, 
then it would be so marked and the 
proper orifice installed. 

The purpose of derating the ap 
pliance for high altitude operation 
is because less oxygen can enter for 
combustion, The air weighs less 
per cubic foot and therefore cannot 
hurn as much gas. The rarefied gas 
require a: much space so only a 
limited volume can enter the com 
hustion chamber and pass on out 

If the combustion products can 
not leave fast enough, then suf 
ficrent air cannot enter for com 
plete combustion. Soot and carbon 
monoxide start to form. The effect 
may be quite slow at first and the 
buildup of soot will be slow. How 
ever, the effect grows and the action 


eventually becomes rapid a the 
hecome more and more 


Then if seems that if 
suddenly, 


passages 
restricted 
happen where actually 
it has been building up to a certain 
point for a relatively long period of 
fime 

3. The venting is not in accord 
ance with recommended or ap 
proved practice. It would appear 
that the furnace man thinks the 
sole purpose of Metalbestos pipe is 


fo protect the walls which it passes 


through from the heat since the 
only place he used it was the vertt- 
cal run through the rooms from 
the basement to the attic. The 
purpose of the double wall vent pipe 
or other type approved vent pipe 
with adequate insulating qualities 
is to keep the gas warm to prevent 
condensation and provide adequate 
draft to move the products of com- 
Bare, thickness 
metal pipe cannot do this. 


bustion. single 


4. Four-inch pipe is not large 
enough for a 115,000 Btu furnace. 
The minimum which should have 
been used is 5 in., and 6 in. would 
be preferred. 

5. The vent should have been at- 
tached outside the collar of the 
draft hood. Inserting it inside fur- 
ther reduced the outlet size. 
should 
have been used the entire length 
from both the furnace and the 
water heater to above the roof. 


6. Insulated vent pipe 


7. The cap mentioned is of no 
value in preventing down drafts. 
An approved type should have been 
used. It is preferable to extend the 
vent so the top is above any ad- 
jacent 
roof ridge. This is especially so if 


obstructions such as the 


the vent comes up on the downwind 
or lee side of the ridge. 

8. Were adequate openings pro- 
vided for air to enter the basement 
to provide for combustion? One 
square inch for each 1000 Btu of 
rated should be 
This would require about 160 8q 
in. for the furnace and 
heater, 


input provided. 


water 
9. If air can't enter, vent pipes 


This is 
especially so when the vent pipes 


cannot remove gases. 
are also inadequate. 

10. Reference is made to page 200 
of the “Handbook Butane-Propane 
Gases” for venting information; to 
pages 296 and 297 of the American 
Gas Association Handbook ‘“Gase 
and the William Wal 
lace Co. booklets on venting. 

11. Dust, smoke, soot or othe) 
particles in the air will cause the 


ous Fuels”, 


flame on @ burner to yellow tip or 
appear to burn improperly. This 
may account for the condition first 
observed on the 

It is the 


ion, based on the 


range burners. 
writer’s personal opin 
information te 
your letter, that the gas supply or 
quality had no bearing in this 
trouble. Rather than paying for a 
cleaning job, you should collect for 
your cleaning work Kd 
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never had 4 


Ye 
freeze-UP: 


a standby plant worked perfectly ! 


. heat value is constant! 


Customer praise builds business! 
ee. you'll get it with a MITCHELL 
VAPORIZER on every installation. 


MITCHELL Direct-Fired Vaporizers are available in two sizes to meet the 
need for continuous LP gas service in a variety of commercial and indus 
trial applications. For use with above or below ground LP gas systems, 
MITCHELL Vaporizers provide a safe, steady, constant-BTU supply of gas 
uninterrupted by freeze-ups due to temporary over-loads or heavy 
withdrawals. 


Minimum Size Storage Required MITCHELL Vaporizers 
eliminate the need for oversize storage tanks to meet temporary over 
load demands .. . hence make possible more compact systems. They are 
designed for use with all heating, drying or stand-by applications requir 
ing from two to several hundred gallons per hour. (For the larger 
demands, MITCHELL Vaporizers may be manifolded together.) 


Automatic Selective Control MITCHELL Patented ‘Automatic 
Selective Control’’ automatically controls the rate of gas vaporized to 
equal the rate of usage. It permits vaporizer to supply either generated 
gas, or storage gas... or both at the Simple, positive safety 
devices (providing overflow and pilot burner shut-off protection) make 
MITCHELL units safe and reliable 


same time 


Simple Installation Installation of MITCHELL Vaporizers is simple 
and easy; and once properly installed, they will give years of constant, 
trouble-free gas service. All MITCHELL units have been tested and listed 


under Underwriters’ Laboratories’ requirements 
Laboratories 


Build a reputation for dependability 
with MITCHELL VAPORIZERS 


Listed b 
Approved by shee 


Factory Mutual 


@) 





JOHN E. MITCHELL COMPANY 


3800 COMMERCE STREET ¢ DALLAS, TEXAS 
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Underwriters 
Laboratories 


3 ! 
always have uniform pressure! 


ag 
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Model 30 


Provides up to 30 
gallons of gas per 
hour well suited 
to the small and 
medium size indus 


trial and commer 


cial application: 








Fi? on 
Capacity: 70 | Bm 


gallonsperhour ; 
This unit is the 
largest standard 
MITCHELL Va 
porizer. May be 
used singly or in mani 

for 


folded combination 


large industrial applications 





at. 
(in) 
W/, 
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SPECIFICATIONS 


Rated 
Shpt. input = Wg, 
Wi. (8TU/ 


125 0,000 
40 15,000 








; fantee? 
ality construction gua | 
. long, dependable service! 


ted 
Charlotte D-Hydra 


BUTANE & PROPANE 


Systems 


Charlotte's complete Systems are 
quality-built for maximum service 
with minimum Maintenance. 


All systems have ful] Underwriters’ 
4Pproval and are constructed to the 
exacting Specifications of the ASME 
Codes. 


Close-fitting, €asily-operated hinged 
metal hoods Permit quick Servicing 
and provide maximum Protection for 


*SSOries, 


Systems are’ delivered complete, 
ready for service. A wide range of 
51Z€s is available. 


The quality const, uction of Charlotte 
D-Hydrated butane and Propane 
Systems js your guarantee of long, 
dependable service , | . and the 
Charlotte Tank Corporation 1S your 
4ssurance of a dependable source of 
Supply. 


Write today for full details and prices. 


CHARLOTTE TANK CORPORATION 


P. O. BOX 8037, Charlotte 8, N. C. 
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By NEIL REGEIMBAL 


Correspondent 


Mailers will spend some $28 million a year more 


Businessmen are paying more for some mail ser- 
vices as a result of a recent Post Office Department 
rate increase. 

The costs of special delivery stamps, registered 
mail, and money orders have been increased. The in 
creases will cost mailers some $28 million a vear. 

Special delivery stamps for first class letters now 
cost 30 cents, up 10 cents; money orders now 
cost 5 cents more than previously, regardless of the 
face amount; registered mail fees for return receipts 
are up 3 to 10 cents and the fee for requiring such 
mail to go to the addressee only is up 30 to 50 cents; 
insurance is up by 5 to 20 cents; special handling 
fees now range from 20 to 50 cents, up from 15 to 20 
cents; business reply cards are up from 3 to 4 cents 
with the charge for each piece of mail enclosed in 
business reply envelopes raised from 1 to 2 cents 

Notices of undeliverable mail are now 5 cents, up 
from % cents; the cost of periodic correction of 
mailing lists is now $1 minimum, up from 25 cents, 
for more than 20 addresses, and the charge per name 
is 5 cents, up from 1 cent 


Fair trade principle suffers another setback 

The fair trade principle has suffered another in a 
long series of major setbacks in a decision of the 
U. S. Supreme Court permitting a mail order firm to 
ship at discount prices into fair trade areas. 

In the latest case, the high court refused to pro 
hibit a mail order firm in Washington, D. C. 
fair trade area 


a non- 
from advertising cut rate prices on 
General Electric Co. products in New York City, 
where fair trade is in force. 

In the case, the Supreme Court upheld an appeals 
court decision refusing to grant GE an injunction to 
prohibit the discount advertising. In refusing to 
overrule the lower cost and grant the injunction, the 
high court noted that GE could file for an injunction 
this fall if the court agrees to consider the entire fair 
trade mail order dispute. 


FCC “Power Radio” rules to cover LPG 

The Federal Communications Commission is con 
sidering a proposal by the Lone Star Gas Co. to ex 
pand the so-called “Power Radio” rules of the FCC 
to cover delivery of liquefied petroleum gas 

At present, a utility gas distributor, such as Lone 
Star, licensed to operate radio facilities under the 
“power radio” type of permit, cannot use its radio 
network in L.P. gas distribution. Lone Star is seek 
ing a change in these rules to permit it to cover L.P 
gas distribution. 

Under the proposal, the relaxation to Om 
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From BUTANE-PROPANE News Washington Bureau 


gas service would apply only to firms now eligible for 
power radio (natural gas distributors and pipelines 
but not to persons “engaged in the delivery route 
type of service commonly followed by butane and 
propane dispensers.” These latter firms are eligible 
for radio licenses under the Special Industrial Radio 


Service 


Congress continues aid to distributive trades 

The federal government’s program to help schools 
train young people in the distributive trades has 
been continued by Congress at $2.6 million for an 
other year 

The program is an important source of traimed 
workers for retailers. With state matching fund 
some $6 million will be spent in the current fiscal 
vear, Which began July 1, to help schools train future 
retail and service workers 

This is 
the full amount originally authorized for distributive 


the second year that Congress has granted 


education. It is part of a vocational education pro 
gram, which also includes industrial and farm educa 
tion and home economics instruction, costing some 
$33.7 million a year in federal funds 

Businessmen are urged by the government to en 
courage their local school systems to join the dis 
tributive program; to work with instructors in the 


courses, and to hire graduates when possible 


Complete industry regulation seen in emergency 

Federal government officials have about decided 
how business will operate in any future national 
For the L.P 


plete reyulation 


emergency vas industry, it means com 


During this summer's national defense exercise 
Alert,” 
Washington to 


“Operation bureaucrats evacuated from 
secret hideaway offices immediately 
began clamping tight controls over the economy. 

One of their first acts was to establish a new fed 
eral agency, the “Office of Emergency Resources,’ 
which in turn immediately controlled all prices (both 
industrial and consumer), wages and rents. During 
World War II and the Korean War, price controls 
were many months in preparation, and Congress had 
to approve them 

Also set for the next emergency—-the exercise en 
visioned a massive nuclear attack on this country 
is a rapid and large expansion of the Small Business 
Administration. Loans for reconstruction of business 
firms would be rushed through 

Under the plan, a special division of the Resources 
Office would be established covering energy and min 
erels to regulate production, processing, and distri 


bution of fuel 





End or Top Mounted LP-GAS FuelPacks by 
— OY oe dD 


i LABEL OF LEADERSHIP SINCE 1802 


Tipo, 


Top Mounted Type TA 


End Mounted Type EA 
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Underground Tanks ICC Cylinders Lift Truck Cylinders 
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7 Big Reasons why 
Scaife Tanks are better! 


LP-Gas men can now supply their large 
volume customers with the same high 
quality, longer life tanks used for years 
and proven to be better by the smaller 
volume cylinder users. The engineering 
and production skill of Scaife Company 
for more than a century and a half is 
your assurance of the finest, most de- 
pendable LP-Gas Systems ever built. 


New 16” wide removable curb box per- 
mits easy access to valves and regulator. 


Lightweight, high-strength steel con- 
struction 
longer life. 


for dependability and 


Extra strong lifting lugs are integrally- 
welded for maximum strength. 


.. gauge can 


4 Easy fuel-level inspection 
be read without unlocking or opening 


the curb box. 


Extra-strong tank supports will hold 
many times the weight of a completely 
filled tank. 


A tank that’s shipped dry .. . thorough 
factory inspection for dryness before 


shipment. 


Written guarantee with every tank... 
one year guarantee against defective 
tank and parts. 


SCAIFE COMPANY 


PITTSBURGH, PENNA. 


LAGEL OF LEADERSHIP SINCE 1802 


MAKERS OF PRESSURE VESSELS, DRAWN SHAPES 
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End or top mounted above ground 
FueLPacks range in capacity from 250 
to 1,000 gallons. If you need under 
ground tanks, Scaife has them too in 
sizes from 135 to 1,000 gallons. 

Check this list of FuelLPack above 
ground advantages and you'll see why 
Scaife is becoming the choice of more 
and more LP-Gas men. 


ro 
“ ae). ki 


Illustrations shown here are typical of the landscape plans sug 





gested in Scaife's new |2-page color booklet, “Landscape Group 
ings.’ It can help you sell by providing your prospects with 
practical planting suggestions to add to the good appearance of 
their LP-Gas installation. Use the coupon below to get a free 


sample copy today 


+ 


SCAIFE COMPANY 
Pittsburgh 30, Pa. 


Please send me your free literature on Scaife 


Above Ground Tanks ICC Cylinders 


Underground Tanks Lift Truck Cylinders 


Landscape Groupings 
NAME 
COMPANY 
ADDRESS 


CITY 





somethiril 


IN 
LP GAS DISPENSERS im 


Designed with an eye 
for Economy of Space 
.. Safety..Beauty.. 


Convenience .. Ease 
of Operating and DAL-WORTH 
Moving ..Savings.. 
Sales . . Profits SPACE MIZ FR 
Three sizes — 1,000 WG, 2,000 WG and 3,000 WG. 
Completely self-contained with choice of pumping and meter- 
ing equipment in locking compartment below tank. 
Available with “Texoil” dispenser for service station 
operations. 
Painted two-tone to match major oil company colors if 
desired. 
No sharp corners or obstructions to hamper operations. 
1,000-WG unit uses less than a 7-foot square...no fence 


required. 
Spray-filling for easy refueling of tank. 


RED BRUMIT 


You can count on us for all This is the ideal unit for the service station operator who wants to 

your LP gas tank needs take advantage of those additional sales and profits on LP gas... 

We've get the experience, for the economy-minded fleet operator...or for added storage space 

know-how and craftsman- > . : , ag 

ship. for the LP gas dealer. It’s easy to install and the entire unit can be 
moved in one operation. 


DAL-WORTH TANK 


COMPANY 


Post Office Box 818 e Grand Prairie, Texas 
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step up 
water heater 


sales and 


dependability ! 


ROBERTSHAW- 


You can step up your water 
heater sales volume at every rung 
of the ladder from low priced 

leaders to higher priced, 
profit-packed, prestige models. 
Start with the economy and 
dependability of the smart-looking 
UNITROL 110...step up to the 
more attractive UNITROL 200 for 
medium-priced water heaters. 
and then to the top for “the modern 
look” of the new UNITROL 400! 
A point to remember—when you 
sell a prestige water heater, overall 
appearance and dependability 
must justify the extra cost! 
Start with the control! 


Specify Robertshaw-Grayson controls 
from the bottom to the top! 


Kobetshaw Fulton 


CONTROLS COMPANY 


GRAYSON CONTROLS DIVISION * LONG BEACH, CALIFORNIA 














UNITROL 400 

‘The modern look 

a prestige control for 
prestige water heaters 
where you must justify 
a higher price to the 
customer. Features a 
greater capacity 
99,000 (natural gas 
BTU per hour! 


JNITROL 200 

Four controls in one 
smart appearance 

enables you to trade up 

from the price leader 

class to a higher profit 

medium-priced bracket 


UNITROL 110 

Pilot gas Cock, main gas 
cock, thermo-magnetic, 
100% automatic shut 
off of pilot and main 
burner, snap action 
thermostat, pilot 
adjustment and pilot 
gas filter... all in 

one unit, attractively 
packaged in a new 
hard-baked gray 
enamel finish! 





| WITH THE GREATEST 
SELLING FEATURES 


IN YEARS! 
HAS THE MOST 
COMP LETE LINE chandise will be enhanced when you 
OF GAS HEATERS display and sell PEERLESS GAS 
for every need! FIRED CONSOLES because Peer- 


less are gas heating specialists with 


Your reputation for quality mer- 


over 70 years experience and a 
record for leading the field in smart 
designs, greater heating efficiency 


and maximum dollar value. 





The 


RADIANT FRONT 
GAS 


CONSOLE 





Only Peerless has exclusive Direc- 
tional Louvres that provide best 
circulation and keep walls clean. 
This is only one of the many desir- 
able features that sell Peerless .. . 
and keep it sold. A full range of 
sizes... 15 models in all... from 
the 14,000 B.T.U. “Mighty Midget” 
to the 65,000 “LowBoy.” 














The 


PLAIN FRONT 
GAS 


CONSOLE 








GAS She modern fuel 
O?erless’ THE MODERN HEATER 


MANUFACTURING DIVISION eee Se Bae lois 
OF DOVER CORPORATION — LOUISVILLE 1, KENTUCKY See your Distributor or write us 
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HITCH 
YOUR WAGON 
TO SINCLAIR’S 


“FAMOUS 
FIVE” 





You'll be headed for a new high in sales when you 
tic in with Sinclair LP-Gas and the pulling power 

of the five famous Sinclair extras — INTEGRITY, 
REPUTATION, QUALITY, PERFORMANCI 

and GOOD SERVICE. Ask us today for the full 


story on this top quality LP-Gas with high heating 


value — moisture and impurities removed. 


Then, make the switch to Sinclair! 


Sinclair Oil and Gas Company SINCLAIR 


| B | Liquefied Petroleum Gas Sales Department 


Sinclair Oil Building, Tulsa, Oklahoma A Great Name in Ol 
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YOUR LP-GAS WORRIES ARE OVER... 


when you're a Tuloma contract customer 


Our Contract Customers always get first call 
on these ‘Tuloma facilities and services 
Strategically located sources of suppl 


Large storage facilities, both above and 


underground 
Expert transportation for “on-time” deliveries 
Personal attention to contract customers’ 


operations 


A ‘Tuloma sales contract —with your signa- 
ture on the dotted line—will immediately 
take away all the worry and add more profit 


to your peak season just around the corner. 


Now is the time to contact... TULOMA! 





Write, wire or call 


TULOMA GAS PRODUCTS COMPANY 


CHerry 2-3261 © BOX 591 © PAN AMERICAN BUILDING © TULSA 2, OKLAHOMA 
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beyond the mains (7) 


LET'S GET SOMETHING DONE ABOUT THIS REA COOPERATIVE COMPE- 
TITION. Two per cent loans of money that cost the government 
four per cent are going out in increasing volume to further en- 
croach on your business. You help pay the taxes that offset the 
loss. It is time for you to demend, and keep on demanding, fed- 
eral legislation that will end this economic heresy. We have 
just received the following letter that was sent to his senators 
and congressmen by Kenneth C. Layton, of Bemidji Bottlegas Co. 
We recommend that you send a similar letter to your representa- 
tives in Washington. Keep pourirg on the coal until the fire 
gets too hot for them to withstind. 





"We are now informed that the Treasury Department will 
shortly offer a $12 billion dollar bond issue which will bear 
interest at the rate of 4 per cint. 


"This further aggravates a situation which has concerned 
me, and the entire industry with which I am associated, for 
many years. We are concerned, because the Rural Electrification 
Administration has apparent blanket authority to loan long 
term money to local electric cooperatives at 2 per cent inter- 
est. This money is loaned on a basis which requires no repayment 
whatever during the first 5 years, and these loans are for a 
term of 35 years. 


"The fact that my company sells fuel and appliances in com- 
petition with the electric cooperatives has never made me feel 
that the REA has not provided a real, and much needed service 
to rural America. REA as originally conceived has done a mar- 
velous job. However, I believe that the original concept of REA 
was to finance the construction of rural electric lines, service 
facilities, and where needed, generating and plant facilities 
to provide electric service to those areas which apparently 
could not be profitably served by private industry. 


"That tax money should be used for the above purposes is, 
at least to some extent, justified. However, in recent years 
local cooperatives have begun to engage in the sale of appli- 
ances, and more recently to engage in the financing of the cus- 
tomers purchase of these appliances. Unfair competitive prac- 
tices, made possible by tax concessions and cheap money made 
available by the REA have become a terrific burden, not only to 
the L. P. gas industry, but to local banks, electric appliance 
dealers and privately owned utility companies. 





Any way you look at it... 


There’s no getting around it: @C f£ Propane Systems are better 
in quality, yet cost no more than ordinary propane systems! All 
tanks are completely stress-relieved after fabrication, eliminat- 
ing residual stresses from forming and welding. 


Hot formed, ellipsoidal heads, shaped to permit complete drain- 
age, assure you of receiving a dehydrated system. Steel grit 
blasting before prime coat of paint removes mill scale, provides 
excellent bonding which lowers maintenance costs throughout 
the life of the tank. 


For above ground or underground installation, it pays to use 
safer, longer-lasting QC £ Propane Systems. Tanks constructed 
to ASME 1952 W-SR code, inspected by Hartford Steam Boiler 
and Insurance Company. Designed for 250 pounds working pres- 
sure. Comply with all local and state regulations, including Ohio. 
Underwriters’ Laboratory seal of approval. 


For full information, write, wire or phone your nearest acf 
sales office or Dept. B-9, Advanced Products, Division of ACF 
Industries, Ine., 30 Church Street, New York 8, New York. 


Sales Offices : New York—Chicago—St. Louis—Cleveland—Philadelphia 
Washington, D.C.—San Francisco—Berwick, Pa.—Huntington, W. Va. 


PROPANE SYSTEMS + ICC-51 PORTABLE AMMONIA TANKS + SAFETY VALVES 
STORAGE TANKS FOR PROPANE, CHLORINE, REFRIGERANT GASES 
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beyond the mains 


"All through the country, RFA has made 2 per cent money 
available to cooperatives in individual sums ranging up to a 
million dollars, to be used for load building programs. In one 
specific case in North Dakota, the local cooperative used this 
money to offer 36 month financirg at 4 per cent simple interest, 
free installation, and further subsidized the customers pur- 
chase of equipment by selling appliances at less than regular 
wholesale cost, and went so far as to allow a generous trade 
in if the customer's present aprliance used a competitive fuel. 
In another instance, also in North Dakota, the local REA went 
so far as to make these funds available to finance, again at 4 
per cent simple interest, the purchase of oil furnaces Sup- 
posedly because the furnace used an electric motor on the 
blower. When approached by the LP. gas operators in the area 
for a Similar financing program for gas furnaces (which also 
use a Similar motor for blower «peration) they advised that the 
program was limited to oil and coal forced air furnaces only. 
To mention another instance, this time in the state of Minne- 
sota, three coops. have borrowed money from REA to offer the 
same cheap financing, wholesale appliance prices, free instal- 
lation and free electricity as a bonus for taking out gas equip- 
ment and replacing it with electricity. We, who do not have 
access to tax money, can not compete with these offers. 


"Most cooperatives are now operating on a profitable basis, 
in fact, there are many instances where coops. have substantial 
sums of money invested in Government bonds which bear interest 
at rates greater than those on the loans that the coops. have 
obtained from REA. Surely the time has come to place some mea- 
sure of control on this use of Government funds, particularly 
in this time of rising government costs and an impending 
deficit. Some saving here, however slight in relation to the 
total cost of government, would surely be a step in the right 
direction, and would be consistent with the Government's stated 
policy that it should be engaged in industry only where indus- 
try has failed to adequately serve the public's interest prop- 
erly. 


"We in this industry, acknowledge the service that the REA 
has performed. We also provide a service for rural America, 
and we do it with our own capital. We pay taxes at every level. 
We provide more jobs and serve more communities than do the 
electric cooperatives. We serve the rural, small urban and 
suburban areas with a comparable service to that obtained by 
their city cousins who have access to piped gas. WE DO ALL OF 
THIS WITHOUT GOVERNMENT ASSISTANCE, BUT FIND IT HARD TO CON- 
TINUE TO GROW AND PROSPER WHEN WE HAVE THIS INDIRECT GOVERN- 
MENT COMPETITION. 


"I hope that you can find time in your busy schedule to 
investigate these reported inequities, verify their accuracy 
and recommend relieving measures. I hope for this, not only 
as it may help my own company's situation, but in that it will 
be one more step in limiting Government's encroachment on the 
area properly served by private industry." 


Aarl Atcel_. 
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PLUMBER MELTING POTS 


MEET THE 


A well brought-up family, the EPC "Sentinels", from Dad to Junior, 


have a specific place in the scheme of things 


Dad may be a bif outsize at 420 lbs, but he carries his weight well, 
filling a terrific need in home heating, and is equally at home in motel or 
hotel. Mom, at a trim 100 Ibs. looks after all the cooking, whether at home 
or in the country cottage. The three older brothers are working out equally 
well in the automotive and trensportation industries and are considered 
highly valuable members of the material handling field. And the junior 
members of the family are hard at work in the plumbing and construction 


ields and in their spare time help out in summer camps and trailers 


If you'd like to meet the EPC “Sentinels” just write to the address 


below. They're a real hospitable family and will certainly make you welcome! 


ENGINEERING PRODUCTS OF CANADA LIMITED 


“5035 Ontario Street East, 


Montreal, Canada 
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LP FILLING STATION UNIT! 


Simplicity of design makes the Economy LPG Filling Station Unit easy 
to operate, easy to maintain . . . an effective, low-cost means for increasing 
“off-season'’ revenue! 
Write or call at once for details of Economy features of this compact, 


RITE FOR “po: ‘ on8 
abe pt profit-building unit . . . it's another fine example of 


Ecaonow i 
oa eos quality material and craftsmanship that you've 


learned to expect in Tanks by Banks! 


| fats PALIT 


DALLAS TANK COMPANY, INC. PLANTS AT: 


VICKSBURG, MISS. 


/ 
FABRICAT COMO 

c ORS OF &. PRESSURE VESSELS DALLAS, TEXAS 
203 W. COMMERCE @_ Riverside 1-500] @ DALLAS 22, TEXAS 
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LP GAS IS NOT A SIDELINE 
with Texas Natural. All facili- 
ties at ten plants are geared to assure the 
finest product and fastest service for Texgas 


customers. A contract with Texas Natural is 


your guarantee of a fine, uniform product, 


and deliveries made as promised . . . twelve 


months in the year. 


Part of the above ground storage 
facilities of the Perkins plant near 
Silver, Texas. Here thousands of 
barrels of LPG can be stored at one 
time. From here the product can easily 
be moved to tank cars, tank trucks and 
pipe lines. 


BUTANE PROPANE PNATURAL GASOLINE 


TEXAS NATURAL GASOLINE CORPORATION 
TULSA, OKLAHOMA 
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Beginning in 
this issue 


On the next 12 pages of this issue, 
the editors of BUTANE-PROPANE News 
proudly present the beginning of a e + 
year-long program designed to help Sales Training 
LL. P. gas dealers increase their sales 
of gas and appliances. This will be a 
two-barreled program sales train Program 
ing, by Editor Carl Abell, and sales 
management, by Associate Editor 
Martin A. Brower. 

The two programs are meant for 


By CARL ABELL « Editor 


more than just reading. They are 

presented so that everyone concerned 

with sales in the dealership can actu 

ally take part in them. Far from be 

ing merely a rehash of principles Sales Management 
every L. P. gas dealer already knows, 

the series of 24 articles 2 each 

month for 12 months—will be the re Program 

sult of continuing research by the 

authors into wry and sales manage By MARTIN A. BROWER + Associate Editor 

ment in general and into successful 

methods employed by L. P. gas dealer 
ships in particular. 

The programs are being prepared 
and presented by BPN as a service 
to the L. P. gas industry at the re 
quest of numerous L. P. gas dealers 
and gas appliance “manufacturers 
across the United States. 


To take advantage of this service, a first 


for the LPG industry, just turn the page 
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Many sales managers have found 
it advantageous to hold their sale 
training meetings away from the 
office, or at least at a time when 
there will be no interruptions 
Breakfast meetings are quite su 


cessful, as they can draw full at- 





tendance without interfering with 
the salesmen’s other activitt 
y) which are ordinarily timed for 
bg evening hours. The early morning 

VC gen ling ee meetings are more effective, too, 


because minds are fresher and | 
inclined to wander at that time. 
This meeting should be devoved 
THE BPN exclusively to the training pro 
gram, and the routine sales meet- 
ings held at more frequent inte) 
vals, probably at the office, should 
SALES TRAINING take care of all the operating de 
tails of the sales department 
Good leadership of the meeting 
PROGRA is important. To help out in this 
respect, we will present with each 
lesson a set of questions which 


summarize the subject matter and 





form a basis for orderly and com 








plete discussion. If any salesmen 
offer opinions that differ with those 
in the lessons, they should be en 


By CARL ABELL copies by the first of the month of 
Editor issue. We suggest that you set 


uside a regular time f a sales : 
‘ Bula ne for a sale it shows that they are thinking, 
fw ale training program training later 


couraged to express their views. 
They might be right. Tn any event, 


meeting in the 
which begins on the following month. This date should be 
page has been planned specificails 


and this should be encouraged. 2 
set so 
every sales employee will be able 
’ ‘ " ’ | 
to help train men and women to be to attend, and so each will have 
» effective sales w ‘the 
sim 7 “e sve “ ue ohn he time to read and study the lesson 
iquefied petroleum gas industry nn 
| | Olcum § before the meeting. There should 
Because domestic consumption 1 . . 
be enough copies of the magazine 
the backbone of the industry, and 
reaching your company so the meet- 


becuuse it is the one common prob ‘ 
ing can be held promptly, before SALES 


lem which affects nearly all deal 


el the course is built around the any employee has time to forget ; TRAINING 


what he has read. Individual copies 


principles of salesmanship that will for each salesman will be an advan- 4 0G 


be presented, and the sales tech tage, as this permits him to keep 


niques outlined, will be applicable the lessons for later review 


ale of domestic appliances. The 


to the sale of any other equipment 
offered by the dealer 





While a great deal of benefit may 


he obtained from such « course bs SUGGESTED PROGRAM FOR 


individual study, the most succes 

ful ale training programs have SALES TRAINING MEETING No. 1 

been carried out by means of meet For the first training meeting, we suggest the following program 
ings Which give opportunity for 1. Explanation of the need for continuous sales training, by the com 
discussion, exchange of ideas and pany president or man in charge of sales. 

experiences, and practice in’ han Explanation of how the sales training program will be conducted 


dling the various sales problem }, Discussion of lesson No. 1, guided by the sales manager. 





that arise We recommend § that Discussion of any related problems brought up by the staff 
uch sales training meetings be Practice in developing appeals to the various emotions, both singly) 
arranged as a regular scheduled and in combination 


part of your company activity | Announce the next meeting—have it posted on the bulletin board, 





The lessons in this course will too 





appear monthly. You receive yout 
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Sales Training Program, 


a 
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How successful salesmen get that way 


By CARL ABELL ° Editor 


YELLING can be the greatest 
Ss job on earth. It can be yvreat 
est In earnings, in personal tl 
faction, and in opportunities for 
advancement 

Notice that 


be.”” Selling is not a job for a pe 


emphasis on “can 


son who is either physically or 
mentally lazy. It will not fit into 
the personal make-up of a person 
fallen 


for the medieval philosophy that 


of diluted courage who ha 
security is more important than op 
More than in any othet 
life i 


portunity 
occupation, the salesman’s 
what he makes it 

Selling is more than a 
making a living—it is a 
life. More than anything 
our broad land, selling has created 
the American Way of Life. All the 
wheels of industry, commerce, and 
finance are turned by salesmen, be 
cause not one of them could keep 
moving without the results of con 
tinuous selling 

Throughout our history there 
has been a shortaye of salesmen 
The demand always exceeds the 
supply, because selling is hard 
work and not enough people are 
willing to work that hard, even for 
high rewards. Because of the law 
of supply and demand, which af 
fects men as well as merchandise 
the real salesman can always earn 


He Can 


earn it where he now is, and if he 


better than ordinary pay 


can qualify for greater opportuni 
ties he can always find the open 


ings 


Salesmen are made — not born 


In times gone by it was quite 


yenerally believed that “salesmen 


are born, not made.” This idea ha 
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long since passed into disrepu 
is true that selling require 
basic qualifications, but the 
not peculiar to salesmen. They art 
exactly the same qualifications that 
lead to success in any othe) 
vork in Which one must d 
people 

Stated a impl 
these qualifications are 
deep liking for people, the 
to learn, and the Villingyne 

No pel on Wil evel 

th any of these “yifts.” The 
all acquired, and they can 
acquired at any time of life 
‘born salesman” of the past, or the 
“born success” in any other lin 
differed in only one way from h 
fellow men—he yot an earlier st: 

No person ever had an “in 
for selling.” Selling is an art 
on knowledge of the mental 
emotional reactions of people. Thi 


too must be acquired, and again 
individual yot an earl 
tart This 


recorded so all who will can learn 


certain 


knowledye ha been 


the principles that lead to 
ful elling 

The world } | f book 
tell u how to sel We nope 
you will read one or more 
best book on alesman hip 
just reading a book will not 
you a salesman. Selling ji 
and like any other art, profi 
can come only from practice 
cess in any form of 
kill. Skill in any art 
ing, writing, music, 
reating anything new, 
repeated effort. The fit 
are not so wood. There are 
that we becomes 


al lables 


ind make mistakes. If we 


from these mistake Vi 


avoid them, and trom repeat 


tempt Wt perfect oul echnn 
ind i y We become ce 
0 one n art Only 


nave the courage 


Ving can make the p 


Start at the beginning 
The logical starting p 
tudy of alesman nip 


people Duy | here must 


reason Why the purchase 
to part with hard-earned 
or money yet to be earned 
hange for goods and chattel 
Let’s examine this in relation 
pecific case take a modern 
ranye, for example It oe 
of certain enameled teel 
which house a fairly imple 
burners, some electrical 
and po ibly a thermomet 
lock It i connected 
that come through 
Vall and lead to 
back yard Phi tanh 
mysteriou ubstance 
rua 
Why does Mr 
W nen you top t 


not the lea 


" 


buying just ome hardw 


vill occupy space in het 

Pipes through the 

bore her, and a tanh 

the back yard 1} of 

whatever except that b 

this combination of equipment 
can accompli nit ‘ 


Sne can 


family wi 





Buying ls The Result. With the past month. But you can’t let the prices of all the models, nor 
lat she not only wouldn’t buy that show because the quickest and how they fit into her scheme of life. 
tuff he wouldn’t even have surest way to lose the interest of She needs help in making the right 

around the customer is to lose interest in decision, 

The averaye beyinning salesman the customer. The customer’s prob The salesman’s job is to help her 
and too many who have been at the lem at the moment is the most im to make the choice of those models 
busine for a Jong time, confine portant problem on earth, and it that he can supply that will be best 
their sales talks largely to building deserves the full attention and and most satisfactory for her, 
a verbal cataloy of the features and interest of the salesman. Any dilu within the limits of her income, 
parts of what they are trying to tion of that interest and attention and then make it possible for her 

That vets a certain amount is a clear indication to the custome) to buy the range of her choice. The 

iness from people who have that the salesman thinks she is not salesman’s job is to help the cus- 

made up their minds to important. And in making major tomer, 
is not effective selling, be purchases, customers who have any It sounds simple, and it would 
it loses too many prospect possible choice always prefer to be, except for one thing that stands 
Phe reall proficient alesman buy from salesmen whose attitude in the way—-most customers have 
bullds his talk around the result hows Clearly that these customer trouble making up their minds. In 
that the prospect want with a are important a great many cases the choice must 
tep-by-step connection back to the be made for them by the salesman, 
features of the ranye, or whateve Help the customer to buy and he must then guide them in 
they are selling, to show how they This attitude of the salesman is accepting that decision. The cus 
relate to the result an all-important ingredient in suc tomer must accept that decision so 

How does he know what result cessful selling Let’s yo a little completely that she believes it is 


the prospect wants? It’s very sim deeper in the analysis and find out her own. This is why the success 
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Pride” is an emotion which can be used as a powerful selling tool them either already takes pride in her cooking 


Take any aroup of women, like the five above and every one of wants to 





ple. At the opening of the inten why. Take the case of the prospect ful salesman must know how the 
view he finds out by asking ques who has come to the conclusion that human mind works in arriving at 
tions. ‘This serves two very impot he needs a new range. For the a decision, 

taunt purpose First, it gives the purposes of the moment it makes no 

alesman a guide in building hi difference whether she got this idea Making up the customers mind 


ales talk right alony the lines that by herself, or whether the need The books on sales psychology all 
are already in the prospect's mind was pointed out to her by a good point out that most buying de- 
His talk i ‘tallor made” for thi salesman. At this moment she is cisions are arrived at through emo 
particular situation, Second, it is seriously considering buying a new tional rather than through reason 
flattering and pleasing to the pro range. She has unlimited choice, ing processes. While we must make 
pect to find a salesman who 1 from a simple hot plate up to the some exception to this in the case 
really interested in her particulat finest new CP models, and she can of strictly engineering products, it 
problem also choose from a dozen different certainly applies to purchases of 
Prospects always have particulat brands. She also has her choice of major items for personal use—and 
problems, and they are far more yas or electricity—or if you want it applies just as strongly to men 
important to them than all the to go through all the various fuels, as to women. 
other problems in the world. You she could have gasoline, kerosene, There are very few people who 
may be bored stiff with the recital coal or wood. But she has probably are willing to admit, even to them 
of these problems, because they are limited her choice to the “modern” selves, that the real basis for a 
generally a repetition of all the fuels that offer maximum conveni- buying decision is emotional. This 
other prospects’ individual prob ence—gas or electricity. She knows being the case, it is wise to give 
lems that you have listened to in her income, but she does not know them a logical excuse for buying, 
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which they can use to Justify the 
purchase in their Own minds and 
whose 


in the minds of 


criticism might cause them con- 


anyone 


cern. 

This sounds highly theoretical, 
so let’s consider some examples that 
We all buy 
When we buy a car, 


We get the mo 


occur in everyday life 
automobiles 
what do we get? 
convenient and satisfactory tran 

portation that has ever been devel 
oped, and we get tremendous pe} 
sonal satisfaction. The conditions 
of our modern life are such that 
personal 


cars for transportation 


are highly desirable. Certainly 
they add values in time saving and 
in health and enjoyment that we 
would not otherwise be able t 
have. Most people want brand new 
cars every three or four years, and 
quite a lot of people buy a new ca 
every year. This represents a very 
considerable expense 

With automobiles 


quality standards of the past few 


built to the 


years, nobody needs to buy a new 
car every year, or even every three 


to have good trans 


or four years 
portation. A new car will depre 
ciate one third in the first ear, and 
two thirds in the first three years 
Unless the owner puts on unusual 
ly high mileage, the useful life in 
relation to the market value——the 
cost per mile for depreciation —-be 
comes more favorable each year 
for several years. The extra cost 
of maintaining the older car does 
not make up the difference. The 
real bargain in personal transpo 
tation is the good automobile that 
old, ha had 


yood care, and has been driven very 


is three or four year 
few miles. Its purchaser gets good 
transportation at ibstantially 
lower cost than the man who buy 
a new Car every year 

One of the stock items in the 
mental armament of the new cay 
alesman is a set of figures that 
hows convincingly—if you do not 
dig into the details—-that it cost 
less to trade cars every year. Fey 
people question the validity of these 


figures. They do not want to doubt 


them—they want to accept them, 


because they provide a rational ex 
cuse for doing what their pride 
drives them to do—buy a new car 
every year. The reason for the 
decision to buy is purely emotional 
The figures are merely the mear 
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ationalizing and thus ju 
the expense. So the purcha 
pays the high cost of satisfying 
pride, and is happy as a lat He 


has the utmost In persona! 


‘ 


action from the owne) hip 


new car every yea) 


Using customer emotions 

Lhe above discussion 
Olly pride as the emotlonat 
ieading lo tMe decision to buy 
Is probably the Most potent ol 
yroup Of emotions that mignt be 
invoived, but we shouid not ove) 
100K the others, Which inciude love, 
duty, fear, envy, greed, and hate 
ihe salesman’s principal depend 
ence will be on pride, love, and 
duty, which may be used separate 
iy, but are more elttective if used 
in combination. These are all “po 
tive’ emotions, and people do not 
ordinarily take offense at thelr use 
us long as the salesman is tactful 
in their presentation 

he “negative” emotions, fei 
yreed, envy, and hate, are also 
powerful motivators, but they must 
be handled with a great deal ot! 
caution. If used at all, they should 
be introduced with great ibtl 
ness. The reason for this is—prid 
Nobody likes to admit that he i 
moved by these emotions, becé’use 
they are looked on with disfavor, 
or even with contempt. Generally 
speaking, being moved by one of 
these emotions is something that 
we would all prefer to keep a deep 
dark secret. But they can be effe 
tively used if they are not brought 
out In the open. 

It will be worth while to study 
the make-up of these various emo 
tions, learn why each is effective 
and then find out how to make 
of them. 


Pride 
Pride 1S the powerhou ( penina 
most of the accomplishment of thi 
world, and it is also the raw mate 
rial for most of the pretense d 
played by the great majority whe 
have accomplished very little. It 
comes from the basic human 
ire to be considered important. It 
is fashionable, and far easi¢ 
one’s associates, to cover thi 
with a veneer of modesty, 
inderneath it is alway 
It has 
thoughts 


more influence 


and our reac 


than any other emotion 
lhus, when we enter a 7 
muke aw purchase, We all ike 
met with a warm welcome, to re 
celve prompt and courteous and 
isive atlention, to be helped in 
election, and to be thanked 
our patronage. Why Because 
| these detalls are sublie re 
ition of Our Importance L hie 
provide nourishment for our ex 
vhich may be bruised and bDieediny 
encounter that 


from some otnet 


may not have been so satistying 
This is good customer relations ih 
its simplest terms 
Pride may be 
{ 


number of other elements 


yreat potential lol Stimulat 


ales ko. 


number ot people in every commu 


eXample, there are a 


nity who look on themselves as 
leaders. They just naturally want 
to be the “first with the ‘st 
hey are not just try) 

ip with the Jones¢ In 

they are the Jonese Lo 

anything but the best 


crude insult lo have 
neglect to offer it is al 
tionable procedure The 
erally arrange to buy 
they feel they need 
their positions 

Then there are those 
that they must keep up 
Joneses Most ol them vill 
make it, but they will finance 
yreat deal of trying They are th 


world’s reserve of potet 


tia] customers for all sorts of mod 
ern device kor them, the em 


phasis must be on the modern 
in appearance as well a 


ich as saving of time 


obligations, and on aut 
ontrolled baking roustiny 
top-burner Cooking that make 

of this world” meals without eve 
lowing down the bridge yams 
Envy, 


pride, enters in here to make sell 


which is the hand-maiden of 


iny through the appeal f pride 
most effective 

Pride al ) "4 “| al 
appreciation and recoygnitio! 
this can be turned into a pe 
buying motive It is parti 
effective with people who ha 
leriority complexes that 
vhere from moderate 


mama feel that the 


lipping out of her 


‘ 


i! mari 





Successful salesmen ... Customers are emotional in their buying, 


so the best salesmen use emotional appeals in their selling 





Value of a ranye that will cook bet 
ter meals in less time, so she can 
vive papa a nicer dinner and still 
have time to put on a fresh dre 
and a new complexion before din 
nes 

And there is the great host of 
women who like to be considered 
perfectionists in their cooking. The 
automatic features of your best 
ranye enable her to cook even bet 
ter dishes, and still leave time to 
prepare additional delicacies. These 
a cook, And 
these same feature 
enable Mi 


never did have the 


will add to her fame as 
confidentially, 
in the 


Brown, who 


range will 


knack of fine cooking, to prepare 


meals that compare most favor 
ably with those of the villaye cham 
pion. In explaining the features of 
the range, you will be neglecting 
your duty to the customer if you 
showing her why the re 
ults that they 


portant to her 


ovel look 


produce are Im 


Love 


Next to pride, love is probably 
the most compelling motive leading 
to the buying decision. In this dis 
ussion we are interested mostly in 
two varieties of love—that between 
husband and wife, and that of pai 
ents for children, Starting with the 
first case, the considerate husband 
wants his wife to have a kitchen of 
Which she can be proud, and in 
which she can do her work with 
the least possible labor. The wife 
also wants to be proud of hei 
kitchen, and she also wants the 
best of appliances to back up he 
belief that the way to a man’s heart 
is through his stomach. And she 
is interested in saving time and 
That holds true 


whether she just keeps 


work, of course 
house, 0} 
pends a lot of time in social activi 
ties, or punches a time-clock, And 
if she does hold down a full-time 
job, she and her husband will both 
live and love better if the range 
has all of the automatic features 
Only with time-clock control can 
a range cook a wide variety of 
wholesome meals in the absence of 


the cook 
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Love of 


dren has 


parents for their chil 
always been potent in 
The reason for this 
Most of us feel that 


we have not made as much out of 


creating sales. 


Is easy to see, 


our own lives as we could or should 
have done, Normal parents always 
hope that their children will make 
their own 


up for personal de 


ficiencle They are in passionate 
earnestness in their desire to give 
the children all the advantayes that 
they missed, They want to provide 
urround 
healthful 


social environment, 


clean and pleasant home 
wholesome and 
better 


Ins, 
meals, 
better education 

Parents of daughters are pa) 
ticularly concerned about cooking, 
bathing and laundering facilities 
These have a most important beat 
ny on their daughters’ prospect 
for making good marriages. Since 
the ability to cook is an important 
qualification for any girl’ 
future, the 


happs 
parents of teen-age 
virls are particularly open-minded 
about buying the best in modern 
cooking equipment 


Duty 


Sense of duty is the third power 
ful positive emotion that leads to 
the decision to buy. It is closely 
associated with love 0 closely 
that most mothers are completely 
unable to separate the two. Thu 
the salesman’s assurance that “The 
automatic controls on this range 
make it possible for you to prepare 


more nutritious and wholesome 


meals for your 


family” is a com 
bination appeal involving both love 
and duty Those more beneficial] 
meals are much to be desired be 


cause she loves her family and 
wants to do the best she can for 


Without any 


whatever, and without pausing for 


them mental proces 


analysis, she automatically makes 
it her duty to provide those bette) 
meals 

But she must believe what you 
tell her. You nearly always need to 
support your claims with specific 
examples, such as roasting meats 
with less shrinkage and less loss of 


nourishment, cooking on the top 


burners with thermostatically con- 
trolled 
After which it is a good idea 


ideal temperatures, et 
renew the love-duty appeal by re 
minding her that this kind of cook 
ery builds stronger bodies and 
maintains better health. 

In using these appeals to the 
positive emotions, their strength i 
multiplied by framing the ideas so 
they arouse more than one emotion, 
as indicated above. It is quite pos 
sible, and most advantageous, to 
appeal to all three of the positive 
emotions, pride, love and duty, in 
Thus, “Thi 
range will not only enable you to 


the same suggestion. 


cook more delicious, healthful, and 
wholesome meals, but it will also 


dress up your kitchen.” 


Negative emotions 

In selling, we have little use fo 
the negative emotions except greed 
The effectiveness of this is a hold 
over from the ancient days when 
bargaining was the universal prac 
tice in buying and selling. It has 
been aptly depicted in the saying 
that ‘‘there is a little larceny in 
every human heart.” It is closely 
related to pride, in that everyone 
gets an emotional lift out of the 
feeling that he got the best of a 
bargain. 

We can cash in on this emotional 
drive by planning the sale so the 
ustomer believes that he gets some 
special advantage. This can be done 
by emphasizing the allowance on 
the trade-in, or by offering some 
sort of bonus such as a special 
cooking dish, or offering a commis 
ion for providing leads to new 
prospects. These special offers are 
most effective when the customer 
believes that they are better deals 
than the 


celves, 


ordinary customer” re 

Thus the offer to pay commission 
for new leads becomes more potent 
if phrased like this—‘“We do not 
have enough customers in yout 
neighborhood. If you will help u 
by showing your range to yout 
neighbors and sending in names of 
those interested, we will give you 


five dollars worth of gas for every 
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one we sell.” (Several dealers have he makes a profit, and the salesman ist as there have been fires and 
reported that this offer of free fuel has no job unless the dealer makes injuries with electricity and oil 
is more effective than payment in his profit. There is no other soure: But they only happen when people 
cash, and obviously the expense to from which paychecks can come fail to take the proper precaution 
the dealer is less.) Che electric industry has been tell 
The larceny feature doe not Fear I 


Lily 
> 


necessarily need to be related to lhe appeal to fear should be han not to touch electric fixtures 


people for the past fifty 


the item that is being purchased dled with great caution, or avcided radios while in the bathtub, 
Walter Kraus, of Bay Heat, Marsh altogether. Most good salesmen people still get electrocuted there 
field, Ore., reports a particularly find that they can avoid it by it Chey tell people not to overload cit 
successful bonus deal. proving their appeals to the posi cuits or put pennies under fuse 
His community was about to get tive emotions. They report at it hot wires still set houses on 
its first TV station, at a time when there is seldom any need to dis ire 
competition in TV sets was pat it unless the prospect brings i The oil burner people tell then 
ticularly murderous. Through hi Most people are conditioned b istomers not to scatter trash near 
private grapevine he learned that propaganda from the other side t their furnaces, and not to allow the 
a TV distributor in a not-too-di believe that electricity and oil ai drip from the burners to saturate 
tant city was stuck with a carload inherently safe. For the s; } the floor boards, but fire till hap 
of the past season’ sets that he to bring the hazards lectricit pen from these causes The insur 
would sell at a tremendous discount or Oil into the discussi V t ance people have compiled very 
Kraus bought the carload of set provocation would not be ; areful statistics on all these cause 
and put on a tremendous drive fo) able. It would create’ prejud of fires, and here is what their fig 
new range customers, offering free against himself, which is one ires show. And the clincher is the 
r'V sets as a bonus. worse than prejudice against L page that they carry from BUTANI} 
lhe range offered was the super yas. A good salesman can ove PROPANE News showing the latest 
deluxe model, and, of course, the come prejudice against his product “Causes of Building Fires” report 
deal included the complete fuel s\ but prejudice against himself i of the National Fire Protection 
tem, all figured at the regular list final and fatal \ssociation 


price. There was enough margin to A person who comes to a sal Every LPG appliance salesman 


cover his actual cost of the TV sets, room to look at L. P. gas appliance hould carry this report in his work 


and he got the gas load from a is not troubled with fear f ya kit (Reprints are available In 
large number of customer vho but this particular fear is frequent ase you missed it, the’ report 
had not previously used LPG. Fu ly encountered in making house-to \ that fire from electri 
thermore, had he not take } house calls. If the prospect briny ‘ ‘s occur five times as frequent 
means of increasing sales, it i the matter up, it must be answered ly as with all gas installation 
quite certain that most hese but this can be done diplomatically Fires originating from oil are three 
people would have bought The strategy recommended by times as frequent as with ga 
and they would not have | 1 pre authorities on salesmanship is to These are the emotions that can 
pects for new ranges or any « ise a “qualified agreement” with be used effectively in creating the 
LPG appliances during the life the customer’s belief, and then pre decision to buy. They will be re 
their contracts on the TV. As ji ent facts of unquestionable au ferred to many times in the late) 
was, they vot their new ranges ; thority to reflect the true situation lessons of this series as we develop 
the regular price, and the TV fi An effective response, u the material on the general sale 
free. That is shrewd selling many of our industry’s be il techniques and their special appli 

The present marketing chao men, goes like this: “Ye cations to the selling of specifi 
the automobile industry ha have been accidents with L , appliances ‘J 
ditioned people to expect unrea 





able price concessions Thi j 
word of warning—the idea that h Questions for study and discussion 
is getting the best of the deal help 1. What are the main 
the prospect to decide to buy, but Important ? 

vou will lose your hirt unle ( ’ Why does M1 


ise the more potent posit 


qualifications for successful selling? Why is each 


vater heater, or any other appliance? 
lve emo }, In a sales interview, at j alesman’s most important job? 


tions to make him or her willing te 4. Explain why mo in cj are based on emotional rather than 
pay a fair price for the appliance on reasoning proce 


The prospect still buys result ). What are the ~ positir 


but also wants to enjoy the ve creating the buying decision‘ 


and how may they be best 


mug feeling of having beaten the 6. How may the negative emotion, greed, be effectively used in creating 


eller in bargaining. How much i ales? Is it necessary to use this in all sales? Do you consider it as good 


of far less importance than that bait’ to bring prospective customers to the store? 
feeling of victory. Concessions that 7. Do you agree that it is bad 


prac 


ice to introduce the fear response in 
wipe out profits are not good, either connection with competitive fuel 


oil and electricity? 
for the dealer or the salesman. The §. Can you frame a better response than that given in the le 
dealer is in business only so long a offset the prospec t’s fear of LPG? 
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THE BPN SALES MANAGEMENT PROGRAM 


By MARTIN A. BROWER 
Associate Editor 


N another part of this month’s 
I issue Of BUTANE-PROPANE News, 
readers will find the first install 
ment in a year-long sales training 
program. The program is designed 


to teach salesmen to be salesmen 
and to provide them with the know 
how to be not only good salesmen 
in general but good L. P. gas sale 
men in particular 

But a salesman or group of sale 
men alone in the field are much like 
alone 
on a battlefield. They might be ex 
pert riflemen and might shoot. off 


a soldier or group of soldier 


quite a few rounds, but cattered 


hots cannot win a battle 

The soldiers have to be directed 
by a commanding officer-——one who 
know what the objective of the 
battle are, know omething of the 
trength and location of the opposi 
tion, knows how to equip and in 
cite his men to do their best, and 
one who has made a definite plan 
to accomplish the objective 

Then too, the 


amuch easier time of it if 


oldies Vill have 
ome big 


guns are rolled out and fired and if 


armored tank roll ahead of the 





nen, breaking down barriers and 
bringing the targets out into the 
open, 

sales force. Even 


So it is with a 


if there is only one salesman or if 
the L. P 


only salesman, the sales effort can 


gas dealer himself is the 


only produce full effect if it is 
planned, organized, motivated, 
equipped and directed. It should be 
carried on with the full support of 
advertising and sales promotion. 
The supplying of all of these ele- 
ments is usually referred to as sales 
management. 

Because sales management is 
uch a necessary part of any sales 
effort, a sales training program by 
itself would be weak without an 
sales 


wcompanying program of 


management. The two go hand in 


hand 























‘The Sales Management Program 


Therefore, as a necessary auxil- 
iary to the BUTANE-PROPANE News 
sales training program, BPN will 
carry each month a year-long sales 
management program. Whereas the 
sales training program will be pre- 
pared for the sales staff, the sale 
management program will be pre- 
pared for the sales manager. It will 
apply whether the dealership has a 
separate sales manager or whether 
the dealer or general manager him 
self also acts as the sales manager. 

As with the sales training pro 
gram, the sales management pro 
gram will be prepared and written 
by the BPN staff especially for L.P. 
gas dealerships with the aim of in- 
creasing sales of L. P. gas and ap 
pliances. 


The BPN sales management pro- 
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gram is not meant to supplant the 


need for experience. It will merely, 


point out the necessary parts of a 


well-organized sales management 
program, explain the parts in de 
tail, relate the parts to an L. P. ga 
dealership, and help the L. P. gas 
dealership set a sales management 
program in motion 

Because of the length of the sales 
it will be 


management program, 


spread out over 12 issues. But the 


Intensive sale 
Obviou 


need to begin an 


campaign is here now 
the dealer cannot wait until the pro 
gram has been completely presented 
on these pages before putting it into 
action. Many of the 
The first 
ment, therefore, beginning on the 


parts are tied 


closely together install 


next page, outlines the entire veat 


long series and represents a com 


plete sales 
The 


the parts 


management 
study 


program 


dealer should each of 


carefully, determine 
which of the parts are not now in 
cluded in his and 


own operations 


try to put them into motion to 


some extent as soon as he can 
The individual parts of the pro 

yram will then be presented one at 

of BPN 


vill con 


a time in full on the pages 
Kach month’s presentation 
clude with a set of question 
own deal 


to et hi 


are aimed at the reader’ 
ership and are meant 


thoughts and plans in motion to 


ward introducing that phase of the 
into hi operation I 


that 


program 
trengthening phase if it al 
ready is a part 
The Sales Management 
Committee 

Adapting a program of thi 
hould be 


management 


to a sales organization 
done through a sales 
committee. Dealerships which in 
tend to take part in the sales man 
agement program, therefore, should 
immediately set up a sales manage 
alle as 


In the case of 


ment committee if one | 


ready in operation 
one-man 


have 


mittee of one 


operation, that man will 
to be a sale 

Thi 
as a larger committee 
week to 


management problem 


management com 
means that just 
vould 


conside ale 


meet 
once each 
, the one-man 
committee should et aside an 
amount of time once each week dur 
ing which he would concentrate on 


sales management problems 
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These 


+. pe 


A committee of this type should 


be a part of every dealership re 


yvardless of its size. It should in 


clude the top executive officer of the 


firm, whether it be the president, 


the partners or the owner; all de 


partment heads including service 


transportation, credit and whateve1 
other 


departments the dealership 


the head of the sales de 


partment, if there is one. The put 


has; and 


of the non-sales personnel i 


pose 


to coordinate the sales function 

vith all of the other department 
The head of the sales department 
hould be 


committee 


f 


named chairman of the 


and he should be’ in 
charge of committee meeting 

It is suggested that each month, 
member of the sale 
ild read and di 
management infor 
BPN. Each 
member should then ask himself the 

the end of the 
them line with the 


dealership’s present sal 


each manage 
ment committee sho 
yest the 


mation 


sales 
presented by 
questions at article, 
answering 
manage 
ment activitie 

Then, during one of the reyular 
weekly 
the subject of that month’ 
hould be discussed. Each 
hould have the opportunity to pre 
sent his thought 
article in relation to the dealership 


meetings of the committee, 
arth le 


membet 


regarding the 


Does the dealership now engage in 
that particular management 
ictivity? If not, should it? If it al 
ready does, are the present method 
date 


upport an aggressive 


sales 


ip to and strong enough to 
gas and ap 
pliance selling program? 

If the committee as a whole feel 
that the phase of the 
ales management program consid 
should be 


own dealership 


particular 
introduced into it 
or that that phase 
of the dealership’s present program 
weak should be 
then 


part 


ered 


has been and 


trengthened—the group can 
decide how best to do it. Thi 
of the discussion and planning se 

on should consider how deeply the 
dealership should go into the par 


sales 


best 


ticular management phase 


and how that phase can be 


begun 
The program 
another service of BUTANE-PRO 
PANE News for the help of its 
e The 


sales management 
read 
program is hereby pre 
ented to you for your use. How 


e it is up to you * 


Here are the contents 
of the year-long BPN 
Sales Management Program 


SEPTEMBER 
Using a Sales Management Program 
A vera ok at sales manageme 
OCTOBER 
Sales Objectives and Organizing to Meet Them 


yoals and preparing the sales f 
1 


n and the sales department to carry ther 
NOVEMBER 
Building a Sales Force 
Recruiting, selecting and tra 
DECEMBER 
Compensating the Salesman 
Methods of rewarding t 


' ht t 
41g nary 


JANUARY 
Motivating the Salesman 


ve program and psycholc 


FEBRUARY 
Equipping the Salesman 


Nurfiet 6 ) wil 


MARCH 
Market Analysis and Prospecting 


What te and where n 


APRIL 
Advertising and Sales Promotion 


r ne he ran 
supporting the sales prog 4 


prospects 


MAY 
Setting the Showroom Stage 


Showre play and use 


JUNE 
Demonstrations 
Arranging ind 


JULY 


Setting Sales Policies 


romor ack 


ervic ) 


AUGUST 
Supervising the Salesman 


yupervisior ,aif f 


measurement 








Sales Management Program 


- 
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Putting sales management to work 


By MARTIN A. BROWER * Associate Editor 


OW many distributor-dealers 
H of liquefied petroleum gas 
would hire a man who has _ pre- 
viously had experience driving a 
yrocery truck, take him over to 
an empty bobtail, point out the 
nearby bulk storage tanks, then 
tell him to fill up the truck and go 
deliver gas? Probably none. In 
fact, such actions on the part of 
an L. P. gas 
ridiculous. Yet how many L. P 


dealer sound almost 


yas dealers can say with a clear 
conscience that they are not doing 
something of that sort with their 
salesmen? 

In the case of the truck driver, 
he would have to find out for him- 
self how to fill the truck, how to 
unload it, and then he would have 
to go blindly about 
tanks to fill. 


a few customers while going in 


looking for 
He might even find 


circles all day. And, when he re- 
turned after eight hours on the 
road, he would probably be 
pleased with himself that he got 
rid of 250 gal. of gas because he 
wouldn’t know any better. 

But the modern L. P. 


has found that it pays to train a 


yas dealer 


delivery man in the technicalities 
of his job and to give him dire: 
tion as to routing and scheduling 
He uses some form of scientific 
delivery system so that his trucks 
drop the maximum number of gal 
lons in the shortest possible time 
while covering the least amount 
of miles. In short, his drivers 
know where to deliver the gas and 


exactly how they should go about it. 

Meanwhile, his salesmen, or 
salesman, or sales effort if the 
dealer or manager himself does 
the selling, may be floundering. 
Many a dealer has hired a man 
with sales background of one type 
or another, pointed out the line of 
tock, and then told 
sell.” The 
salesman does not know exactly 


appliances in 


him to “go out and 


what he is selling, where to go to 
find prospects, or how to sell them 
even if he found them. He will 
find rough opposition from pros- 
pects who do not think they want 
an appliance, and will be unable 
to handle prospects who are ready 
to buy but who favor a competi 
tive fuel. 

Just as the day of haphazard 
delivery and safety practices are 
fast being replaced in the L. P. 
gas industry by scientific meth- 
ods, so the time has now come for 
the use of scientific sales meth 
ods. We continue to hear that 
“the honeymoon is over” in appli- 
ance selling. The postwar appli- 
ance-hungry market has been sat 
isfied and now we will have to 
really sell. That 1 
battle of gas vs 


true. But in 
addition, the 
electricity for the existant and 
growing market, including the 
rapidly-developing suburbs, 1s go- 
ing against us. L. P. gas dealers 
are fighting not only to build 
their present loads but to keep the 
loads they have. To win this fight 


our industry’ 


sales program must 
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be as good AS oO! better than that 
of oun electric competitor 
Sales management 


Sales hardly 
new in itself, but just like any 
other 


management 1S 


science, it is constantly 
bringing new methods into 


Almost 


use 
without exception, evel 
large and successful firm in the 
nation 


manufacturer, whole 


saler, retailer, or service—make 


use of planned sales management 
Sales administration, according 
to the American Marketing Asso 
clation’s committee on definitions, 
involves the direction and contro] 
of sales personnel, including re 
cruiting, selecting, training, 
equipping, assigning, routing, su 
pervising, paying, and motivating 
the sales force personnel. But 
sules management, as used here, 
includes much more. It takes in 
all of the above plus the planning 
and organizing of the sales pro 
gram and the supplying of all 
possible support to the ales 
force. It brings 
a sales effort—in fact it brings 
the entire organization—together 
into a whole that works as one 
smoothly - operating, well - oiled 
body, working in perfect coordi 
nation toward one goal: sales 
Almost every L. P. gas dealer 
across the United States makes 
use of one or more of the several] 
parts of a complete sales manage 
ment program. In many cases, 
however, he does not realize how 
much more effective his present 
efforts could be if they 


strengthened and 


were 
What tremen 
dous potentials his dealership 
might have if the parts of the pro 
yram he is now using were com 
bined with all of the othe A 
football team might be able to do 
pretty well with only a running 
game. But if a team’s running 
vame were strengthened and then 
a passing game were added—wow. 
That team might really go places 
and do thing 

A sales management program 
for an L. P. gas dealership Is not 
much different than that for any 
other type of retail operation deal 
articles of 


ing in comparable 


all of the parts of 


price and volume. But, like any 
other type of retail operation, an 
lL. P. gas 
pecial sales problems 

An L. P 


management 


dealet ship does have it 
gas dealership’s 

program Cc 

broken down into 11 parts 

setting sales objectives and o1 
vanizing to meet them, (2) build 
ing a sales force, (8) compensat 
the salesmen, (4) motivating 
the salesmen, (5) equipping the 
alesmen, (6 supervising the 
alesmen, (7) analyzing the mar 
ket and prospecting for custom 
ers, (8) pre-conditioning the mar 
ket and flushing out customers 
9) setting the showroom stage, 
10) demonstrating, and 11 


setting sales policies 


Setting sales objectives and 
organizing to meet them 


First step in any undertaking 
is to sit down and plan exactly 
what you intend to do and then 
decide how best to do it. Setting 


sales objectives involves more 
than merely deciding to sell. It 
includes decisions such as what 
to sell, how much to sell, when to 
sell it, where to sell it, and how 
to sell it. 

Once the objectives have been 
clearly set down, it is necessary 
to decide how best to meet these 
objectives. That will involve the 
organizing of 
and staff. 


Actually, this first step in the 


plans, programs, 


sales Management program deter 
mines which other parts are going 
to be used and to what extent. It 
rf the 
phases of the program 
At this 


tration of the program must be 


stage for the other 10 
time, too, the admin 


organized. Early in this first step, 


a ales management committee 

hould be established. The com 
mittee, which should include top 
management of the dealership, 
and heads of delivery, service and 
credit departments, helps set the 
objectives and helps the 

rship organize to meet them 
| ‘ 


“also help administer the 


Al 


manayement program 
in the program, the sale 


responsibilities should 


be outlined, even if sales manager 
; only another title for the ownet 
or general manager. From this 
iob outline, the committee will be 
able to determine whether a full- 
time sales manager should be 
added to the dealership if one is 


not already on the staff 
Building a sales force 


Three 


building a sales force 


steps are involved in 

recruiting 
selecting, and training. No longet 
does a business firm of anv kind 
merely “hire a man.” The old 
concept that when a man fails at 
everything else, he can become a 
salesman, has been tossed out the 
window. Today, a salesman is rec 
ognized as a highly skilled pro 
fessional. 

Manpower in yeneral is in short 
supply these days and this is es 
pecially true of good salesmen 
An L. P. gas 


usually away from the larger cen 


dealer, located 


ters of population, has even a 
smaller potential force on which 
to draw. Because the cost of im 
proper selection is high, he must 
employ the best available recruit 
ing techniques to attract compe 
tent personnel This is true 
whether the dealership decides to 
employ experienced salesmen o1 
inexperienced men with good po 
tential. 

The process of selecting a few 
men from a list of applicants 1s 
made especially difficult because 
so often we think we can judge a 
yood man merely by looking at 
him. Actually, scientific selection 
involves the setting down of a 
list of 
yrading each applicant on how 
well he fits that list 


And the best experienced sales 


qualifications and then 


man or best potential salesman } 


completely wasted until he ts 
trained and trained well to sell 


L. P. gas and appliances 
Compensating the salesman 


There are many plans for pay 
their work 


These plans have been drawn up 


ing salesmen for 


not because of a desire on the 
part of someone to create confu 
found 


ion, but because it was 





Whether the LPG dealership's sales staff consists of 100 men or one, 
the functions analyzed here are a vital part of its sales activities 
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that paying a straight salary——no 
matter how high—-is not the best 
method for compensating sales- 
men. Most plans make use of a 
bonus or commission so as to sput 
the salesman on to do his best 
and so as to vive both the sales 
man and the firm the most equi 


table break for each 
Motivating the salesman 


Kven though he might be 
vetting a yood drawing account 
and have an outstanding bonus or 
salesman 


commission plan, a 


needs added motivation some 
thing to make him get up and yo. 
Strange as it may seem on the 
surface, money is not everything. 
Methods of motivating salesmen 
include a variety of contests and 
other gimmicks from awarding 
prizes to his wife to piling silver 
dollars in front of him at a meet 
ing. 

And morale is important too 
Pay is not the top reason for men 
leaving a job nor for a man doing 
his best on the job. Psychologi 
cal reasons such as confidence in 
management, congenial personnel, 
security, and opportunity are 
highly significant. 

A successful program for mo 
tivating salesmen could mean the 
difference 


between a mediocre 


sales force and a really good one. 
Equipping the salesman 


Just as you wouldn’t send a 
soldier into battle without a rifle 
and field pack and you wouldn't 
send a serviceman out on a call 
without tools, so you shouldn't 
send a salesman out into the field 
Without proper sales equipment. 
And, just as a serviceman can do 
a better job when he has better 
tools, so a salesman can make 
more and better sales when he 
has more and better tools. 

A salesman equipped with only 
a price list and an order book can 
not hope to meet today’s 


tion He must 


competi 
interest buyers, 
demonstrate product values, meet 


sules. He 


cun use tools as aids in all of 


objections, and close 
these steps. These include tools 
to make sales impressions, refer 
ence tools, pre-interview tools, op 
erating tools, mobile sales tools, 
and accessory tools. 

And the tools must be kept in 
working order and 


good up-to 


40 


date by the sales manager who 
must also instruct the salesman 


in their proper use. 


Supervising the salesman 


Is a salesman doing enough in 
his territory? How do you know? 
las he exhausted all of the pos- 
sibilities toward making that big 
ale to the housing tract? What 
else should he try? 

A salesman, even after he has 
been thoroughly trained and has 
shown that he has what it takes, 
should not be left out in the field 
on his own. He needs supervision 
for his own good as well as for 
the good of the dealership. Proper 
supervision will help guide the 
salesman in such a way that he 
will welcome it. 

Supervising the salesman means 
more than making sure he is 
doing his job and not “goofing 
off.” It means guiding him over 
rough spots and making certain 
he is doing everything he should 
in the best way that he can. It 
means keeping sales records in 
the office to keep constant track 
of each salesman’s activities. 


Analyzing the market and 
prospecting for customers 

The salesman’s time can be 
most profitably spent if the mar- 
ket has been well analyzed _ be- 
forehand as to the type of prod- 
ucts to sell, the need for the prod- 
ucts, the areas to sell, and the 
Getting this 
information is a part of market 


approaches to use. 


research and is a job for the sales 
manager, 

Although the salesman himself 
should be active in digging up 
prospects, the office can and 
should do all it can to provide 
him with leads. Ringing doorbells 
is fine. All appliance men are 
calling for “a return to old-fash- 
ioned doorbell pushing.” But call- 
ing on active prospects is much 
more rewarding. These prospects 
can be dug out by using “bird 


dogs” and “using the user.” The 


bird dogs might include house- 
wives and should include all em- 
ployees of the dealership—espe- 
cially the deliverymen and _ ser- 
vicemen, 


Pre-conditioning the market 
Through the use of advertising 

und sales promotion, the salesman 

can have open-minded prospects 


ready to listen to what he has to 
say instead of having to pioneer 
all by himself. And in addition to 
softening the market as a whole, 
advertising and sales promotion 
can help build prospect lists as 
well as actually bringing pros- 
pects into the showroom. 
Advertising and sales promo- 
tion, as well as public relations, 
are important tools in a sales pro- 
gram. Studies have shown that too 
often these 
themselves, on a hit-or-miss basis. 
Actually, advertising, sales pro- 
motion, and 
should be employed as planned 
programs 
other sales activities. 


tools are used by 


public relations 


coordinated with all 


Setting the stage 

And so the salesman attracts a 
potential customer into the deal- 
er’s showroom to show and dem- 
onstrate the appliance. Or a pros- 
pect comes in off of the street, 
attracted by advertising or sales 
promotion. If he walks into a dark 
and dingy 
everything under the sun, walls 
decorated with 


room, crowded with 
nude calendars, 
and sees a few dusty appliances, 
all pre-sale effort to this point has 
been wasted. In fact, that pros- 
pect will probably let all of her 
friends and neighbors know about 
“that place.” 

The showroom is the stage on 
which the sales action takes place, 
unless the sale can be made in the 
prospect’s living room. The stage 
should be carefully set so that it 
not only does not hinder or add 
nothing to the sale, but so that it 
helps complete the sale. Adequate, 
bright gleaming, 
arranged appliances; point-of-pur- 


space; well- 
chase displays from manufactur- 
ers; a smiling office and sales 
staff; even a cup of coffee from 
an L. P. gas range; all of these 
add to making the sale. In this 
setting, the customer is more re- 
ceptive and the salesman can do 
his best job. 


Demonstrating 


To. sell 
types of 
major 


appliances—-or other 


merchandise involving 
expense—the salesman 


needs to demonstrate, demon- 
strate, and then demonstrate. Pro- 
viding the equipment for the 
demonstration is part of the sales 
Appli- 


manager’s responsibility. 
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ances in the showroom should be 
connected, and equipment for 
demonstrations should be at hand. 
And many dealers make success- 
ful use of demonstrations that 
can be taken right into the pros- 
pect’s home or into her driveway. 
Such home-use demonstrations 
often clinch the sale on the spot. 

Group demonstrations can also 
be arranged at which the sales 
manager or a trained home econ- 
omist puts an appliance through 
its paces in front of a large gath- 
ering. Most women’s organizations 
are highly receptive to this type 
of program. 


Setting sales policies 


Well-defined sales policies are 
needed before any sales program 
is launched and before any sales 
man goes out to meet any Ccus- 
tomer. The salesman should be 
armed with information as to 
which lines to push, prices and 
discounts, trade-ins, package 
deals, handling competitive claims, 
extension of customer credit and 
payment plans, appliance service 
and returns, leasing of appliances, 
and all other points which must 
be at his fingertips if he expects 
to close a sale and keep customer 
and dealer satisfaction. 

All of these policies must be 
considered and worked out by the 
sales Management committee and 
spelled out for the salesmen. 


Coordination 


These, then, are the parts of a 
comprehensive sales management 
program. It is the job of the sales 
manager, with the backing and 
advice of the sales management 
committee, to coordinate all of 
these parts into the previously 
mentioned whole 

A big job? A lot of work? Yes. 
But it will take work to sell appli- 
ances during the next few years 
in the face of consumer resistance 
and growing electrical competi- 
tion. And with the tremendous 
markets that will be opening when 
the “war babies” come of age in 
the early and middle 1960’s, it will 
be the growing, successful sales 
organization that will grab up the 
fruits. A program launched at this 
time will bear fruit now and bring 


in a bumper crop later. & 


SEPTEMBER, 1957 


Discussion Questions 


1. Is your dealership presently selling as much domestic gas and appli- 


ances as you believe can be sold or as much as you would like to sell? 


2. Does your dealership now have some type of sales management pro- 


gram? If not, why? If so, what does it include? 


}. Do you now believe your sales management program, if you have one, 


is complete and strong enough? 


4. How many of the above 11 phases of a sales management program is 


your 


profitably put to use? 


7 ew ew ow oem ooo ow oo ooo oo oo ooo eee oo oo oo ooo oo ooo ooo ooo ow oe ow oe oo ow ow oe ow eee ow owe woo ooo eo ooo = 


dealership now lacking? Which ones do you believe you could 


) 


L. P. GAS DEALER'S 
AND SALES MANAGER'S 
SELF-RATING CARD 


After reading this article, take out your M 
pencil and rate your own dealership. Your 


check marks should give you a good indication of how your firm stands 


in today's competitive market. If you score O. K. in 12 or more out of 


the 20, we want to know about it. 
Don't Have Weak O. K. 











As an overflow crowd of 15,000 spectators look on, VanGas Inc., 


Fresno, Calif., dries the 


rain-soaked running track so that the world-famous Fresno Relays can go on as scheduled. 


Rain, rain, go away 


By KEN ABELL 


EVER in its 30-year history 
N had rain fallen on the day 
of the world-famous Fresno 
ponsored each 


(Calit Relay 


year by Fresno State College, to 
the delight of the world’s track 
and field 


a Capacity crowd of more 


enthusiasts But this 
vear, a 
than 15,000 
athlete 


spectators and top 
from all over the nation 
prepared to enter the stadium, 
gloomy skies let loose 

By 10 a.m., the rain had stopped 
but a layer of water covered the 
clay track. Relay officials were cet 
tain the meet would have to be 
postponed aut least one day, prob- 
ably two 

And then L. P. ga 
Afte 
sopped up the surface water, two 
L. P. gas-fired alfalfa 
were pulled onto the track by Van- 


entered the 
picture huge sponges had 
burners 
Gas Inc., Fresno. For 2% hours, 
as the spectators watched and the 
athletes stood by, the 
were towed around the clay track. 
When they 


gust of wind blew dust from the 


burners 
were done, a sudden 


track into the eyes of several 
pectators, 
Following the day’s activities, 


which saw the breaking of one 
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world record, two American re- 
cords, two national records, and 
five Fresno Relay records, many 
athletes told track officials they 
had never run on a track that was 
in such good condition. Fresno 
State 


vear for the 


works all 
which 
feeds and houses all of the ath- 


College, which 


relays and 


letes, estimated that it was saved 
from $3000 to $5000 by not having 


; 


to postpone the event. 


The drying was done by VanGas 
free of charge as a public service 
at a cost to the firm of $234. 
Equipment used included two al- 
falfa burners and four 8 ft hand- 
burners. Normal rental charge per 
day for each flamer is $10 and 
rental for each hand unit is $1, 
totalling $24. Approximately 1000 
gal. of LPG was consumed at a 
cost of 13 cents per gal. or $130. 
And 29 manhours of labor came 
to $80. 

VanGas failed to get the full 
publicity value out of its labors 
because the only burning outfits 
available were so new the firm had 
not yet put good-sized signs on the 
tank and the small paper stickers 
on them could not be seen by the 
crowd. Although the local news- 
papers did print a large photo- 
graph of one of the burners in ac- 
tion, the stickers did not show up 
and no mention was made of Van- 
Gas or of the fact that the drying 
was a public service. 

Hank Schneider of VanGas re- 
ported that drying wet tracks with 
field flamers is in his estimation 
public 
dealers should make certain their 


excellent relations, but 
efforts do not go unnoticed. 
With tracks dotting the entire 
nation, it would seem that more 
than one L. P. gas dealer might 
follow the lead of VanGas and of- 
fer his services when wet weather 
track and 
threatens to dampen the spirits of 


has dampened the 


thousands of citizens B 


Hand flamers were used to 
dry areas like the shot put 
VanGas 
provided the equipment 


pit shown here 


gas and labor as a public 


service. 
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Mechanical crop drying with forced hot air will 
develop into the next great farm market for L. P. 
gas. Because of the nature and the location of 
the operation, LPG offers advantages of conveni- 
ence and economy that give it a decided advan- 
tage over liquid and solid fuels. An important part 
of the consumption of fuel is in the summer or 
early fall, making this a desirable load balancing 
market. 


By CARL ABELL - Editor = ~~ Bt aa 


SS an 
ety: Merve Ta Ca. oes mam 7 


Hi 


LPG makes steam and profits taking moisture 


picked corn 


CROP DRYING 





The next great farm market for LPG 


ANY of our most important of their inability to secu p the rop may be ruined beyond re 
M crops must be cured by dry drying by natural proce ) covery, and the heat may become 
ing so they can be stored for year- year this loss amounts t yreat enough to Cause spontane 
round consumption. Crop drying per cent of the total croy r ombustion of the driet 
is as old as agriculture. Through of other crops have ous irrounding the heavi 
out history man has depended prin proportional ances. If the exce 
cipally on the weather to get these Losses occur when ( vi i o great and the 
crops dry enough so they may be high moisture content ; it into not packed too tightly into 
kept for long periods without los torage. The chain of e i aye receptaclk decay ma‘ 
of food value and without spoilage follow Molds and bacteria whi vented by natural ventilation 


| av { 


due to decay organisms. This produce decay are alway resent ing al forced cold 
the one branch of agriculture that They require moisture for gro li nt decay and heating 
has lagged far behind in the mech If this moisture is contained in th iw out even more moistu 
anization of farm processes. It ha tored material they start grow than can be handled b 
been very costly which causes oxidation of t entilatior and if cont 

’ : and produce heat l i] n enougn tn forced ent il 
W hy dry crops? accelerates the rate if gro 1 Oo eventually make the crop 


In the case of corn alone, farmer the decay organisms, which re enough to provide insurance against 


have lost between $500 million and n higher temperature yrowth of the decay organism 

$1 billion dollars each year heca ise If the moi ture ipply hol ( . An molding or dech tha 
place in the crop causes a 
making the affected portion 
for human or animal consumption 


\ll of these hazards, and the trou- 


“hay: e | y ble and effort involved in preven 


ee os 
\ Z y or 
oe Tota , tive treatment after the crop 





the toraye containers, can be 
oided by proper preliminary dry 


Load balancing Part six ing 
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Mechanical drying 

In natural drying, weather con- 
trols the curing, and man has never 
learned to control the weather. But 
during the past few years our farm 
scientists have learned to control 
crop curing without these enormous 
losses, in spite of adverse weather. 
The equipment to do this is now 


available from several sources. 
Most of this curing will be done 
on the farms where the crops are 
3, Which 


provide the best protection against 


grown. The fastest processe 
crop losses, require the movement 
of heated air through the crops in 
uitable receptacles. Less than one 
per cent of the crops in which this 
process can be profitably employed 
are now being processed in me 
chanical dryers on farm 
Mechanical crop drying is_ not 


new. For the past several years it 


has been going through the “ex 
perimental and development” stage. 
Its value has been firmly estab 
lished, It faces a period of great 
expansion during the years to 


come 


The market for LPG 

Because of the nature and loca 
tion of the operation, L. P. gas 1 
the ideal fuel for most crop drying 
installation It is the honest be 
lief of those who are familiar with 
the situation that crop drying will 

farm 
An im 


develop into the next great 
market for the use of LPG 
portant part of this fuel consump 
tion will occur during the sum- 
mer and early fall, so it will be a 
big factor in balancing the win 
ter/summer load ratio for the fuel 
dealet 

The importance of the grain dry 


ing load to LPG dealers is indicated 





TABLE |. CROPS WHICH MAY BE 
CURED BY ARTIFICIAL DRYING 


Hay Forage crops 
Ear corn Shelled corn 
Wheat Oats 

Barley Rye 

Sorghum grains Rice 

Coffee Tobacco 

Field crop seeds Soybeans 
Edible beans 


Flower seeds Peas 


Vegetable seeds 
Peanuts Flaxseed 
Hops Cranberries 
Chili peppers Garlic 

Hot Peppers 
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LOOSE EAR LOSS 








PICKER EAR LOSS 


Early harvest cuts 





field losses by as 
much as half, and 





PICKER SHELLED LOSS 





SHELLER LOSSES 


saves as much as 
10 per cent more 
grain. 

Courtesy Iowa Col- 


lege of Agriculture 
& Mechanic Arts 





TOTAL FIELD LOSSES 











18 


Corn Moisture (percent) 


supplied by Rural 
Austin, Minn., 
where the use of mechanical dry- 


by records 
Gaservice Corp., 
ing got off to an early start. In the 
fall and winter of 1954-55 they de- 
livered 124,602 gal. of propane to 
1% dryer customers. Some of these 
dryers were installed late in the 
seuson, so presumably the full 
season’s use would have required 
more fuel. 

All major manufacturers of farm 
grain dryers offer their various 
models equipped to burn LPG, and 
some offer only LPG models. One 
of the highest volume producers, 
Behlen, reports that more than 90 
per cent of the company’s output 
to date uses propane for fuel 

The number of crops which have 
been successfully cured by con 
trolled heat is 
Reports of such 


increasing every 


vear, ventures 
that have come to our attention 
cover the crops listed in Table J. 
This is in addition to the dehydra- 
tion of orchard and vineyard fruits, 
potatoes, and various other vege- 
tables, 
carried out for many years. 
of these 
where that 


processes which have been 
Some 
crops are raised every- 


agriculture is prac 


ticed. The opportunity for devel- 
oping profitable fuel loads in crop 
drying is everywhere. 


The ‘how’ of crop drying 


For prolonged storage without 
decay the moisture content of the 
crops listed that go into dry stor 
age must be reduced to a percent- 
age that will not permit the growth 
of molds or other organisms that 
produce spoilage. (In the case of 
cranberries, marketed 
fresh, the fruit must be washed, 


which are 


and then all the moisture on the 
In the 
case of the seed crops, the safe 


surface must be removed. ) 


maximum moisture content is 
Leaf 


crops and forage are brought down 


around 18 or 14 per cent. 


to moisture contents that vary with 
the several crops, but it must not 
be too low, or loss of food and other 
values will result, and shattering 
may cause loss of grade and reduc 
tion in market price. 

In the mechanized processes us- 
ing heat, the drying is accomplished 
by sending heated air through the 
crops. In the case of tobacco, this 
is accomplished through natural 
air circulation. With most other 
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crops, blowers are employed to get 
better circulation and 
ing. Corn that might require three 
weeks for curing by natural meth- 


faster dry- 


ods can be dried in three hours in 
a mechanical drier. 

Heat speeds up the drying be- 
cause heated air will absorb and 
hold more moisture than cold air. 
We might imagine its 
producing suction that 
moisture out of the 
treated. This moisture is dis- 
charged with the air as it leaves 
the drying chamber. 

As the 


the surface of the grain or 


action as 
draws the 


crops being 


moisture evaporates off 
other 
crop material it lowers the air tem 
perature, hence the portion of the 
crop first reached by the heat dries 
first 


the crop lose moisture, their rate 


As these nearby portions of 


of drying slows down, and the mov- 
heat 
until it reaches the portions of the 
crop from the heat 
progresses out 


ing air retains more of its 
farther away 
source. Drying 
through the mass of crop material 
until 


removed from the outer layers. 


sufficient moisture has been 

This describes the process in the 
mechanical which the 
heated 
The portion that 
dries first becomes somewhat over- 


dryers in 
crop is stationary but the 
air is in motion. 
dried, and the operation is stopped 
when the outer material is under- 
dried by a corresponding amount. 
In removing the crop from the 
dryer, it can be mixed, or “blended.” 
In a few days the moisture con 
tent of the crop becomes equalized 
by the natural absorption of mois- 
ture from the wetter into the drier 
material. By preventing the ab 
from the at 
then be 


kept almost indefinitely. (Corn that 


sorption of moisture 


mosphere, the crop can 
Indian 
caves in the arid Southwest 


has been found in storage 


after 


hundreds of years is still edible 


Grain intended for feeding to 
livestock may be dried at a very 
fast rate, using relatively high 
temperatures. The practical limit 


° Above this 
are lost 


in the incoming air there 


seems to be about 180 
some of the feeding value 
At 180 
is some change in the starch struc 

of feed value. For 
tarch 


advantage, so 


ture without los 
the wet milling processes the 
changes are a di 
grain processed for milling is gen 


erally dried 


with the temperature 
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control set at 130 
above 110 are 


Temperatures 
damaging to the 


seed germs, and result in reduced 


germination, so grains intended for 
dried at low 


planting are tempera- 


tures. 
Nearly all seed corn producers 
harvest during the early part of 


the season and use artificial drying, 
but less than one per cent of the 
farmers producing corn for milling 


wv feeding have drying equipment 
on their farms. We have no figures 
on the amount of grain that goes 
through commercial dryers rhe 
percentage is not high, although it 
is increasing every year 
Advantages of mechanical 
drying 


Since it is these 


before they can 


necessary for 
crops to be dried 
be stored without subsequent losses, 
the moisture content when offered 
for sale is one of the factors that 
determines the price. Let us again 
use corn as an example, and see 
what happens when the freshly 
picked crop is hauled to the grain 
buyer’s elevator to be sold 

The top price is offered for grain 
with less than 12 per cent moisture 
other 
the base figure is 


content. (In certain seed 


crops lower, in 
ome cases down to 12 per cent 
The 


scale for 


liding 
that 


price is docked on a 


moisture content 












































are highe 
content. 
this. (1) 
will 
when it 
keep. (2 
is to be fed 
be dried in 

a certain cost 

ing. Table Il] 


scale and the offered prices 


become | 
Unless 


immediately, it 


vive 











than the base moisture 
There are two reasons for 
A bushel of damp grain 
shrink to less 


than a bushel 
dry enough to 
the damp grain 


must 


some way, and there | 


involved in the dry 


the do kaye 
during 


a typical recent period in the upper 


corn belt 


If the grain is sold in the damp 


condition, the 


the elevator, and 


makes a 


The farmer can 
farm if he has the 


right on the 


necessary 


the drying profit 


drying is 


profit on 


equipment, 


done at 
the grain buyer 
this 
do this drying 


operat ion 


thus saving 
for himself. In 


hauling the dried grain to the ele 


vator, his truck or trailer bin 


then hold a higher net quantity 


yrain 


carry hi 


ewer trips are 


crop to 


of 
required to 


market, and he 





TABLE Il. 


SHELLED CORN 


GRADE. MOISTURE 
| ee 


| |14.0r LESS 
14.%0 15 "2 
15‘4-17% 


2 

3 

4 | 17'-20 
? a 


FOR EACH 


NONE. 

NONE 
In¢ 
14°24 

2-24+ 


| 20-23 















USUAL DISCOUNT 
45 To MOISTURE 


FROM PRICE OF 
NO.2GRADE CORN 


NONE 
NONE 
6¢ 
13%-16¢ 
25% 31¢ 





Chart from Doane Ag. Digest 





TABLE OF PRICE DISCOUNTS FOR MOISTURE IN 


MAXIMUM DEDUCTION] EXAMPLE. 


OF 
NET PRICE 


$1.50 

$1.50 

$1.44 
$134-1364 
$1.19-1.24'2 


; Sample- Above 23.0- No Established Standards. 
Recent 








This is effortless farming 


Courtesy Behlen Manufacturing Co 


Gravity, the tractor and a 6 volt battery do all the work. 





also sa the cost of carrying the 
of the water that he ha 


removed Thi } 


eiynt 
ometime no 
mall item-—in drying 375 bu of 
corn from 30 per cent to 15 pe 
cent moisture content, 300 gal. of 
vater are removed 

In addition to the above factors, 
there are many practical advan 
tayes for the farmer in being able 
to control the curing of his own 
crops. Let’s consider a few of the 
more important gains 

Corn has matured and developed 
all the food values that will be 


present in the seeds when it reaches 


a moisture content of 32 per cent 
on the plant. It must stand on the 
stalk for 


natural drving to take place, even 


everal weeks longer for 
in favorable weather. Throughout 
most of the Corn Belt and the 
outhern states the weather gen 
erally turns wet late in the fall, 
and this frequently makes it im 
possible to harvest all of the crop 
before winter sets in. Standing in 
the field during rainy weather, a 
certain percentage of the plants 
topple over, and this corn which 
falls to the 


picked up by the mechanical har 


ground can not be 
ster now in use. Corn borers 
are present in some of the stalks 
They 


tructure, resulting in 


and tems of eal weaken 
the plant 
dropped ears or more fallen plant 
which adds to the field losse If 
the northern harvest drags along 
into the winter, damp corn will 
freeze, and this interferes with ef 
ficient harvest even on good day 
With damp corn standing on soggy 


yround it may not be possible to 


46 


yet the harvesting machinery into 
the field 


is deteriorating and losing value 


In the meantime the corn 
either as feed or for marketing. 
If the farmer has his own crop 
dryer, he can start harvesting as 
oon as the corn reaches 82° per 
cent moisture content. This has 
many advantages. It enables him 
to start harvesting earlier in the 
eason, When the weather hazards 
are not so great, and before the 
dropping of ears and falling of 
plants puts part of the crop where 
it can not be harvested mechan 
ically. If he uses a_ picker-sheller 
machine or one of the new grain 
combine attachments that picks and 
hells corn, his field losses from 
Both 
machines work better and are sub- 


hattering are less. these 
ject to less rapid wear-out if used 
while the corn is still moist and 
the stalks not yet dried out. 

The early start at harvesting 
has the effect of prolonging the 
harvest season, so less field equip- 
ment is required to bring in the 
crop in good season. The early be- 
vinninge of harvest enables the 
farmer who also feeds stock to 
still-green 
talks and convert them into stover 


recover some of the 


ilage, which has good supple- 


mental feed value Farmers in 
suitable locations are also plowing 
and planting rye for spring pas 
following this 


ture, immediately 


early harvest. They get good root 
growth during the fall, and the rye 
forms a strong sod which permits 
use as pasture before the other 
tvpes of pasturage can be used in 


the spring 


Picking and drying methods 


Drying of corn can be done either 
on the cob or after shelling. Shell- 
ing in the field has many advan- 
tages. There is less weight to han- 
dle after the corn is off the cob, 
and bulk handling is easier. If 
stored on the cob, the cobs must 
also be dried, which increases the 
cost of drying. Cost of tight steel 
storage bins for shelled corn is 
only about two-thirds as much as 
slatted crib storage for ear corn, 
and the maintenance cost is much 
less. 

Corn that is to be fed on the 
farm is frequently stored on the 
cob because part of the farmer’s 
feeding program 
roughage that is available in the 
cobs. In this 


requires the 


practice, the ear 
corn is fed directly into a feed 
grinder, and it is all ground to- 
gether, which saves the cost of 
shelling, but adds whatever cost 
may be involved in drying the 
cobs. 

It is. advantageous to dry the 
ear corn artificially, as this pro 
vides insurance against the mold 
ing of cobs that frequently takes 
place due to wetting in the field 
or due to moisture if placed in 

without being 
Corn that goes to market 
shelled. The most 
economical overall operation is ob- 
tained when the corn is_ shelled 


storage properly 
dried. 


must first be 


during harvesting. 

Modern corn harvesting ma- 
chines, the picker-sheller and the 
corn picking and shelling attach- 
ment for the grain combine, pick 
and shell in one operation. Only 
the shelled grain is hauled out of 
the field, which results in a con- 
siderable saving of harvesting ex- 
pense. Grain that is stored on the 
ear and marketed later requires an 
extra operation for shelling before 
being taken to the elevator. Be- 
cause of poor air circulation in 
shelled grain, it is necessary to 
have the moisture content properly 
reduced before the grain is stored 
Field shelling machinery is gen 
erally impractical unless an arti 
ficial dryer is available to put the 
grain in proper storage condition 
as soon as it is harvested. The 
farmer’s need to reduce production 
costs makes the field shelling equip- 
ment necessary. Unless the weather 
is perfect, a great deal of this ad 
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vantage will be lost iniess 


are enough dryers around to take 


care of the crop after it is ha 


vested, 


Economics of storage 

While a great many farmers wil 
prefer to continue storing in thel 
old woode n 


them and do not wish at this time 


‘ 


o replace them, there are many of 


these “rat factorie which are now 
in the high maintenance state, and 
should be replaced Here l ome 


thing for this group of prospect 
to consider seriously 
house eat 


A new building to 


corn 1s more expensive, rapidly be 
coming obsolete in relation to mod 
ern harvesting machinery, and un 
less the farmer can put up the cost, 


he must build it on money bor 
rowed from a bank or private lend 
ing institution. The building be 
comes a part of the property, 1 
covered by the mortgage and may 
not be removed 

Steel storage bins are not in the 
ame category. They are considered 
as separate from the real estate 
Government loans are available on 
very favorable terms to cover 80 
per cent of the cost of buying and 
that qualify as 


storage facilities approved to hold 


erecting steel bin 
corn under the support program 
The farmer has four years to pay 
back the loan, and he can get any 
year’s payment deferred for suffi 
cient cause. He needs a dryer to 
go with the approved bins. Thi 
can also be bought under a gov 


ernment loan, with 25 per cent 
down payment and the balance to 
be paid off in three years. All of 
this equipment may be sold and 
removed from the property if the 
farmer decides later to change his 
crop program and stop producing 


grain 


Advantages of early marketing 

In the harvesting of wheat, bar- 
ley, oats, and rye, there are also 
advantages in starting the harvest 
early. First, it eliminates a portion 
such as 


of the weather hazards 


lodging and the wetting of mature 
Field 


losses due to shattering are reduced 


grain while still on the stalk 


if the grain can be cut before it 
becomes field-dry 
Losses 


and _ field 


caused by bird rodent 


+ 


insects are reduced by 
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there 


cribs because they have 


early harvesting. Early cutting and 


controlled drying frequently — re 
sult in superior grades which bring 
VOnNUS prices, 


No farmey 


tnese crops should overlook ne ¢ 


producing any 


fect of early harvest, or of safe 
torage, on the price that his crop 
Drings as the resuit of the marke 
cycle. Grain that is ready for mat 


ket a month or three week auneut 
f 


of the regular harvest season will 


frequently bring several cen 


per bushel than that which is of 


fered ut the peak of the harvest 
There is always a de 
market 


the season when most of the 1 


eason 
pressed coinciding wit 
irally cured grain gos to marke 


i) it the price pick ip tater in the 


Karly marketing requires a dryer, 


; 


and delayed marketing require 


properly dried grain and safe ston 
age facilitie The farmer who } 

both can almost alway earn a muel 
better return on his capital and 
labor than the man who depends on 
the weather and mu 


“a oon as it come out of the field 


To buy or not to buy 


Some studies have been made t 
determine the “break point iy 
acreage above which a corn farme 
should own a dryet The result 


vary greatly with location and 


weather condition It is generally 
conceded that in the Corn Belt and 


in other humid areas any farme) 


Ne Vinge REE ae 
Ae Taso 2s 
wn NO thy re 


» 





lf one dryer is not fast enough, use two 


propane tank 


They can both be 














than 100 acre 


Vno grows more 


hould have his own dryer. Othe 
tudies would seem to justify own 
ership of small dryers for as little 
is 30 aere in the northern Corn 


Belt 


Since the capacity of a full VA 
farm dryer will take care of acre 
ue ibove these figure neighbor 
ny tarme have frequently gone 
n together on the purchase of a 


I thei 


dryer big enough to handle 
ombined ¢ rop Thu uta fraction 
f the investment, each farmer in 


the group has the full benefit that 


comes from artificial drying of hi 
crop. Custom drying is also be 
coming prevalent in small farm 
area 

While it is ordinarily considered 


that the main advantage of hay 
ing a dryer are limited to the brief 
harvesting eason, and that the 
fuel load for the LPG dealer co 
with that season, this i 
the case. Corn that ha 


tanding in the field over the 


incide 
not alway 
peen 


vinter vith the resultant 


veathe 







) American Crop Drying Equipment ¢ 


supplied from the same 





damage, can frequently be sal- 
vaged and up-graded by putting it 
through a dryer as it comes from 
the field 


cases in which corn or other grains 


Likewise, there are many 


have undergone 

This i 
torage of ear corn that has 
not been properly dried before be 


some damage in 
lorage quite likely to oc- 


cur in 


ing placed in the bin, or in which 
proper forced ventilation has not 
been supplied 


the result 


when needed, with 
that the cobs have 
molded. We have had reports of 
in which the 
shelled and put 
through the dryer, and the market 


value has 


everal of these case 


corn ha been 


been increased up to 50 


cents per bushel. Farmers owning 
driers are frequently able to get 
uch work on a custom basis from 
neighbors who are not so fortunate. 
It may happen almost any time 
during the winter or 
The fuel cost for drying corn 
depends largely on the 


content 


spring. 


moisture 
In a batch bin type dryer, 
uch as is widely used by farmers, 
an average cost per bushel is gen 
erally close to 214 cent To thi 
must be added the cost of provid- 
ing power for the blower and the 
conveyors. Total drying costs of 


early harvested grain, including 
fuel, power, labor, interest, depre 
ciation and insurance are likely to 


approximate the following scale: 


Bushels Cost per bushel 
»,000 $.125 
10,000 O85 
0 O00 06 
10,000 O45 


In making his analysis to deter 
mine whether or not he should buy 
a dryer, the farmer should balance 
the probable cost out against all 
his probable advantages, including 
lower harvesting cost, lower field 
losses, differences in market price 
due to improved grading and more 
favorable selling season, storage 
costs, possibility of planting winter 
, and all the 
other factors that affect his indi 


vidual problem 


wheat or pasture crop 


rom these calculations it is not 
difficult to establish the minimum 
advantages that will apply under 


favorable weather conditions. An 


average of at least one year in 


three will develop unfavorable 


weather conditions, during which 
prevention of partial crop losses 
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will result in greatly increased 


returns for farmers who have 


dryers available. And every so 


often there is a year with weather 
conditions so bad that only the 
farmers having controlled drying 


facilities can salvage enough of 


their crop to pay expenses. The 
saving that a dryer will make in 
such a year will frequently pay 
back more than its cost in a single 
eason, 

In this connection, the following 
is quoted from lowa Farm Science, 
(published by 
lowa State College of Agriculture 
& Mechanic Arts, Ames, 


‘Benefits from mechanical drying 
vary greatly with weather and har 
vesting conditions. The returns 
come mainly from: (1) increasing 
the amount of corn that you have 
to sell by reducing harvesting and 
torage losses and (2) getting a 
better price for the corn you sell 
by more timely marketing and/or 
by raising the market grade of the 
corn 

“Field losses from lodging and 
dropped ears increase with a con 
ventional corn picker as corn dries 
in the field. And field losses with a 
picker-sheller increase as the mois 
ture content goes down. Mechanical 
drying reduces these losses by mak 
ing harvest practical at a higher 
moisture level. 

“Lo reduction through earlier 
harvesting may be only 1 to 2 
bushels per acre in normal years 
But it may be much greater—15 to 
20 bushels or more—during ex 
tremely dry falls or when heavy 
corn borer damage has weakened 
the corn. 

“Mechanical drying reduces stor- 
ave losses but little if the corn is 
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fully matured and can be dried 
thoroughly in the field before har- 
vest. But during wet corn years, 
mechanical drying is about the only 
way to make safe storage possible 
or to avoid heavy price discount 
for high moisture.” 


An increasing number of Corn 
Belt farmers have turned to the 
production of grain sorghums on 
the land that they can no longer 
plant to corn under the price sup- 
port program. Milo undergoes heavy 
damage if it has to stand in the 
field during prolonged wet weather. 
The heavy, dense heads absorb a 
great deal of water, and the ripe 
grain will mold while standing on 
the stalk. 

These grains must be harvested 
early if heavy field losses are to be 
avoided. They can only be stored 
in bulk bins and because of their 
small size it is very difficult for ade 
quate drying to take place unless it 
is done by artificial means before 
placing in storage. 


What equipment is available? 
In these and many other crops, 
mechanical drying is one of the 
better 
That 
realization is 
that the number of manufacturers 


forms of crop. insurance. 
farmers are coming to this 


evidenced by the fact 


of crop drying equipment is  in- 
creasing steadily, and their output 
was twice as great in 1956 as in 
the previous year. 


Equipment is available in a wide 


tia, 


Courtesy Behlen Manufacturing Co 


Modern batch-bin dryers are readily portable—can be taken from one location to another 


for custom work or to cut down time for hauling grain. 
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variety of sizes and types, from 
small single-farm units capable of 
handling the crop from a_ few 
acres, up to the big specially engi- 
neered units used by the large ele- 
vator operators who dry hundreds 
of thousands of bushels each yeat 

For the 


the most interest 


average L. P. gas dealer, 
ing dryers are the 
farm units that are now used in 


his local trade territory, or that 
may be purchased during the com 
ing vears by his customers and local 
prospects. The urgent need of these 
farme! for more complete mech 
anization of their harvesting opet 
ations Is increasing the demand fo1 
mechanized dryers to use in com 
bination with the more efficient 
new harvesting machines 

Many of the farm dryers now in 
production operate on the station 
ary batch principle, as described 
above. But more uniform drying 
can be accomplished by circulating 
the crop as well as the heated air. 


This is 


and many 


practical in grain drying, 
of the large commercial 
dryers are of the circulating type 
Circulating dryers for farm use 
are also available. They are some 
What more complicated than the 
batch 


more parts to wear it is likely that 


stationars type, and with 
maintenance costs will eventually 
be higher Manufacturers’ opin- 
ions differ as to whether the ad- 
vantages offset the extra cost. 
Those 


producing the circulating 


type claim faster drying with less 
‘at. The LPG industry need not 
concerned with these technical 
ies—the important point is that 
both types provide very desirable 
markets for fuel, and they are 
ing sold in rapidly increasing 


He! 


Dryer operation 

In the typical farm size mechan 
al grain dryer with which this 
article is principally concerned, 
batch of moist grain is put into 
the drying chamber, generally by 
means of some kind of mechani 
With the chamber full, 


heated air starts blowing through 


elevator. 
the grain, the rate of air input 
varying with the size of the dryer 
and the ideas of its Rates 


as high as 30,000 cfm are being 


designer 
ised to carry as much as five mil 
lion Btu/hr 
chamber. 


through the drying 
This represents a large fuel load 
up to 60 gal/hr. In 
there must be 


addition, 
power to drive the 
fan. This is sometimes provided by 
an electric motor, but increasingly 
the blower power is provided by a 
connected to the fan 
This 
is a part-load for the tractor, as 
the horsepower requirement is low, 


tractor 
through the power take-off 


but if the tractor happens to be 
L.PG-equipped, it makes a moderate 
addition to the gas load. The ele 


tric motor or tractor 1 


Courteay American Crop Drying Equipn 


Large economy size dryers serve commercial 


tricity drives the blower and conveyors 
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grain elevators—burn propane 


loading and 
which in m 

augur type c 

ing proceed until 
dual moisture is down to 


level. This 1 


electric moisture testers, or 


determined 
by judgment of the operator, 

ed on experience A good opera 
or can tell quite accurately when 
the batch has reached the correct 
dryness by its appearance and by 


cri king a Tew 


uch simple tests a 


of the grains 

A more recent development which 
may have considerable value in 
batch without the high 
cost of the electric tester is a ther 
mometer inserted into the outside 


drying 


layer of the grain. As 
stated, the 


grain chills the air due to the evap 


previously 
rapid drying of the 
oration. The air moving through 
the outside layers in the chamber 
is therefore cool until the rapid 
drying zone passes out to that po 
ition. When the heated air reache 
light 
degree of cooling, it indicates that 


the thermometer with only a 
drying has proceeded to that area, 
time to turn off the heat 


The trend toward labor 


and it is 
4aAVINE 
through automation is showing up 
in some of these dryers. In addition 
to complete mechanization of load 
ing and unloading operations, some 
of the dryet 


switches and automatic con 


are equipped with se 
quence 
trols which make it possible for 
the farmer to start the complete 
automatic loading, drying, cooling, 
and unloading cycle by pressing 
one switch. After the fan builds up 
a certain pressure, the burner 
tarts automaticall The heat in 
put is controlled thermostaticall 
according to a dial setting. An auto 
device controlled by the moi 
ture content of the outer layer of 
grain shuts off the burner when 
drving complete, but the fan 
keep ni ong enough to cool 


the loa 
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With these drying cycle controls, 
there are complete automath 
controls that shut off the 


operation and close the fuel valve 


safety 


entire 


if any one of a number of things 
happen that might cause the opera- 


tion to vo wrong 


Selling LVPG dryers 
The crop dryer offers an excel 
lent mean 


to yet L. P. gas on many 


farms that are now all-electric as 
far as domestic and farm appliance 
concerned, With LPG estab- 


fuel for the dryer, there is 


uses | 
lished a 
a better chance to change the trac 
tors and other farm engines over 
to propane. The same tank can be 
used for all of thi 


this will help to reduce a major 


equipment, and 
ales resistance that now makes 
farm power fuel sales more difficult. 

The article on the 
page 
analysis of the type 


following 


vives a rather thorough 
of equipment 
and methods of drying now in use, 
There are now many farm equip- 
ment dealers who have agencies for 
makes of dryers. L. P 


the variou , 
the most widely used fuel 


ya | 
in these outfits. Probably your local 
farm equipment dealer who has 
uch an agency would be glad to 
LPG 


promotion pro 


team up with a_ live-wire 
dealer on a sale 
yram 

As is the case with most new de 
velopments, the most effective way 
With a 


trailer 


to sell is to demonstrate 
dryer and a 
mounted LPG 


ready to conduct 


portable 
tank, the team is 
demonstration 
wherever the 


likely to be 


opportunity eem 
profitable. The most 
effective demonstration is the dry 
ing of grain harvested early in the 
eason and with relatively high 
content At thi 
are beginning to be con 
their 


those who depend on natural dry 


moisture time 
farmers 
cerned about harvest, but 
ing will not yet be busy with their 
They 


¢clination to look into something 


crop have time and the in 
that may offer a means of having 
more grain to sell at higher profit 
Under these conditions, the dem 
onstration can become a real “field 
day.” It takes advance preparations 
and publicity, but a little work of 
big dividend And 
limited to the 
areas where LPG sells at a low 
price. We have the following report 


this kind pay 


the market is not 
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Milton 
GAS, Middletown, Del., covering a 


from Levinson, Schagrin- 
very successful demonstration con- 
ducted in the territory served by 
that company: 

“L. P. gas grain dryers have 
been slow gaining popularity here 
in the Fast because of the higher 
prices L. P. gas brings. L. P. gas 
is a premium fuel compared to No. 
2 fuel oil. At present writing, L. P. 
gus can be sold from 16.5 to 18 
cents per gal. in bulk. The competi- 
tive No. 2 fuel oil is 14.8 cents 
per gal. This means L. P. gas must 
be sold on its merits of quick, clean 
heat, 


over oil, and service on the gas con- 


simplicity of gas controls 
trols by the local L. P. gas com- 
pany that sells the propane. 

“The distributors of the Habco 
grain dryers recently held the first 
live demonstration of L. P. gas 
grain dryers ever staged in this 
area. A team was made up of the 
distributors’ representatives, the 
local equipment dealer and _ local 
L.. P. gas dealer. The planned dem- 
onstration was publicized in = ad- 
vance with newspaper advertise- 
ments, post cards and phone calls 
to the progressive farmers in the 
area 

“Arrangements were made in ad- 
vance to have a local farmer bring 
in enough shelled corn with high 
moisture content to load the ma- 
chine. The local L. P. gas dealer, 
SchargrinGAS Co., of Middletown, 
Del., installed a 500 gal. tank at 


the location, still mounted on the 
trailer. 

“The demonstration ran for sev- 
eral days and drew farmers from 
far and wide, Interest was great 
and all of the representatives were 
kept busy answering questions on 
all phases of the operation. 

“The local L. P. gas dealer had a 
salesman on the job who explained 
how he fitted into the picture and 
gave prices on installation and cost 
of gas. 

“The Habco dryer was a portable 
machine with power supplied by a 
power takeoff on the tractor. A load 
was 400 bu of shelled corn, that 
could be dried from 30 per cent 
moisture content to 15.5 per cent in 
three hours. 

“The local 


held too late in the year to make 


demonstration was 


many immediate sales, although 
one was made on the spot. The lo- 
cal equipment dealer has many hot 
leads that will result in many more 
LPG dryers being installed.” 

The sale of mechanical crop dry- 
ers has practically doubled during 
the past year, with several new 
manufacturers coming into the 
market and others doing develop- 
mental work. Without question this 
growth will continue at a faster 
rate. LPG is by long odds the fa- 
vored fuel. The business is there 
for the L. P. gas dealers who will 
interest the farmers in their terri 
tory in this great improvement in 
mechanized farming a 





Types and applications 


of crop drying equipment 


By MERLIN CHAPIN - 


VHNHERE is a large variety of 
j drying equipment available to 
the farmer for all types of crops 
and farm products. The variety is 


ufficiently large to permit the 
farmer to select the unit to suit 
hi preference as well as_ his 
pron ket book 

The systems that are employed 


depend to a great extent on the 


Habco Manufacturing Co. 


type of operation that the user 
wishes to employ, the size of his 
operation and the crops he wishes 


to dry. 


Unheated fan 

For drying crops with minimum 
investment in equipment, the un- 
heated air fan is a satisfactory unit 
for the farmer on small acreage, 
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.. contidence 


Confidence in a supplier is the result of good past 
performance. The contract customers of Sid Richard- 


son Gasoline Co. have confidence in us because — 
We have an outstanding delivery performance of top 
quality products; 


Prices, even on contract product, have been voluntarily 
adjusted to meet competitive conditions; 


We are not a competitor—we have no company-owned 
or controlled wholesale or retail outlets competing with 
our customers for product or co-operation. 


Let us prove we can merit your confidence. 


Std Richardson 


GASOLINE CO. 
629 FORT WORTH CLUB BUILDING + FORT WORTH, TEXAS 


REGIONAL REPRESENTATIVES 


WH. M. JONES MARVIN L. DOSS WL. SCHMIODLEY WILLIAM T CARL 
5123 WO. NEW JERSEY 3310 SYCAMORE 865 ST PAUL AVE 3105 OEWEY 
INDIANAPOLIS, INDIANA MIDLAND, TEXAS ST. PAUL, MINNESOTA OMAHA MEBRASKA 
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particularly if he wishes primarily 
to dry ha Hay drying is done 
during the ummer months where 
conditions of temperature and hu 
midity are favorable for drying 
Unheated air drying is also suec- 
cessfully used on other crops, par 
ticularly ear corn and small grains 
Most small grains are dried dur 
ing the summer months while ear 
corn is dried in the fall of the year, 
when conditions may not be as 
The cost of 
an unheated air fan complete with 


from $600 to $1000. 


favorable for drying 


motor varies 

Typical fan sizes for unheated 
alr units range from 36 to 48 in. 
for hay drying, while some fans 
used for grain drying are as small 
as 12 in. depending upon the size 
of installation. The fan is placed 
in a housing or an orifice and the 
mounted at the head of a 


duct system. 


unit } 


Most unheated air fans are pow- 
ered by electric motors ranging in 


ize from 1 to 10 hp. The 5 hp and 


ry 


7.5 hp motors are the most com 
mon sizes used, Most farm installa 
tions require the use of single phase 
motor hence the maximum size 
permitted on most farms is 7.5 hp. 

Kor installations that require 
more air than can be furnished by 
one motor there are several alter 
native One is to employ two 
eparate units, a second is to use 
either a stationary engine or the 
tractor for power. On farms not 
furnished with electric power, the 
alternative is either the tractor or 
the vas engine 
Heated air 

If drying is to take place in 
areas of unfavorable conditions or 
where the farmer wishes to do 
faster drying or where the time of 
the year is too cold, heated air 1s 
the alternative. The advantages of 
heated air are a much faster dry 


ing rate, independence of weather 
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conditions, and control of the dry- 
ng period. Heated air has the dis- 
advantage of added fuel costs and 
the possibility of fire. 

Heated air dryers vary in price 
from $1800 to $2000. The units 
are portable so can be used on 
various installations. The dryers 
consist of a fan, generally 36 or 
12 in. in diameter, powered by an 
electric motor, gasoline engine or 
PTO. In addition a 
coupled with the 


by tractor 
heating unit is 
fan. 

The heating units are of two 
types, direct fired and_ indirect 
fired. The direct fired burner or 
heater passes the products of com- 
bustion directly into the drying air 
Such a burner generally 
does not employ a heat exchanger. 


tream 


The direct fired burner has the 
advantage of being more efficient 
and is capable of delivering larger 
quantities of heat to the air 
stream. Direct fired dryers that 
burn oil have the tendency to pass 
oot and odors into the air stream. 

The indirect fired burner has a 
heat exchanger similar to that used 
on a household furnace. The prod- 
ucts of combustion do not pass into 
the air stream, rather they pass 
smokestack. The heat is 
transferred to the air stream by 


out a 


blowing the air over the heat ex- 
changer, where the heat is picked 
up by the air and carried into the 
distribution system. The indirect 
fired dryer has the advantage of 
providing a clean supply of heat 
regardless of the type of fuel used. 
Since no sparks can pass into the 
air stream, the indirect fired dryer 
is safe to use on crops that are 
easily ignited, notably hay. The 
indirect dryer has a disadvantage 
in that it is limited in heat out- 
put, due to physical limitations of 
the size of the heat exchanger. 


Heating fuels 

The two most common types of 
fuel used are fuel oil and L.P. 
yas. L.P. gas has the advantage 
of being clean, leaving no apparent 
residue and is commonly used in 
direct fired dryers. Fuel oil is used 
n some types of direct fired dry- 
ers, but is more commonly used in 
indirect fired dryers employing heat 
exchangers. 

All heated air dryers are pro- 
vided with controls for safety and 


regulation of the drying air tem- 
perature. Controls consist of de- 
vices to shut off the supply of fuel 
in case of flame failure; a cutout 
in the event the power fails or if 
powered by a gasoline engine, a 
shutoff; a thermostat to 
regulate the temperature of the 
air and to provide a high tempera- 


safety 


ture cutoff. Some makes of dryers 
even provide for automatic restart- 
ing in event of flame failure. 
Power for controls is furnished 
Units that 
use electric motors to drive the 
fan also use the same hookup to 
furnish for the controls. 
Units powered by engines may 
have the controls operated by the 


in a variety of ways. 


power 


engine battery, or by a separate 
generator or even from a separate 
power source. 


Types of dryers 

As the drying industry pro- 
gressed, new methods were em- 
ployed to dry grain. One of the 
first was the development of a 
batch bin to obtain faster drying 
of grain. The dryer was connected 
to the batch bin by a canvas duct 
or by mounting the dryer on a 
stand and connecting it directly to 
the bin. These employed 
heated air dryers either direct or 
indirect fired. 


units 


The bins were constructed so 
that the grain was placed around 
a central duct. The central duct as 
well as the outside walls of the 
bins were perforated to permit air 
to pass. Air is forced into the cen- 
tral duct where it passes through 
the grain, where the drying takes 
place. The purpose of using a batch 
bin was to reduce the depth of 
grain that the air must pass 
through, which meant less load on 
the fan and a much faster drying 
rate as compared to drying grain 
in bins. 


Installations of this type 


are available on the market today 
and such may be suitable for the 
smaller farmer. Prices of these 
units, dryer and batch bin combi- 
nation, is around $3000. 

Further refinements led to sys- 
tems where the grain was moved 
during the drying period instead 
of remaining stationary. The con- 
tinuous flow or the single pass 
dryers are examples of this sys- 
tem. These dryers usually have an 
upper chamber where the drying 
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NEW FROM EMPIRE! 
NOISELESS 
OPERATION 


| 
me 
Pies) Vile 
TEMPERATURE 
CONTROLS 


COUNTER FLOW a 


ACTION! P , 


BURNER DESIGN 
SAVES FUEL! 


IMPROVED 


TUBULAR TYPE 
COMBUSTION 
CHAMBER 

















BEAUTIFUL 
MODERN SPACE 
SAVING DESIGN 





SEPARATE OPENING 
DRAFT DIVERTER 


SIMPLE ONE-MAN 
INSTALLATION 


DUAL MODEL 
HEATS TWO ROOMS 


GAS AUTOMATIC FORCED AIR WALL RECESSED HEATER 


Sensational selling feature—and only Empire has it! Amazing new Counter 
Flow Action draws in cool air near the ceiling, delivers warm air near the 
baseboard. Counter Flow Action gives terrific fuel savings—guarantees com 
plete comfort, from carpet to ceiling, and from wall to wall. All the advan 
tages of costly central heating and at a much lower cost! 


Cash in on this tremendous sales potential! Counter Flow Action | 
your key to get a big share of the profitable home heater market. This high 
turnover unit fills a fast-growing demand for complete home heating, or for 
use in recreation rooms, motels, attic bedrooms, breezeways, and other 
hard-to-heat rooms. Use more than one unit to obtain near-perfect zone 
heat control. And don’t forget the terrific replacement market! 


MAKE A GOOD PROFIT—AND KEEP IT! Compare installation costs 
service costs selling costs. Comparison will prove that Empire is the 

most profitable line in the industry! Empire costs less to install, less to 

service, less to sell. Empire dealers make a good profit-- and keep it! 


ACT NOW! GET COMPLETE DETAILS! Contact your Empire sales 
representative get all the facts about this sensational Wall Recessed 
Heater' Find out how profitable it can really be to sell kmpire—the most 
complete line in the industry. Find out, too, how Empire’s new C. P. Plan 
can mean more profit for you! 


HORIZONTAL FURNACES 


COUNTER FLOW FURNACES CIRCULATOR HEATERS 


STOVE COMPANY 


Belleville ¢« Illinois 


UP-FLOW FURNACES 


WALL RECESSED HEATERS 
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air is forced through the grain to 
dry it as it flows down by gravity 
The bottom portion of the drying 
chamber is equipped only with a 
fan which forces cold air through 
the grain, thus cooling it 

One disadvantage of this system 
is that it requires more than one 
pass if the 
excessively wet 


vrain being dried i 
Also units of this 
type are quite large and are used 
primarily by elevators. 

Another 
of farm ty dryers is the high 


step in the development 


capacity dryer. This unit is direct 
fired, burns L.P. gas or natural 
yas, and is capable of releasing up 
to 4 million Btu’s per hour. How 
ever, the amount of air 
to match thi 


of heat wa 


required 
tremendous amount 


beyond the power 


| 
p L 
i it 


al 
| dati 
hahah 





Kahataly 
Vistaltaly 
Walwital 
Ne \al Mal 





‘ rtesy Campbell Dry ( 

Tower type batch dryer designed for heavy 
use in commerc ial elevators and big feed 
lots. Heated air goes in through one set 


of channels, out another 
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capabilities of the maximum size 


ingle phase motor that could be 
used on most farms. As a result, 
the tractor PTO drive has become 
very popular. This high capacity 
dryer was combined with a batch 
bin and the combination became an 
Additional 


added to 


integral unit. equip- 


ment was convey the 
yrain in and out of the bin. The 
entire unit was portable, and the 
fan and controls operated by the 
tractor. This unit is available on 
the market today from. several 
ource 

Even though the dryer and bin 
had been integrated into a single, 
highly portable unit, the drying 
principle involved was the same a 
that of the first batch bin with 
the portable dryer hooked to it with 
a canvas duct. 

Air, in passing through a sta 
dried the 


yrain adjacent to the air column 


tionary mass of grain, 


before drying the next layer of 


yrain. As each successive layer of 
grain was dried, the previous lay- 
er, if exposed long enough, became 
too dry. To minimize overdrying 
of the first layer, the last layer 
was not dried to a safe moisture 
content and the grain was blended. 
The average moisture content fig- 
ure was used as the moisture con- 
tent of the grain. This limits the 
thickness of the layer of grain to 
about 18 in., as attempts to exceed 
this have caused the wetter grain 
to spoil in storage. 

To eliminate this problem, the 
principle used by the single pass 
or continuous flow dryer was util- 
ized, but modified for use in a farm 
ize dryer. The idea was to move 
and mix the 


grain as it is being 


“successive 


batch 
Recirculation is the name 


dried to break up the 
layer” effect of stationary 
drying. 
applied to the moving and mixing 
of the grain during the 
process. The dryer is 


drving 
capable of 
drying high moisture grain uni- 
formly, because it does not dry the 
grain in a single pass but in multi- 
ple passes. 

The recirculating type of dryer 
is considerably more efficient then 


the stationary batch type of dryer 


for two reasons. The first reason 
is that due to recirculating the 
grain, overdrying of some of the 
grain is not necessary, with the re- 
sult, fuel and time are not wasted 


to overdry the grain adjacent to 
the air chamber while attempting 
to dry the grain adjacent to the 
all of the bin. The second 
discovered during the de- 
velopment of the dryer, was that 


outside w 


reason, 


moving the grain prevents it from 
packing with the result that less 
force is required to move the air 
through the grain. The power re- 
quirements on the fan can be re- 
duced and still maintain the same 
volume of air being moved through 
the grain. 

The recirculating dryer is an in- 
tegral portable unit. It is powered 
either by a tractor or by electric 
Electric 
primarily with 


motors. motors are used 
installa- 


tions where three phase power is 


elevator 
available. The unit contains its 
own grain conveying equipment. 
A swing hopper is provided for un- 
loading wagons and trucks and a 
pout is provided on the elevator 
for unloading the’ grain into 
wagons and trucks. 


Buying a dryer 

An important consideration when 
purchasing a drying unit is the 
capacity of the unit. New harvest- 
ing machines, such as the picker 
sheller and the corn combine are 
making their advent upon the mar- 
ket. These machines are capable 
as much as 2000 bu 
of grain per day. To complement 
the harvesting machine would re- 
quire a dryer with sufficient ca 
pacity to handle the capacity of the 
picker-sheller or the corn combine. 

It should be noted that the in- 
tegral drying units do not require 
an additional investment in exter 
nal duct systems and drying and 
holding bins. The portable heated 
air dryers and the unheated air 
fans require additional equipment 
to complete the drying system. For 
example, hay drying installations 
require duct systems to distribute 
the air evenly throughout the hay 
in mow drying setups. Several 
manufacturers offer ducts, but for 
the most part, the farmer con- 


of harvesting 


structs the duct system to match 
his existing facilities. 

Hay is also dried on wagons or 
on a batch dryer. In either case, 
additional construction is required. 
The wagons must be provided with 
a perforated floor with a duct sys- 
tem underneath, or the wagon box 


BUTANE-PROPANE News 








PREST-O-LITE Cylinders 


give you built-in corrosion resistance 


Unless the LP-Gas cylinders you buy are constructed from the 
start to resist Corrosion, you re wasting your evlinder dollars 

cutting your profits. Pres?-O-Lire Cylinders for LP-Gas are 
built from the ground up to fight corrosion from weather and 


The spud flange on Prest-O-Live Cylinders is continuously 
welded, leaving no crevices for moisture, dirt, or acids to col 
lect in, and start corrosion. 

Electrostatic painting, first with zine oxide primer then with 
special-formula aluminum enamel, gives a tough, water 


shedding “skin” to every Prest-O-Livre Cylinder. There are 
PREST-O-LITE 100-LB 


no pores or crevices to harbor dampness or dirt. Infra-red 
LP-GAS CYLINDER 


drying assures hardness and scratch resistance. 


The thick steel footring on Prest-O-Live Cylinders has am 
ple vents to release water and vapor. The cylinder bottom 


and footring are protected by an asphalt-base undercoating 


For extra corrosion resistance... plus high strength with light 
weight... all at no higher cost—buy Presv-O-Lire Cylinders 
for LP-Gas. LINDE COMPANY, Division of Union Carbide Cor 
poration, 30 East 42nd Street, New York 17, N. Y. Offices in 
other principal cities. In Canada; Linde Company, Division of 


Lt nion Carbide Canada Limited. 


The terms “Linde Pret-O)-Lite snd “lt nien Carbide” are registered trade-mark tion de Corporation, 
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can be modified by placing a fals 
perforated floor in the box. ‘This 
etup can be used for drying baled 
and chopped hay, ear corn and 
mall grain 

Another batch system for dry- 
ing hay consists of a false per- 
forated floor set on the ground 
The hay is loaded on the perforated 
blown in underneath 
the floor and is 


floor, air 1s 
forced up through 
the hay. The average heated air 
dryer with heat output of 1 mil- 
lion Btu’s per hour can easily 
handle 10 tons of hay in 12 to 18 
hours on a batch system with a 
floor area of 600 sq ft. The same 
dryer will handle approximately 
the same tonnage if 4 wagons, size 
8 by 16 ft, are used at once. Hay 
drying with unheated air fans are 
primarily mow drying systems. 
Corn drying 
Kar corn is dried in 
cribs and either unheated air fan 


usually 


or heated air dryers are used on 
uch installations. The erib- or 
torage building must be adapted 
for a dryer either by providing 
ducts for air distribution or by 
blocking part of the crib walls to 
force the air through the ear corn. 
As previously stated, shelled corn 
dried in the fall of the 


year during a season which is not 


must be 


o favorable for unheated air dry 
ing. Consequently, the drying rate 
may be very slow and in some areas 
it is almost impossible to lower the 
moisture content to that of a safe 
torage level for shelled corn. 
With heated air, the drying rate 
is about the duration of one week 


and the corn can be dried to a 


afe moisture storage content for 
helled corn—13 per cent. This is 
important, particularly if the farm- 
er wishes to shell his ear corn in 
the fall of the year or winter and 
place it on the market. 


Dryer controls 

No additional facilities are re- 
quired by the farmer for the ser- 
vice and maintenance of dryers and 
drying equipment. The controls are 
readily understood by local elec- 
tricians, and the other parts of the 
dryers are purely mechanical. Most 
farmers, when they learn the oper- 
ation of the controls and of the 
mechanical parts of the machine, 
are capable of doing most of their 
own troubleshooting. 

Because of the newness of the 
dryers on the market, there is little 
known about the type of controls 
employed and consequently much 
misunderstanding has taken place 
regarding the complexity of the 
controls. Actually, the controls are 
simpler than the ignition system 
on the average automobile. The 
controls for the most part are iden- 
tical to those used on the house- 
hold furnace and a competent fur- 
nace repairman will readily under- 
tand the type of controls used on 
the dryers. 

Like any other line of equipment, 
it is necessary for the dealer to 
stock an inventory of parts for 
dryers. Having the necessary re- 
pair parts on hand facilitates the 
repair of the dryer and sometimes 
the repair of a dryer is quite criti- 
cal, particularly when a farmer has 
a batch of wet hay in his mow. 





Users report on 
mechanical crop dryers 


VVERY prospective purchaser of 
‘4 au new piece of equipment is 
entitled to know what experience 


has been had by other users. The 
more the unit costs, the more im- 
portant it becomes for the sales 
man to be able to show him that he 
will not be pouring his money down 
the well known rat hole 
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Out of a mass of experience re- 
ports that we have received from 
dryer manufacturers, we have se- 
lected the following 
They 


primarily because they gave specific 


typical ex- 
amples. have been chosen 
information on definite points that 
seemed to be important. If certain 


manufacturers’ names appear more 


frequently than others, this is be- 
cause they supplied us with more 
material. Some important manu 
facturers are not mentioned in 
these letters. This was not through 
our choice. We invited help from 
every dryer manufacturer on our 
list. 

Most of the experience reports 
are from farmers—a few came 
from commercial elevator opera- 
tors, and in at least one case the 
user was in both businesses. 


Moffet hits the Jackpot 


Our Behlen dryer enabled us to 
sell 9000 bu of new corn at the old 
corn price which was 25 cents a bu 
more than we would have received 
two weeks later. 

The dryer paid for itself the first 
year. Our field losses were cut in 
half by being able to start three 
weeks earlier. The first corn was 
33 per cent and we dried this to 13 
per cent in 3'4 hours, two hours 45 
minutes to heat, 45 minutes to cool. 
This corn graded No, 2 in St. Louis. 

Moffet Farms 
Modesto, Ill. 


Has less machinery, 
needs less help 


The reason I bought your Behlen 
dryer is that without it I would 
have had to build new corn cribs. 
Now I have steel bins to store my 
corn. Corn cribs have rodent dam- 
age and the corn has to be a lot 
dryer at picking time to keep. With 
steel bins I don’t have any rodent 
damage or mold. 

Next year I want to combine all 
my smal] grain and run it through 
the dryer if necessary, saving me 
the time of windrowing 

With your dryer I bought a 
picker-sheller. I have eliminated 
owning a corn sheller, corn cribs, 
windrower, and also my large ear 
corn elevator, replacing it with 


much less expensive auger ele- 
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YOU CAN’T KEEP 
CUSTOMERS WAITING: 


NO SUPPLY PROBLEM FOR TEXACO LP-GAS DISTRIBUTORS. 
CONSTANT SOURCE OF SUPPLY ASSURES ON-TIME DELIVERIES! 





Don't wait...call or write TEXACO now 


The Texas ¢ ompany is not only one of the largest producers of L.P-Gas 


it's the only petrole um company to successtully build up distribution of its fine 
products in all 48 states 


As a Texaco LP-Gas distributor, you will benefit by profitable and proved sales policies. 
Youre assured ot dependable and ethic ent delivery SCTVICe and the high st 


quality product. Also, Texaco markets only through independent distributors 


We deliver Texaco LP-Gas in a new fleet of tank cars 


located produc tion areas 


from 25 strategically 


Current distributors say Texaco LP-Gas has immediate acceptance because it 


carries the nationally-known trade-mark, Texaco. and mate hes in quality othe: acce ple d 


Texaco products such as Sky Chief and Fire Chief gasolines, Marfak 
Havoline Motor Oil, and many others 


No reason why you can't build a sound, profitable business with Texaco LP-Gas 


Well be glad to tell you how. 


You can count on 








The Texas Company, LPG Sales Division, P. O. Box 2420, Philtower Building, Tulsa 2 ist i th 
Oklahoma, Dlamond 3-4101 929 South Broadway, Los Angeles | 


», California, TRinity 9271 
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We ian 


eile ith demenattie, , 


ator With this equipment one 

man can now do the work of two 

men, an additional saving to me 
George Quiram 
Waterville, Minn 


Early bird catches the crop 
Habeo 400, 
| have been able to pick, shell and 


a 1200 bu of corn in 1) hour 


1nice | have had my 


Phe corn was dried from 19 pe 
cent moisture down to 11.5 per 
cent I have been able to handle 
my corn more efficiently than ever 
before with no field lo by being 
able to pick early. 

Donald Conroy 

Dumont, Minn. 


10 cents more per bushel 
and 5 more bushels per acre 
O-Wick 


Including cus 


| began using the Tax 
crop dryer last fall 
tom work and my own, we dried 
over 12,000 bu of grain 

In drying 4600 bu of milo, we 
kept accurate records on the fol 
lowing data Propane, yasoline, 
and oil cost $26.17 


ture ranged from 23 per cent to 18 


Average mois 


per cent, dried to 15 per cent mois 
ture. Drying, cooling, and unload 
ing time averaged one hour, 40 
minutes for 230 bu of grain. 

The drying of shelled corn proved 
satisfactory We had 
our crop on the market before the 


even more 


rush and received an average of 10 
cents above the market a month 
later. I’m also convinced we saved 
an extra 5 bu per acre, because we 
didn’t have to leave it in the field 
to dry 


Leonard Nuzum 


White Cloud, Kans. 


Fast, painless, profitable 

Because we store up to 50,000 bu 
of corn and grain on our farm, we 
must have evenly-dried grain. With 
our Habco 400 we are drying 24 


9 
0 


per cent moisture corn down to 1 


58 


per cent moisture in 2/4 hours dry 
ing time. By harvesting our grain 
early, we have cut our field losses 
to minimum and hit the best 
market 


Connie Hanson & Sons 


Columbia, S. D. 


His old dryer burned oil? 

We formerly dried corn with a 
large-type batch drier, taking from 
to dry 500 bu. With 
our Habeo 400, we now dry and 


h to | hou 


cool 400 bu ready for market in 
, Saving labor, money and 
time The Habco 400 dried the 


corn completely uniform, something 


two hour 


we were never wble to do before 
Russell Bierly 
Walkerton, Ind. 


High savings, low costs 
I have two Behlen crop dryers 
and in my opinion the dryer is the 
harvesting 
It enables 


oon as my 


most money saving 
equipment piece I have 
me to start picking a 
corn gets down to 35 per cent mois 
ture, therefore yetting a higher 
price for my crop before the mar 
ket drops 
By harvesting early, we haven't 
had to contend with field losses and 
corn down in the field. Our crop is 
also in before the weather vets bad. 
The last two years we have dried 
over 100,000 bu of corn on the 
farm and at my elevator. Through- 
out this period we have spent less 
than $30 for repairs. 
Richard Barrett 
Leesburg, Ohio 


Well satisfied 
We purchased a 500 bu Behlen 
dryer (propane model) in 1956 and 
are very well satisfied with its per- 
formance. In one instance we 
dried corn from 29 per cent mois- 
ture down to 151% per cent at the 
rate of 250 bu per hour with the 
operating temperature set at 140°. 
Dryer was powered with a diesel 
tractor, and our total operating 
cost for both propane and diesel 
fuel was only 1.9 cents per bu. 
John Fahs & Son 


Peotone, Ill. 


Try it on your two-row picker 

I have owned my Behlen dryer 
since the fall of 1954. We have 
dried 60,000 bu of corn with prac- 


tically no trouble. Our top dry 
ing day has been 1750 bu of 30 per 
cent moisture corn drying down to 
12 per cent moisture in 14 hours 
Three to four batches of 30 per 
cent moisture corn down to 12 per 
cent in 10 hours is our normal day. 

With our dryer we find our fall 
We are usually 
By the 15th 
of October we are all done picking 


work much easier. 
done five weeks early. 
and shelling and plowing. My 
dryer is the only place I use pro 
pane so I know what it costs me 
My top drying cost has been 1!» 
cents per bushel. 

Barney L. Griebel 

Pipestone, Minn. 


The next nine years 
were mostly profit 


In the summer of 1947 we pur- 
chased two Campbell grain dryers 
We have them set up side by side 
and can run them both at once or 
separately, according to our needs 
To date have dried approximately 
200,000 bu of shelled corn. We are 
wel] pleased with the quality of 
dried corn, and have been able to 
ell it at a premium. 

We have been able to pay a pre- 
moisture 


mium for high corn, 


thereby bringing new customers 

into our elevator and still have an 

additional profit left. We feel that 

the first four months operation has 
paid for the dryer. 

Virgil Heinold 

Heinold Elevator Co. 

Kouts, Ind. 


Now he's a prairie tycoon 
I made $307.20 a day with my 
Campbell grain dryer. From 
March 17 to July 1, 1945, we proc- 
essed 140,000 bu of wet corn. In 
15 days after installation we had 
paid for the entire cost of the dryer 
from drying profits. Extracting 
560,000 lb of excess moisture from 
this corn saved $1300 in freight 
alone, or $400 more than the cost 
of fuel for drying the entire lot of 
corn. Farmers trucked corn 30 
miles to sell it to us, going through 
other markets much closer to them, 
because these other buyers were 
not able to give them this drying 

Service, 

William Weigert 
Farmers Cooperative Elevator 
Thompson, lowa 
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UNIT HEATERS FURNACES 


B 60,000 to 
WCAHS 65,000 to 120,000 b.t.u 


: 250,000 b. t. v. 
| lumphrey equipment is 


built for lasting performance, CLOSED FRONT CIRCULATORS RADIANTFIRE CIRCULATORS 


it creates enduring 


customer good will that 


insures your future security 


in the heating business. 





35,000 to 65,000 b.t. vu. 30,000 to 70,000 b.t.u 


Resolve now to sell 


world’s most respected 


Gas Heating Line 


Write tor 
FREE Catalog 


RAFIRE 
WALL HEATERS 


GENERAL GAS LIGHT COMPANY 


KALAMAZOO, MICHIGAN 
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Seated clockwise around the table at the BUTANE-PROPANE Jr., J. M. Greene, LaVern Hines, Lloyd Dodd, E. E. Pace Sr., 


News-sponsored Nashville, Tenn., appliance sales forum are C. M. and Harold Mott. 


Not shown in picture: L. A. Varnadow, Bill 


Cooke, Rex Lambert, William Smyth, W. G. Petty, H. L. Dethero, Rodgers, and Glen Spears. REA was the subject of discussion. 
John R. Bise, E. E. Pace Jr., BPN Editor Carl Abell, G. T. Scott Next meeting: Philadelphia. 


A report on the third of a series of manufacturer-dealer meetings 


Nashville forum hits REA competition 


VAN ENNESSEEF manufacturers of essary for the distributing compa- 
! natural and L. P. gas appli- nies to buy surplus requirements 
ances sell proportionately less of from private power companies in 
their output in Tennessee than in the surrounding states. The cost is 
other states. This surprising fact $.0095 per kwh. Administrative 
was brought out at the third Ap- costs must be added, which makes 
pliance Manufacturer-LPG Dealer the loss on this peak load current 
Sales Forum held by BUTANE-PRO- something more than 1/5 cent per 
PANE News, this time at Nashville, kwh. The difference must be made 
Tenn., July 6. The reason for this up out of current sales that bring 
discrepancy is TVA and REA. higher revenue, or from local taxes. 
The public power systems are Do you think the tax bite ends 
going all-out to get not only the here? Not at all. 
kitchen load, but the heating load When an average home costing 
as well. And they don’t stop with between $10,000 and $15,000 puts 
the domestic heating busines in electric heat, it can do so only 
they are also after the big indus- because there are generating facili 
trial and commercial heating loads. ties to supply the current. These 
In Chattanooga, the municipally cost between $2500 and $7000, de- 
operated electric system is heavily pending upon whether they are 
financed by REA. The interest steam or hydro-electric. The heat- 
charged on these loans is two per ing system in a big motel, if all- 
cent It costs the government electric, requires a generating in- 
more than 3% per cent, plus “cost vestment that ranges from $25,000 
of administration,” to supply the to $100,000. 
money There are many of these govern- 
The public power systems in ment-built generating systems in 
Hamilton County, which includes the TVA area, built on our two 
Chattanooga, are supplying heat- per cent loans that cost us consid- 
ing current for the complete heat- erably more than that to provide. 
ing of approximately 40,000 homes, These and many other unpleasant 
the heating rate being $.0075 per facts about the local electric com- 
kwh. TVA can not provide this petition were introduced by John 
winter peak demand, so it is nec- Bise, LPG dealer of Nashville. 


60 


They account in part for the sad 
record of limited LPG appliance 
sales revealed in the survey re- 
leased to BPN editor Carl Abell by 
Farm and Ranch magazine on the 
previous day. While the survey 
covered only Farm and Ranch sub- 
scribers, and therefore reflected the 
rural rather than the urban pic- 
ture, the same dominance of elec- 
tric service showed up. In kitchen 
uses the combined figures for Ten- 
nessee and Kentucky showed: 
Cooking ranges LPG, 15 per 
cent; electricity, 63 per cent. Water 
heaters—-LPG, five per cent; elec- 
tricity, 47 per cent. 

While most of the discussion 
centered particularly on electric 
competition, the attitude of the 
dealers who were present was not 
defeatist. There is growing inter- 
est on the part of the LPG dealers 
and the gas utilities to combine 
their efforts in jointly promoting 
the use of gas. 

Sign programs are being devel- 
oped, and arrangements have been 
completed in the Nashville area 
for complete signboard coverage 
of major highways entering the 
city. These are financed jointly by 
Nashville Butane Gas Co., Trio- 
pane Gas Co., and Nashville Gas 
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on the move with profit-building tank trucks 





@ Twin barrel tanks for real stability... 
bigger pay loads 


@ Simplified, compact plumbing pro- 


vides maximum flow rates 


@ Design convenient to service... easily 


transferred to new chassis 


@ All controls centrally located in rear 
to speed loading and delivery 


@ Rear delivery minimizes truck maneu- 


vering and dragging hose around truck 


@ Meets ICC and ASME (250-\b.) specs. 
...good for out-of-state deliveries 


® Available in different sizes with or 


without side or rear cabinets 


@ Deluxe unit shown has 2170-gal. 
water capacity (1795-gal. propane) 








on location with 





@ ideal for safe, economical storage of 
LP-Gas or ammonia 


@ X-ray controlled welding for durability 
and uniformity 


@ Available with top-quality valves and 
fittings 

@ Hackney standards meet or exceed ASME, 
API and NBFU requirements 


@ Capacities available from 4000 to 30,000 
gallons (W.C.) 








Write for details 


Pressed Steel Tank Company 


Manufacturer of Hackne 
1487 South 66th Street, Milwaukee 14, Wisconsin 


Branch offices in principal es 


fuel tanks for 
cylinders systems trucks and tractors lift truck tanks tank trucks bulk storage tanks 
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BPN's Smyth (center) seems to be amusing manufacturer Hines 


on his left and dealer Scott on his riaht 


, aa 
a 
REA competition is serious business to (left to right) dealer 


Petty, manufacturer Dethero, and dealer Pace Jr 





(‘o,, the Jocal utilit The theme deale 
hack of thi 


better, and Gas is Everywhere.” Jr., Nashville 


program | Gas is to the larger 


The problem of getting and heard of the 


training salesmen again came in cade Natural Ga 
for fast discussion. Several deal cific Northwest, 


ers expressed interest in the possi 
bility of 
into effective 


vomen formation 


The need for more effective lial The meeting 


on between utilitie and LPG 


dealer in handling fringe area to secure necessary 


problems wa brought out by the 


territory adjacent 
cities. G. T. Scott 
LPG dealer, had 
program of Cas- 


erving 


fringe area LPG 
developing housewive tomers taken over by 
part-time ale vice, and asked for additional in- 
closed with a dis- 


cussion of possible ways and means day morning by E. E 


petition with government - subsi 
dized electrical systems which op 
erate on a tax-free basis. 


While the attendance was rela- 


Co., in the Pa tively low on account of the four- 


compensating day week end, enthusiasm was 


dealers for cus- high. A very enthusiastic report 


pipe-line ser- of the manufacturer-dealer meet- 
ing was presented to the Tennes- 
see LPGA convention during its 
opening session the following Mon- 
Buddy 


legislation to Pace, president of the associa- 


eliminate the present unfair com tion. * 





Follow these manufacturer-dealer discussions of LPG 
appliance selling by reading the reports of future meet- 


ings in BPN. If you are not now a regular subscriber, 
make sure of your copy each month by using the sub- 
scription order form on the Readers’ Service Card in 


this issue. 


LPG dealers Pace Sr. and Bise (left and center), laugh at a yarn 


just spun by manufac turer Lambert 


Manufacturer Greene lays it on the line as (left to right) Mott 
Dodd, and Abell listen 


Third BUTANE-PROPANE News 


Appliance Sales Conference 
Nashville, July 6, 1957 


* MANUFACTURERS 

H. L. Dether Diree 
Products |r 

}, M. Greene, Sale 

aVern Hines, Sale 


Rey Lambert S lé 
] 


* L. P. GAS DEALER 
E. E. Pace, Jr., Presider 














Delivery 


Assured! 


Every Shell Propane contract ' 
Customer is assured of 
delivery according to the 
terms of his contract 


I is a long-established Shell policy to sell 
propane only within our capacity to produce. 


The propane you contract for is already 
proved and reserved at one of 26 strategic 
production centers ... waiting for delivery 
when you want it. 


| noon henaiacoiesiernsatas 
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Load-Balancing bibliography 


Compiled by LYNN C. DENNY « Associate Editor 


IS] of articles on all load-balancing subjects 1945 
L; Which have appeared in their publications were 

promised by the editors of the two L. P. gas industry 
mayazines at the LPGA Load Balancing division’s 
meeting in Chicago last May (BPN, Aug., 1957, page 
60 This promise was in keeping with the Load Bal- 


Truck Conversion Potential May, 70 


Flame Weeding Offers Market Aug., 106 


1946 


ancing division’s current program to assemble avail- Dealer Builds Summer Sales to Gain a Balanced 
able published information and to provide a bibliog- Load 


Jan., 35 
raphy on load balancing. 


Flame Weeders Help Balance the Dealer’s 
The BUTANE-PROPANE News bibliography includes Load 

more than 140 articles on this vital problem over the 

past 13 years. Here it i 


Mar., 29 
Balance Top-Heavy Winter Sales With New 
Summer Load! Apr., 25 


“v0 


An irrigation pump driven by L. P. gas pours cool water on parched 
farmland. The farmer's crop is saved and the L. P. gas dealer 
builds a heavy summer gas load. 
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A Complete Line of Faster Selling, 
Beautifully Styled Gas Heaters 


Now, WARM MORNING offers its distinctive 
‘Picture Frame’ styling in a complete 


line of vented and unvented gas home heaters 


pre =0Ors The Price is LOW... 
(20,000 to 85,000 BTU input) both radiant : 5 The Margin is Me), (en 
circulator and circulator models. They offer 
an unmatched array of selling features 


and unbeatably low prices. 


¥ 
GET YOUR FREE COPY OF NEW, FULL COLOR CATALOG! 


Write today for full color catalog and prices 


1/// Me / 
on the WARM MORNING gas heaters ITI ELL 


Get the facts on the many outstanding features 


A QUALITY LIN 1 6 tRATORS 
that make the new WARM MORNING gas heaters 


the line you'll want to sell in ‘57! 


LOCKE STOVE COMPANY 
114F West 11th Street, Kansas City 5, Missouri 
SEPTEMBER, 1957 
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High Pressure Ve tomer Stor 
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Just Suppose You Lost Your Domestie Load 
What Would You Do? 
Pumping Water With B-P Ga 


I'lame Weeders for Corn and Cotton 


May, 31 
June, 32 
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July, 21 
Load on Engine Fuel Aug., 107 
load With Motor Fuel Sale Sept., 111 
Will Help Balance Sale Oct. gf 


’ 
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Thiee Way to Balance 


Build 


Butane Operate Gin 
Load 
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Balance 


Vacation 


Leveling the 


Load 
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Many Are the Uses of L 

Load Builder Oct., 62 
sell 100,000 Gal. Monthly for Irrigation Oct., 123 
W hat Weeding Mea to the Summer 

load Nov., 69 


I lame 


Firm Finds Way to Balance Load 
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Load on Engine Fuel 
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Mean to Farm 


Dealer 
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Loads for the 
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Fruit Drying Operation With L 


creases Output 30 


1949 

It Hard to Balance a Desert 

What Uniform Monthly Deliverie 
to Balance Load 


Solve 


Load 

Would Do 

Butane Farmer Problems of Drying 
and Storing Rice 

lwo Ways to 

Chickens and Turkey 

It Take | . Gas For 
service 


Sell the 


Salance Load 
Arkansa 
Mountain top 


Profit 
(,00d 


Tractor Load 


1950 
Gas Corn Dryer Opens New Field for Salk May 


Drying Cotton Before Ginning Raises Quality 
and Price 


\nother 


June, 
Load 
able ¢ rop Drver June, 


Dealer Waking Up to 


Summer Builde: in Port 


lation July, 114 


66 


Farmers Use Converted Tractors for Many 
Power Applications 
Dealers and Farmet fjoth Profit From Crop 


Drying Operations 


1951 

Speed Harvesting and Drying with Propar 
Rice Dryer—A Bonanza for Fuel Supplier 
Suilders for the L. P. Gas Dealer 


Should Be 


Load 

House Heating and Tractor Loads 
Sold Together 

Look for New 


Crops 


Profits in Dehydrating Field 


Drying of Farm Products May Be Dealers’ 


Siggest Load 

Gas Revolutionizes Cotton Production 
Pumping With L. P. Gas Is An Ideal Load 
Flaming Alfalfa Fields Kills Weeds and Pest 
Suild 


Mail Campaign Summer Tractor Load 


Sutane Speeds Cotton Ginning 25 


1952 
How Adequate Storage Will Help 

Summer-Winter Load 
Artificial Drying Make 
Alfalfa Flaming Is a Load 
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Jalance the 


Money for the Farmer 
Suilder 

Manpower “Conversion” Slack Out of 
Summer Sales 


Drying and Dehydration 


1953 

Tractor Installations Balance Load for Minne- 
sota Distributor 

Butane-Drying Prevents Rust and Mildew for 
Texa 

Alfalfa Weevil Controlled by Weed 


Colorado 


Hayseed Grower 
Jurning in 
Winter-Summer Ratio is 


The Great Plains 


Upside Down 

The Tractor Can Pull Up Our Summer “Low” 

Loads That Are Overlooked 

Ditch surning Balances 
rado LPG Distributor 


Trained Service Department 


sank Load for Colo 
Provides Key to 
Load Balance 


4 Plainsman Turns to Butane 


1954 

LPG Curing Brings Higher Returns on Tobacco 

Arizona Farmers see Butane Tractors 

LPG Makes the Cotton Picker Practica] 

Dealer Concentrates on Selling to Summe) 
Camp 

Get Tractor Dealer to Cooperate on LPG 
Sales 

Alfalfa 

Portable Cactus Burner Uses 


Sure! 


Program 

A Lucrative Field for Butane Sales 
LPG 

Winter Fuel to Spare? Tractor Carbu 


ration Does It 


July, 115 
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Feb., 33 
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Apr., 60 
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) 
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St. Louis LPG Distributor 


CUTS COSTS..BUMDS BUSINESS 





with MASTER-CRAFTED BY 


SAFE-T-TWIN LAN 
Truck Tank (OLuMB 


In traffic-heavy St. Louis County and adjacent ank vith hemispherical heads and cous 
Illinois, Geldbach Petroleum Company ha found te iThe etl a ( The an i anifolded 
a way to build a more profitable LPG busine mo ana | and equip I 4 1} 
while cutting delivery cost The answer is Geld 
bach’s new Columbian SAFE-T-TWIN LPG 


Truck Tank. Extra capacity Z000 water gal 


lng 


Cu handling in traffic and efficient equipment 


arrangement for fast delivery, all add up to le let 
time per stop, more stops pei day and fewer dead a i 
trips for re-loading lighting and w if provided 
As trim and handsome a yu Wish, the SAFE ‘ 
TeTWE al + this : i Jon ered Write today for complete, illustrated literature 
\ | ‘ «al ‘ lit Oia ( if ou ) () 


Con ple te 


cl and V ie ilding isine a it de , 
er both Propane - INDUSTRIAL 
The piping : STEEL 
peat BUILDINGS 


COLUMBIAN STEEL TANK CO. 


é / P. O. Box 4048-C Kansas City, Mo 
I ; 
| YAS fom Te Woe 


% STEEL, Master-Crafted by Columbian... First for Lasting Strength 
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Crop Insurance 


Irrigation i 


You Can Swim From June to October in 


Northern Vermont 


Scorns Electricity, Pick LPG 


for Irrigation Pumping 


Delta Farmer 


Agricultural Flaming Is a Fast-Growing New 
Market for LPG 
Portable I P. Gas Beat 


Sprinkler Irrigation System 


Electricity For 
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Conversion During First Yea) 
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L. P. Gas Load 
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With L. P. Ga 
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Vove to Capture the Summer “Volume” 
mad Air-Conditioning 
Round Air Conditioning Helps Balanes 
o's Winter-Summer Load 
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of Wisconsin Southern System 
Direct AY | ul Prove 


Flaming 


Effective i Selling LPG 


md Balancing By La 


hor Light Grain and Dry Grain 


pane 
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Costs of Producing Cotton Sept., 167 
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Droughts Oct., 40 
Power Push Gives Weis Heavy Inverse Ratio 
Demand for LPG For Cotton Drying Booms 

With Growing Use of Mechanized Pickers 


1956 
Propane Protects Your Breakfast Straw 
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Mar., 31 


Hi-Yo, Silver! Propane Rides the Range Mar., 46 


Agricultural Flaming 


Propane Cuts Cost of Weed Control on Rail 
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Mar., 151 
Apr., 70 
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Mushrooms Require Constant Heat—L. P. Gas 

is the Answer May, 116 
Non-Agricultural Markets for Flaming Equip 

ment June, 
LPG Lends a Hand in Drying Caladium Bulbs June, 
Flame Weeding for Cotton—A Full Official 

Report June, 
LPG Dries Walnuts for Market June, 
The ABC’s of Residential Air Conditioning July, 
All-Year Air Conditioning—It May Cost More 

to Live Without It July, 
Gas Air Conditioning Strides Ahead July, 
Crop Drying—For Farmers, A new Kra—For 

LPG, A Major Market Aug., 
Three Corn-Belt Farmers Report More Crop 

$, Less Cost With LPG Aug., 
LPG Curing Boosts Tobaccoland Profit Aug., 
Sutane Drives Largest Land Clearing Machine Aug., 127 
35 Rain Machines Give Inverse Ratio to Gray’s Oct., 133 
Chicago Street Department Goes ‘All Out’ for 

LPG Dec, 1! 


Tractors Balance Load for Missouri Deale) Dec., 133 
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Needed: A Balanced Load Balancing Program 

Cold Fishermen Can Bring You a Hot Ga 
Load 

Gin Operates Five Seasons on LPG With No 
Down Time 

Field Flaming astest Growing Market fo 
LPG 

Huge Market for LPG Deale: 1 $50 Billior 
Highway Program 

Flame Cultivation Is Due for Fast Growth 

Ditchbank Burning is Big Load Balance 

Come On In, The Water’s Fine 

Better Burps Are Brewing When Butane 
Cures the Hop 


Crop Drying: The Next Big Farm Load 
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Look, itS us again... 


Butane Barry and Propane Perry 


, Why the St. Bernard, Perry Py 


"LES a reminder that nows the time 


to fi// storage tanks 
for winter, Barry 7 


Yes, now’s the time fo fill your 
storage tanks with Cities Service LP-Gas! 


old and new 


LP fills those of your customers 
Because when you receive your order by one of the 
many Cities Service railroad cars or huge trucks, you'll 


Because by storing up early with Cities Service 


Gas, you'll have the jump on winter 


Because Cities Service gives you a quality advantage 


quality exceeding an depend on 


your customers will appreciate realize that here’s a supplier you \ 


VGAA specifications! Cities Service LP-Gas is made 


in the most modern producing plants and strictly con 
and transportation 


all winter long! 


Because Cities Service cooperate ne 


with its distributor Operat no retail outlets! 
ver had, talk with 


bor a winter that tops any you ve ev 
nearest office below 


‘Vcr COM py te 


trolled during production, storage 
Because Cities Service gives you the over-all opera 


tional aid that quickly empties your storage tanks and a representative from our 


SERVICE!... Part of our name, part of our business 





406 W. 34th Street 500 Robert Street 


| | - Kansas City, Missouri St. Paul, Minnesota 
C I 20 N. Wacker Drive 6611 Euclid Avenue 
Chicago, Illinois Cleveland, Ohio 


QUALITY PETROLEUM PRODUCTS 
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Dear Steve, 


Krom the way you told about it in your last letter, 
ou lost that truck driver because all you offered him 
vas money. That may sound silly, Steve, but it’s true. 

You wrote that the man was really cut out to be an 
LVG bulk delivery truck driver and that he seemed to 
like the work. But you didn’t feel that he was inter 
ested in staying with your dealership. You were paying 
him well and gave him a raise, but he still left and 
vent to work for George Erwin’s outfit 

Steve boy, there aré at least five other reasons that 
au man stays on a job im addition to money, and most 
experts have found that money alone will not keep a 
yood man. Even if you pay so much that a man can’t 
afford to leave, he may not be happy and not do hi 
best job if money his only reward 

First source of job satisfaction, other than pay, is 
recognition. A man likes to be proud of his achieve 
ments. But he can’t be proud unless his achievements 
are known to other 
Steve, When a man doe 


litthe award, presented in front of the other em 


Recognition is a great thing, 
omething worth recognizing, 


ployees, is a heck of a nice thing. It shows him that 
vou realize he did a good job and that his fellow 
vorkers know it. And if you just take the time to 
vrite a little note to his wife about his achievement 
vow! That man will be yours for life 

\ second source of job satisfaction is achievement. 
Chis goes right along with recognition. A man has a 
need to feel that he has done or is doing something 
worthwhile or important. It is up to the dealer to be 
ure his employees feel that their particular tasks are 
as important to society and to the dealership as any 
one else’s. Your driver is not merely driving a truck. 
He is the connecting link between the great refineries 
and the people of the community, providing them with 
vital fuel and services. Be sure he knows it and that 


everyone e| ¢ doe _ too 


By MARTIN A. BROWER © Associate Editor 


Autonomy is a big-time word for a feeling every 
employee wants—the feeling that he has power over 
his own actions to some degree. Every employee should 
have certain responsibilities of his own. The result 
will not only be a happier employee but a_ better- 
organized and better-run business, 

Then there is affiliation. That is the need to be 
related to people, to have friends and be in communi 
cation with others. A driver, a serviceman, even a 
alesman can feel pretty alone on the job. Make them 
feel a part of the entire organization. Obviously they 
are a vital part or they wouldn’t be on the payroll. 
One of the best ways to get this feeling of affiliation 
to all employees is a regular weekly meeting. And 
off-hour activities like picnics sponsored by the dealer 
ship are ideal to help stimulate this ‘team spirit.” 

Last of the five sources of job satisfaction is evalua 
tion. This is the need employees have to feel that the 
tandards for judging their behavior and performance 
are reasonable and just. It implies equal treatment 
for all. No favoritism. Evaluation on this basis is 
probably one of the employer’s hardest jobs and, of 
course, one of his most important. 

Well, Steve, how do you measure up”? Did your dis 
satisfied truck driver get all five of these benefits as 
well as pay? If not, maybe you had better think about 
them and apply them to the rest of your staff. You will 
be surprised how much satisfaction you yourself will 
get out of satisfying others in these ways. Your pride 
in your own organization will grow and the results 
could show up as dollars and cents in your bank 
account. 

Your men are all working hard for you, Steve. Their 
jobs mean—or should mean—much more to them than 
money 

You know, Steve, I never did hear of anyone killing 
himself for a big paycheck. 


Your Uncle, 
Dan 
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For New LP-Gas Dealers 


Another Helpful (cp 
WHITE RIVER 


Service 
Mt, q* ON 
e t% | @: e 


; 
; 


\ 
i 


Here's an exclusive White River Service, especially 
valuable for new LP-Gas dealers! 
Send your driver down to pick up your new White River 
truck tank unit. We'll thoroughly explain every feature. We'll show Model 200 
him how to operate it for maximum efficiency and economy. We'll 1300 to 2200 WG 
give him the actual experience of a check-out run over our own 
retail gas route. He'll learn first hand, right on the job. 
Our own retail gas business helps you in another impor- 
tant way, too! We know from our own experience what you need in 
design and equipment to cut time and raise profits. We field-test Model 100 
these money-making features first, and then build them into every 1100 to 2300 WG 
model of the White River line. 
That's why we know these are the world's finest propane 
truck tanks, yet they're always priced for unmatched economy. 
Write today for specifications and prices on the complete White 
River line. There's a model and a price to fit your exact needs. Model 150 


1100 to 2300 WG 


WHITE RIVER <% 


DISTRIBUTORS, inc bse aoe 
Phone 570 BATESVILLE, ARK. 


tHe World's Zinesd PROPANE TRUCK TANKS, ALWAYS AT Sayed Prices 
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Oil recovery project 
features propane 


Magnolia Petroleum Co.'s latest 
oll recovery project, located at the 
7800-acre Parks Pennsylvanian oil 
field between Midland and Odessa, 


Texa 


Over 1.5 million bb! of propane 


makes use of propane 


vill be pumped into the oil reser 
ol in an effort to force more oil 
to the 
nally came from the ground and 


urface. The propane origi 
now goes back into it followed by 
high-pressure gas The propane 
behind it forms a 
piston-like drive which mixes with 
the oil ahead of it 
engineers tate that 
injection recovery 
increase the life of 
from 6'% 


with the gas 


and pushes 
Magnolia 
ihi propane 
method will 
the oil field 


about 12 years 


years to 
In addition to those 
advantages, approximately 90 per 
cent of the propane injected will 
he produced when the oil is eventu 
ally removed 

method is 
displacement —be- 


Thi new 
called 


cause the oil and propane actually 


recovery 


miscible 


mix 

Up to 6000 bbl of propane will be 
injected daily into 25° injection 
well 2000 bbl from Magnolia’s 
Gasoline Plant and 4000 
from other sources. The total 1.5 
million bbl will be pumped into the 
ground in about 10 months. 


Pepgasu 


First LPG product shipped 
from Esso's refinery 


The first LPG product has been 
hipped from Esso Standard Oil 
Co.’s Baton Rouge 


refinery to its 
new salt-dome underground storage 
aurea near Sorrento, La., about 35 
rmiile outh of Baton Rouge 

Butane from the refinery arrived 
July 19 at one of the five storage 
“wells” in the salt dome formation. 
The product 
hours to get from the refinery to 
the Sorrento storage facilities. 

The LPG moved through a 4-in 


stream took 23%. 


72 


pipe line-—one of five lines that 
have been laid in a single trench 
between the refinery and Sorrento. 
It took about 3300 bbl of product 
to fill the line. 


Look magazine features 
LPGA convention, show 


A five-page picture story on the 
LPGA convention and trade show 
appeared in the Aug. 6, 1957, issue 
of Look magazine. The spread 
featured Miss Butane and Miss 
Propane under the title “Two Girls 
in a Man’s World.” 

Arranyed by the National LP- 
Gas Council, the picture story 
hows a tank truck, flame weeder, 
yas brooder, valves and regulators. 
It also pictures a general conven 
tion scene and the Ancient Gassers 
meeting 

The feature article in the 16 mil- 
lion circulation publication opened 
with a double page spread on page 
1% 


Columbus Transit studies 
propane as fuel for buses 


A Columbus official and a repre- 
sentative of the Columbus Transit 
Co. were in Chicago recently in- 
vestigating the use of propane as 
a fuel for motor coaches. 

Oscar R. Hott, president of the 
utility, said the fuel could not be 
used in any of the present CTC 
equipment, but the company wants 
to check it to see if there is a pos- 
sibility it should be considered for 
new coaches 


Visitors tour Master 
Tank's 15,000 sq ft plant 


A “Fourth of July” atmosphere 
prevailed at the recent Open House 
celebration of Master Tank & 
Welding Co. in Quiney, Ill. Excite- 
ment ran high with members of 
the press, Quincy city officials and 
civic leaders, LPG equipment man- 


ufacturers, dealers and jobbers, 
who witnessed a demonstration of 
fire fighting and fire prevention 
methods presented by the Bureau 
of Mines and Ansul Chemical Co. 

The Skelly Oil Co. contributed 
an interesting demonstration of 
the conditions that prevail within 
a propane tank as the gas is re 
leased. The tank was equipped 
with glass openings for the spec- 
tators to watch the internal action 
as the propane was released to a 
flare placed some distance away. 
A turbulent boiling of the content 
resulted as the liquid turned to gas 
and escaped through the outlet. 

Under the direction of Sam 
Weempe, partner of Master Tank, 
Dallas, and Sam Weempe Jr., man- 
ager of the Quincy plant, the visi 
tors toured the new 15,000 plus 
sq ft plant. 

Spectators witnessed Ansul Chem 
ical Co.’s demonstration of a roar 
ing propane tank fire at its peak, 
succumb to the latest extinguish 
ing methods developed by the in 
dustry. 


Research and development 
division created by Beaird 

Creation of a new product re 
search and development division 
of the J. B. Beaird Co. Inc., was 
announced by J. Pat Beaird, presi 
dent, recently, following the first 
meeting of Beaird directors in 
Shreveport since Beaird joined 
American Machine & Foundry Co. 
last December. 

According to Mr. Beaird the new 
division will seek to develop new 


John MacKinnon 


Director 


products for manufacture by 
Beaird, as well as uncover new 
and extended markets for present 
products. 
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Over a Quarter MILLION DOLLARS 





Beaird has spent a whopping big $263,990.85 
during the past five years merchandising LP- 
Gas for you. 


LIFE 


| 

4 

FO: 
iy 


oe 


NATIONAL MAGAZINE ADVERTISING TELEVISION 


Pa yomaqaving me maga 


DIRECT MAIL SUPPORT 
POINT OF SALE 
NEWSPAPERS Window banners, « 


inal ¢ 


Beard Hard Hitting Merchandising program hia helped Wy 
Gas become. the preferred fuel of more and more farm and 
uburban home OWhOTS and the S¢ presold new LISCTS have 


pace sJoaird LP-Gas systems first in sales from coast to coast. 


Phat's why Beaird dealers make more profit 
eflort and why Beaird is a better deal for dealers 





Highest Quality UL Approved Construction ¢@ Fast Jet 
Filling e Moisture-Free—Complete Dehydration e Attractive 
‘‘Weatherweld’’ Enamel Finish e Sturdy Lifting Lugs e 
Weather Tight Dome e Profit Plan Financing e Conveni- 
ently located Stocking Points e Complete Range of Sizes 


SELLING THE 
FINEST SYSTEM 
MONEY WILL BUY 








Put this Quarter-million dollar investment to work for you 





Your Beaird Representative has the whole sales-producing 


r 
BEAI RD story... see him or write today. 


LP.GAS & NH-3 EQUIPMENT 





John MacKinnon, presently ad- 
ministrative assistant to R. W 
Keer, AMF vice 
named director of the new product 
research and development division. 
An experienced market 
and development analyst, Mr. Mac 
Kinnon will direct the work of an 
initial staff of 11 marketing and 
engineering personnel from offices 


president, was 


research 


In Snreveport 


Ackley and Holeywell made 
officers of Pyrofax Gas 


Walter A. Naumer, president of 
Pyrofax Gas, announces the elec 
tion of J. A. Ackley as vice presi 
dent and A. W. Holeywell as secre 
tary of Pyrofax, a unit of Union 
Carbide Corp. 

Mr. Ackley began his association 
with Union Carbide in 1937 as a 
credit correspondent for Pyrofax. 
He progressed successively through 
various sales posts in Pyrofax be- 
coming sales manager in 1953. He 
was elected secretary-treasurer of 
Pyrofax and of the Canadian sub 
sidiary, Pyrofax Gas Ltd., in 1955. 

Mr. Holeywell has been with 
Pyrofax since 1939. He has held 
a number of positions with the 
corporation including that of sales 
correspondent and office manager 
in the customer record and ac 
counting office. He was made man- 
ager-accounting in 1954. 


Trinity ships T-1 
transport to Cuba 


Compania de Autos y Tran 
portes S. A., Habana, Cuba, a dis 
tributor for Trinity Steel Co., has 
completed negotiations with a 
large L. P. gas dealer in Cuba for 
delivery of a new T-1 Trinity blimp 
transport 

The transport will be shipped 
from New Orleans in September 
of this year. It is believed that 
this is the first T-1 steel transport 
ever used in Cuba. 


Wind tunnel designed to 
study vent top operation 
tesearch engineers of the Metal 
bestos division of William Wallace 
Co. have constructed a_ specially 
designed wind tunnel for controlled 
study of vent top operation and 
air flow over residential and com- 
mercial rooftops. 
The completely 
chamber will allow full-scale test- 
ing of vent tops in controlled ve 


-enclosed test 
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iocities and pressures the 

maximum wind velocity which 
normally 

rhe same test chamber will also be 


vent tops are subjected 
ised to study air flow over mode! 
homes and buildings to locate pre 
sure areas. These data will be used 
by Metalbestos research enginee 
in determining optimum placement 


of vent tops on roof surface 


Neptune purchases former 
CBS factory building 

Neptune Meter Co. recently com 
pleted the purchase from Frederic! 
Brown of a four-level, city blocl 
quare, factory building formerly 
occupied by the Columbia Broad 
casting System, in a transaction 
involving approximately $2 million 

The building, located on a_ plot 
600 x 200 ft, occupies the area 
from 47th to 48th Avenue and 34th 
to 35th St. in Long Island Cit 
New York. It is situated in the 
center of the Queens County in 
dustrial district, within easy «a 
cess of leading highways and a 
freight terminal of the Pennsy! 
vania Railroad. 

Purchase of the building is an 
other important step in Neptune 
expansion and diversification pro 
ram started more than five years 
ago. During that time, the corpo 
ration has acquired ownership of 
Cox & Klectronic Scale 
Co., the Electronic Signal Co. Ine 
Revere Corp. of America, Superior 
Meter Co. Inc., and most recently, 
a 50 per cent ownership in Hotspot 
Detector Inec., Des Moines, Iowa 


Stevens 


Rapid Thermogas school 
held at Fisher Co. 


A service school for the pei 
onnel of the Rapid Thermog: 
Co., large mid-west L. P. gas di 
tributors, was held at Fisher Go 


Frank Fields stands 
ide the new Metalbestos wind tunnel 
at the William Wallace plant in Belmont 


lif 


applications engineer 





ernor Co., Marshalltown, Low 
cently 

fustruction for the two-day 
ession was divided between pet 
onnel of Fisher Governor Co. and 
lhermogas Topic covered by 
fisher instructors included Essen 
tial Elements of Ga Pressure 
Regulators, Principles of Automat 
ic Change-Over Regulators, Com 
mercial and Industrial Regulator 
Functions of LPG Tank Fitting 
and Typical Domestic, Commercial 
and Industrial LPG system The 
I isher 


al o Was 


movie, “Under Control,” 
hown the group 

The program for the second day 
vas under the direction of Robert 
Manning, service supervisor of 
Rapid Thermogas. Discussions cen 
tered around problems of particu 
lar interest to the compan ales 


and service personnel 


Sales up 56% in ‘56-57 
for Suburban Gas Service 


revenue 


Total sales and other 
during the year 1956-57 
56 per cent at Suburban Gas Ser 
vice Inec., Upland, Calif., but net 
profit after taxes increased #4 per 
cent for the same period, accord 
ing to the firm’s 1956-57 annual 


jumped 


report 

Sales of $6,685,123 including 
12,124,178 gal. of LPG place Sub- 
urban Gas Service among the top 
10 LPG distributor-dealerships in 
the nation, W. R. Sidenfaden, pres- 
ident, stated 

Net profit rose to $693,574 a 
$377,133 for the 
Earnings per share 
seventh con 


compared to 
previous year 
increased for the 
secutive year, this time from 
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$1.24 to $1.87 (excluding extraor- 
dinary profits from sale of fixed 
asset Total assets are $6,506, 
127, an increase of almost $2 mil- 
lion over the previous year. 

The 42,124,178 gal. of LPG sold 
increase of 73 per cent 
previous year although 
customers increased only 34 per 
cent to 37,700 


Was an 


over the 


Suburban Gas Service now oper 
ates 56 bulk plants in California, 
Arizona, Colorado, Oregon, Wash 
ington, and Idaho. It has 250 em 
ployees and 1060 shareholders in 
29 states 

Several acquisitions during the 
past year helped company 
growth, especially the purchase of 
Fannin’s Gas & Equipment Co. in 


swell 


Arizona 
“The 


Service is 


Suburban Gas 
promising,” 
reported 


future of 
president 
Sidenfaden “Our per 
formance is not contingent on de- 
fense contracts, nor are our earn- 
ings dependent on any particular 
segment of American industry. 
Diversification in marketing areas 

diversification in customers 

diversified uses for our prod- 
ucts all provide an economic 
stability unique in today’ 
trial scene.” 


indus 


Ruud co-sponsors 2-day 
“water workshop" 


Kighty-three sanitary engineers 
from 20 Ohio counties attended a 
recent 2-day ‘‘water workshop” in 
the Springfield office of the Ohio 
Fuel Gas Co 

Imphasis 
and use of hot water during the 
classroom 


was on the production 


S@eSS1IONS 

The school, co-sponsored by Ruud 
Manufacturing Co., the Ohio De- 
partment of Health, F. F. Leonard 
Inc., and the Hobart Manufactur 
ing Co., proved such a success that 


additional schools will be held in 
the gas company’s territory in the 
near future. 

Information obtained by the 
sanitary engineers is expected to 
prove invaluable in their work 
with restaurants, dairies, swim- 
ming pools, farms, rest homes, hos- 
pitals, schools, and meat packing 
plants as well as other commer- 
cial and institutional installations. 


John Wood Co. adds new 
distributor in Tennessee 


At a series of meetings held for 
covering the Knox- 
ville, Bristol and Chattanooga, 
Tenn., Marvin May, vice 
president and sales manager of C. 
M. McClung & Co., introduced the 
John Wood automatic water heater 
line and presented the new “push- 
button” selling plan. 

Fred Atchley, buying manager 
of the plumbing and heating de- 
partment, presided at these meet- 
ings. Erskine Traynham, southern 
representative of the John Wood 
Co., participated and told the vari- 
ous sales groups the story of the 
John Wood line. 

C. M. McClung & Co. is one of 
the leading distributors of water 
heaters in the Knoxville, Bristol, 
and Chattanooga areas. 


50 salesmen 


areas, 





Part of a water workshop class of 83 
sanitary engineers from southwest Ohio 
check over one of two Ruud gas water 
heaters used to provide information on pro 
duction and use of hot water at the Spring- 
field office of the Ohio Fuel Gas Co. Left 
to right are: A. E. Eshenfelder, commer 
cial representative, Ohio Fuel; F. F. Leon 
ard, F. F. Leonard Co., Columbus distribu 
tor for Ruud; Dave Peden, Clark Co. sani- 
tarian, Springfield; B. Hall, Ohio state sani- 
tarian, Dayton, and R. R. Anderson, Spring- 


field sanitarian 


Illinois Iron buys gas 
burner division of Burdett 


Purchase of the Burdett ‘“radi- 
heat” gas burner division of the 
Burdett Manufacturing Co., Chi- 
cago, has been anounced by the 
Illinois Iron & Bolt Co., which for 
the past three 
as exclusive 
burner. 

All the tools, dies, equipment, 
and inventory for the burner have 
been moved to the Carpenters- 
ville plant of Illinois Iron, 40 miles 
northwest of Chicago. Increased 
production of the various burner 
models will be carried on there, 
with a greatly expanded marketing 
program covering both the L. P. 
and natural gas markets of the 
nation. 


years has acted 
distributor for the 


Heating modernization 
campaign launched 


A concentrated campaign to 
stimulate sales of heating-cooling 
products by contractors has been 
launched by the plumbing and heat- 
ing division of American-Standard. 

Included in the scope of the “1957 
Boiler - Maker Sales Campaign,” 
which will continue throughout the 
country into the early fall months, 
are boilers, burners, radiation, and 
air conditioning. Special emphasis 
is being placed on the G-2 gas boiler 
a new, packaged residential boiler 
recently introduced by American- 
Standard. 


“AHLMA Dryer Tips" 2nd 
issue being distributed 

The second annual issue of 
“AHLMA Dryer Tips,” a list of 
promotional ideas and themes de- 
signed to help dealers, distributors 
and utilities sell automatic clothes 
dryers during the summer months, 
has been issued by the American 
Home Laundry Manufacturers’ As- 
sociation. 

Ideas and themes incorporated in 
the tip sheet have been culled from 
recent successful utility dryer pro- 
motions which have been gathered 
by AHLMA into a “Utility Promo- 
tion Library.” 


Tastes in kitchen ranges 
puzzle color engineers 


Although white is still the over- 
whelming preference of the Ameri- 
can housewife in kitchen range col- 
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All controls 
under one hood 
for easy servicing 


———-———-—-—--—--y 


In Kaiser Steel LP-Gas Systems all fittings are centrally been removed, the fear of winter freeze-ups is eliminated 
grouped under one CORNOTIONN hinged hood on top of the LASTING GOOD LOOKS 
system. This makes servicing easier (and quicker) for your P 

lanks are fabricated from steel plate that has been specially 


drivers means extra profits for you 
processed to resist rust and scale then painted with prime 


CUSTOMER-PLEASING FEATURES and finish coats to provide an attractive, corrosion-resistant 
Your customers can be sure of efficient, uninterrupted oper finish 
ation when you install Kaiser Steel LP-Gas Systems. Pre Kaiser Steel LP-Gas Systems are available for residential 
cision valves, gauges and regulators are the most accurate commercial and industrial use. Bulk storage tanks are fab 
available. Each part of the system has been carefully ricated in sizes up to 30,000 gallons water capacity. Call or 
checked for maximum safety. And, because all moisture has write now for complete information 


Kaiser Steel 


FABRICATING DIVISION 


Napa and Fontana, California 


SEPTEMBER, 1957 





pears tha 


iditional right to change 


Vomen CXCTCISE 


nds in respect to other col 
t year, according to Jack 

color authorit for Geo. D 
Roper Corp., ga manu fic 


range 
turer, there Was a marked prefer 
ence for pink In recent month 
ellow | emerged as the popular 
hace nosing aside the 
vhich had 


yreen 


hown some Prorrniss last 


mr expert are presumed to 
to these fluctua 
tions in the feminine mind, but M1 
hunk acknowledges a dilemma It 


have the answer 


eomed for a time that the southern 
ind southwestern states inclined to 
vard pink and that the midwestern 
tates preferred white. This geo 
graphical solution to the problem 
was voided when it was discovered 
through recent orders that Detroit 


housewives like mixture 


Range and water heater 
shipments below 1956 


Shipments of automatic gas wa 
ter heaters during the first half of 
this vear totaled 1,336,500 units, a 
dip trom the all-time high reached 
during the same period of 1956, 
according to the Gas Appliance 
Manufacturer Association 

GAMA has also announced that 
hipments of domestic gas range 
during the first six months of 1957 
totaled 970,600 units, down 10.9 per 
cent from the previou 
ol 1,089,200 


year’s total 
GAMA 


tated that a continued increase in 


However, 


built-in models was reported. 


Seven Suburban salesmen 
win Honolulu trip 


Culminating a year of intensive 
ales competition throughout Su 
burban Gas Territories, seven sale 
men and their wives left for a two 
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to Hawaii ays winners of Suburban 


Gas Co.'s sales contest are: (left to right, 
seated) Mrs. Harry Shipman, Granby, 
Colo Mrs. Tom Rogers, Santa Maria, 
Colif.; Mrs. John Klor, Lancaster, Callif.; 
Mrs. Lee Fowlkes, Blythe Calif.; Mrs. Bill 
Calif.; Mrs. L. W 
Burchfield, Jr., Strasburg, Colo. and (stand 
ing) Messrs. Landholm, Klor, Rogers, Ship 
man, Fowlkes and Burchfield, Jr,. Mr. and 


Mrs. Herman Gimple, Phoenix, Ariz., (not 


Landholm Beaumont 


shown) also made the trip 





veeks’ all-expense paid vacation of 
the Hawaiian Islands. 

A yvoing-away barbecue party at 
the home of W. R. Sidenfaden in 
Arcadia, president of Suburban, 
was held on the afternoon of July 
10. The entire party left by United 
Airlines on July 11, arriving in 
Honolulu the 
of 10 day 


ame day for a stay 


M. Birnbaum is president 
of Gulf Cities Gas Corp. 
Morris 
baum, Middletown, N. Y., as 


Birn- 
presi- 
dent, Daniel Birnbaum, Middle- 
town, N. Y., as treasurer, and R. 


The election of 


C. Ballard Trigg, Tampa, Fla., as 
ecretary of Gulf Cities Gas Corp 
is announced 

Morris and Birnbaum 
have been actively engaged in all 
phases of the L. P. gas business 
ince 1933 and have filled the posi 
tions of president and secretary 
treasurer of the 
Chester, N. Y., as well as being its 
principal stockholders since 1942 


Daniel 


Fuelgas Corp., 


Robertshaw offices will 
be moved to Virginia 


Executive ollices of Robertshaw- 
Fulton Controls Co., 
burg, Pa., 


now at Greens- 
will be relocated in early 


Fail in Richmond, Va., it was an- 
nounced recently by John A. Rob- 
ertshaw, chairman of the board. 

Among reasons for the move by 
the manufacturer of automatic 
controls, Mr. Robertshaw listed: 
(1) The need to maintain closer 
liaison with government agencies 
and departments, because of in 
creased defense production by the 
aeronautical and other divisions 
of the company; (2) a generally 
better geographic location with re 
spect to the company’s manufac 
turing divisions at Milford, Conn., 
Philadelphia, Knoxville, Tenn., and 
other points in the East; and (3 
the fact that Richmond offers good 
air transportation facilities for 
company personnel, 


Whirlpool gas ranges 
used in housing project 


RCA Whirlpool home appliances 
will be used exclusively in a 600 
nit housing project launched re 
cently at Cherry Hill, N. J. The 
equipment will include 
stee] built-in gas ranges. 


stainless 


The kitchens are designed ac- 
cording to specifications of house- 
wives who participated in the re- 
cent National Women’s Housing 
Congress in Washington, D. C. 

The $17 million housing project 
in the Philadelphia-Camden area 
was Officially opened with radio- 
TV personality Fran Allison pre- 
siding as model 
homes. 


hostess in the 


Roberts is executive vice 
president of Pyrofax Gas 


R. EK. Roberts has been elected 
executive vice president of Pyrofax 
Gas Corp., unit of Union Carbide 
Corp., it is announced by Walter 
A. Naumer, president. 

Mr. Roberts began his associa- 
tion with Union Carbide in 1926 as 
a salesman for Prest-O-Lite Co., 
Inc. in Indianapolis. The following 
year he went with Pyrofax and af- 
ter that held various sales posts 
throughout the Middle West and 
the Eastern regions of the United 
States. He moved to New York in 
1938 to become assistant sales man- 
ager and was promoted to the posi- 
tion of sales manager in the follow- 
ing year. Mr. Roberts was made 
a vice president of Pyrofax in 1953. 
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Hurricane fails to stem 
Texas Butane convention 


With Hurricane Audrey churn 
ing the Gulf of Mexico into a high 
tide, and angry white-capped waves 
beating down just short of the sea 
wall which protects the island city 
of Galveston, the Texas Butane 
Dealers Association held its annual 
convention and exposition de 
pleted in number but high = in 
pirit 

Half of the 600 expected regis 
trants had to turn back to their 
inland home cities in the face of 
pouring rain, raging wind, and 
yushing waters, Sut the 300 who 
lasted out the trip found a conven 
tion and trade show awaiting them 
Which worth 
Vv hile 

“Profit Is the Mainspring of 
usiness’’ was the theme of the 
June 26 to 28 convention which 
featured a panel on load building, 
a report on a cost of doing busi 


made the danger 


ness survey, and a speaker on how 
to avoid bad credit practices. 
Jack Walcher, Eddins-Walcher 
Butane Co., Midland, Wa elected 
president of the as 
coming year 


ociation for the 
Four vice-presidents 
were elected in keeping with the 
new organizational setup in which 
one vice-president heads each of 
four state regions, each made up of 
everal districts. 

Vice-presidents are Paul Auten, 
Automatic Hous 
, Corpus 

Corpus 
Emory Huff 
sutane Service, Dal 
las, region C; and Sam Strong, 
Townsend & Strong, Lubbock, re 
gion D. Gus J. Moos, Austin Hy 
dro Gas Co., Austin, was re-elected 
ecretary-treasurer, a position he 


Butane Gas Co., 
ton, region A; Alton Will 
Christi Butane Gas Co., 
Christi, region B; 
hines, Urban 


has held each year since the asso 
clation began except one during 
which he was president 

\ total of 47 exhibit booths held 
forth in Moody Civic Center, bring 
ing to Texas dealers the latest in 
equipment and appliance 

The necessity to develop drivers 
into load builders, up small volume 
accounts, advertise on a= regular 
basis and participate in civic af 
fairs was brought forth during the 
panel discussion on “Load Build 
ing for Profit.” The panel, made 
up of leading Texas L. P. gas deal 
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headed by J. C. 
University of Houston. 

H. C. Pittman, Jr., chairman of 
the state accident board, keynoted 
William L. McGill, 
director of state civil defense ac- 
tivities, told the convention that the 
butane industry of Texas plays an 
important role in the plans being 
made by that state’s civil defense 
officials. 

A statu 
Doing 


ers, Was 


Taylor, 


the convention. 


report on the “Cost of 
Survey,” being 
conducted for the association by a 
(‘PA retained for the survey, was 
vyiven during two days of the con 
The CPA hopes to work 
ip cost of doing business formulas 
for every size LPG business in the 


Business 


vention, 


tate. The association gave him 
the go-ahead to hire an assistant to 
complete the necessary work. 
Safety awards, signifying no ac 
cidents for one year, were presented 
to 568 individuals representing 107 


fim 


Dinner, cash prizes keep 
Kentuckians on their toes 


How can association officers make 
certain that members check in at 
the convention hotel the day before 
the convention opens? The Ken- 
tucky LPGA has a buffet supper 
and show the evening before. How 
can dealers be urged to visit the 
trade show? The Kentucky LPGA 
vives away $2 bills every 25 min 
utes. How can dealers be encour 
aged to buy from exhibitors during 
the show The Kentucky LPGA 
drawing for major cash 
prizes for those who do. 


has a 


All of the above events plus its 
public relations day, the 
awarding of scholarships and a 
highly successful educational pro- 
gram sparked the 10th Kentucky 
LPGA convention, July 21 to 23, 
at the Kentucky Hotel, Louisville. 
The convention was opened the 
morning after the buffet dinner by 
a grand march of exhibitors and 
led by Miss Kentucky L. P. 
“Beef Session” on Ken 


annual 


donot . 
Gas. A 
tucky’s L. P. gas law and regula- 
tions was a highlight of the pro- 
gram. All dealers paying license 
fees were invited and everyone had 
his say—good and bad. 

“What Is Your Future in the 


P. Gas Business” was the sub- 


ject for the convention’s panel dis- 
cussion which featured top experts 
on the panel. General panel topics 
included fuel supply, finances, load 
building markets, heating (with 
special emphasis on the electric 
heat pump), and rural highways 
and bridges. 

Max Fetty, Delta Tank Manu- 
facturing Co., presided over the 
annual Presentation of Home Eco- 
nomics Scholarships. 

“Tips on Techniques” was the 
title of a program which included 
“Tips on How to Use Cooking in 
a Demonstration” by Miss Mar- 
garet Easley, home service rep- 
resentative, Tappan Stove Co.; 
“Dramatization in Demonstration,” 
by M. E. Dobbins, Pyrofax Gas 
Corp.; and a motion picture en- 
titled ‘“Let’s Burn Weeds,” pre- 
sented by Woodrow Trail, Dealers 
Supply of Memphis. 

Once again, dealers invited home 
demonstration home 
economics instructors from all over 
the state to the annual Public Re- 
lations Day at the convention—a 
day devoted to educating the guests 
on the benefits of L. P. gas. 

Thirty-eight exhibits rounded 
out the association’s trade show. 
Every 25 minutes, a number was 
broadcast over a loudspeaker to 
the floor of the show. This number, 
printed on the registration cards, 
matched numbers typed on regis- 
trants’ badges. If the person with 
that number was on the floor, he 
received a $2 bill. In addition, a 
ticket was given for every $100 
worth of merchandise bought by 
dealers during the show from the 
exhibitors. The tickets were de- 
posited for a drawing and the three 
winners received cash prizes of 
$100, $50 and $25. 


agents and 


Minnesota registers 240 
at its annual convention 


A registration of 240 L. P. gas 
dealers and suppliers packed the 
Grand View Lodge, Brainerd, 
Minn., June 27 and 28 to transact 
Minnesota Petroleum Gas Associa- 
tion business, hear the latest eco- 
nomic trends, learn more about the 
activities of the National LP-Gas 
Council and partake of Minnesota 
golfing and fishing. 

Scene of the activities was the 
annual Minnesota PGA convention, 
presided over by President Ed Kop- 
plin. Included in association busi- 
ness conducted were an outlining 
of the state fire marshal’s powers 
under the recently passed ‘Model 
Container Law,” and a discussion 
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New Honeywell Adatrol* offers either suap-action or 


Modusnap* thermostats for room and wall heaters 
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PLUS 15000 Adatrol 
Thermostat 
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Dp 


(592 Gas Cock 
Pilotstat” 


/ y 
PLUS 15001 Modusnap 


Thermostat 


EQUALS V5157 
Adatrol Modusnap 


Honeywell Pilotstat* with choice of add-on thermostats helps you 


double profits in 5 minutes 


@ Easy to sell—You can now offer Adatrol with 
snap-action thermostat or the new Adatrol-Modu 
snap which has both snap-action and modulating 
offer 


suited to indi 


control You sell évery Customer because you 
the pr 


vidual needs. You can sell budget minded « 


cific thermostatic control best 
istomers 
the pilotstat now—and their choice of add-on ther- 


mostats later 


© Easy to install—Five minutes is all it takes to 


install either Adatrol or Adatrol-Modu nap 


on actual tests 


You double 


wall heaters wrt/ 


© Easy to double your profits 
pre tit 
either Adatr 


I! ‘ 
eli room ana 


when y 
| or Adatrol-Me lusnat 
To order your Adatrol or Adatrol Modu 


to get further information 


nap, OF 
call your local Honey 
Minneapolis-Honey well 
Minne Ota 


well office. Or write to 


Dept BN Minneapolis 


Honeywell 
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of the assoc lation 4UCCE ful Hall 
of Flame exhibit at the 
state fair 


ann ial 
“This nation’s agricultural 
tem is now producing = sufficient 
quantities of food to feed our pre 
dicted 1960 population,” Robert 
Worcester, Federal Reserve Bank 
official, told the convention at the 
first day’ 
Kleinmann, 


luncheon Erwin § 
Dearborn 


addressed the second day’ 


Stove Co., 
luncheon 
meeting by stressing the need foi 
alesmanship 

several officials of the National 
LP-Gas Council were present at th 
convention a yuest of the Min 
nesota ua Included wa 
Council president Al Cote who in 
formed the convention of the bene 
fits derived by Minnesota L. P. ga 
dealers as a result of the Council’ 


oclation 


promotional activitie 

Golf tournament and fishing 
donated by 
upphiers highlighted the entertain 
ment portion of the convention 
Also scheduled was a full two-day 
ladies’ program which included golf 


contest with prize 


and fishing contests for the femi 
nine contingent 


Montana, Wyoming meet 
at Yellowstone National 


Ninety people registered at Yel 
lowstone National Park, June 17 
1%, for the joint meeting of the 
Montana LPGA and the Wyoming 
L. P. Gas Dealers A 

Those in attendance heard Tal 
LPGA, 


‘port on 


oclation 


mage Lovelady, president 
Worland, Wyo., vive ail 
“Past 


“patety 


Pre ent and Future.” 
Program Do Pay Divi 
outlined by W M 


dend ’ Wi 


Recently elected officers of the Wyoming 
L. P. Gas Dealers Association are (from 
left to right) A. F. Germann, treasurer; 
Ira Lamb, secretary; Jack White, presi 
dent; Burt Sheldon, 2nd vice president; and 
Bill Denny, past president of the group. 
Not present when the picture was taken 


was Earl Wade, Ist vice president 
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New Montana LPGA officers are (seated 
left to right) H. E. Greke, secretary-trea- 
surer; Steve McKulin, president; (standing) 
Lyle Moncur, vice president; and Glenn 
Scheihing, director. 





Richard, Petrolane Gas Service, 
Long Beach, Calif. 

R. CC. Bradley, Texas Natural 
Tulsa, Okla., told 
the dealers how to make and con 
tinue making “Profits.” J. C 
ford, LPGA, Denver, Colo., gave a 
talk entitled ‘‘Wheelbarrow oO} 
Jets.” 

Steve Mckulin, Liquefuels Inc., 
Billings, was named president of 
the Montana group, and Jack 
White, White’s Gas & Appliance 
Inc., Wheatland, president of the 
Wyoming group 


Gasoline Corp., 


Craw 


Other Montana officers are: Lyle 


Moncur, Lewistown Propane, Lew 
istown, vice president; H. KE 
Gerke, Petrolane-Midland Gas Ser 
vice, Billings, secretary-treasurer ; 
Glenn Scheihing, Miracle Gas Co., 
Billings, director; and Phil Wams 
ley, Solar Gas Co., Missoula, direc 
tor. 

Wyoming’s Ist vice president is 
Marl Wade, Newcastle Propane Co., 
Newcastle. Burt Sheldon, Ranch 
ers Gas, Cheyenne, is 2nd _ vice 
president; Ira Lamb, Wyoming Gas 
Service, Lusk, secretary; and A, F. 
Germann, Germann Gas Service, 
Sheridan, treasurer 


Tennessee convention 
educates, inspires 


Krom the moment Max Fetty, 
vice-president, Delta Tank Manu 
facturing Co., opened the program 
on July &, to the time Fax Metty, 
colonel, C. 1. C 
on July 9, the 10th annual conven 
tion of the Tennessee LPGA edu 
cated registrants one moment, in 
pired them the next, and then split 
their sides with laughter. 


, closed the program 


Education was presented on the 
first day by Dick Carver, Zero L. P. 
Gas Co., Lake Village, Ark., as he 
spoke on “Competitor Relations,” 
by William E. Booth, Cherokee In- 
surance Co., Nashville, speaking on 
“Selling Everybody’s Stepchild,” 
and Dan C. Spencer, director, Gaso- 
line Tax and Oi! Inspection for the 
state of Tennessee 

Education on the second day in 
cluded “Are You in a Good Busi- 
ness?” a speech by Amos David, 
David Sales and Service Co., Cara 
way, and a discussion of ‘Gas 
Unity” by E. Terry Hart, Nash- 
ville Gas Co. 

Inspiration came from Gayle 
Gupton, Third National Bank, 
Nashville, as he told a luncheon 
meeting to “Get the Platitude Out 
of Your Attitude,” from second 
day luncheon speaker Dr. Henry M. 
Johnson, Searritt College for Chris 
tian Workers, Nashville, who told 
the convention “How to Keep Your 
Lid On,” and from Dr. Kenneth 
McFarland, educational consultant 
from General Motors Corp., To 
peka, Kans., who inspired the ban 
quet with his “Ropes of Gold.” 

Hilarity came during the second 
day’s banquet which was addressed 
by Col. Fax Metty, special coordi 
nator, detached, C. I. C., Washing- 
ton. He spoke on “The Ionization 
of Atmosphere by Beta Particles 
from Radioactive Fallout as Com- 
pared to the Effects of Cosmic Rays 
Resulting from Transmutation of 
Atoms Through Interstellar Space.” 


American Gas Association 
convenes Oct. 7 to 9 


Continued unity of all segment 
of the utility gas industry will be 
tressed during the 39th annual 
convention of the American Gas 
Association, October 7 to 9, in St. 
Louis. 

More than 4000 representatives 
of gas utility, pipeline and manu- 
facturing companies will attend the 
three-day meeting in Kiel audi 
torium and four St. Louis hotels, 
according to Robert W. Otto, gen 
eral convention chairman and 
chairman of the board, Laclede Gas 
Co., St. Louis. 

Highlight of the convention is a 
“Shoulders to the Wheel” luncheon 
with four industry executives dis- 
cussing industry unity from the 
standpoint of the producer, the 
transmission company, the distribu- 
tor, and the appliance manufac- 
turer. 


Continued on page 94) 
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eave 14 Suppliers are 


INET aleyer-t 


Advertising supporting GEM 


.. helping Gas Utilities and 
LP-Gas Dealers sell more gas 
and gas appliances 


14 forward looking Suppliers to the Gas and 
LP-Gas Industry support the Gas Equipment Manufacturers 
national advertising program: 


American Cast Iron Pipe Co. MM. B. Skinner Co. 

American Meter Co. Sprague Meter Co. 
Bastian-Blessing Co. Superior Meter Co. 
Cleveland Trencher Co. Subsidiary of Neptune Meter Co 
Fisher Governor Co. U. S. Pipe and Foundry Co. 
E. F. Griffiths Co. Vulcan Rubber Products 

A. C. Lawrence Leather Co, vision of Reeves Brothers, Inc 
Rockwell ManufacturingCo. Walworth Co. 


you'tt Three years of consistent GEM national advertising 


BE 
Frosh as + oaisy has produced immediate and far-reaching results for 


{ the industry and for every GEM sponsor. More 
/ — Supphers to the Gas Industry are needed to help 
| support this business insurance program, 
/ 


/ hold services automatically : 
house 
/ does the 7 big hou Protecting and building present and future earnings 


\/ GAS 1 of the Gas Industry is the responsibility of eve 
A ; manufacturer selling to it. All Suppliers to the Ga 


Industry are invited and urged to participate and profit. 


As the Gas Industry (roe 8, 
So Will Go the Business of 
hue ry Supplic ry to the Gas Industry. 





Suppliers: 

For information on how you can participate, ask any 

GEM sponsor or write to Gas Equipment Manufa 

turers Committee, c/o Gas Appliance Manufacturers 
The GEM Program Association, 60 East 42nd Street, New York 17, N. Y. 
consists of advertise 

ents like the one 
pocennigete binge Gas Companies: 
above, selling gas, in 
IN DID . ‘ 

the Saturdoy Evening FREE adverti: ing mats for use in your newspapers 
Post, Small Homes | , ‘ints for | aler , ; | bh] 
Sain ak Wie and reprints for dealer mailing are available. 
Modernizing 


Al ~ 
GEM price tags are available @ $10 per 1000 with 
room for appliance prices and terms on back. 
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NEW 14", 2" AND 3" 


FLANGED-TYPE VALVES... 


lowest first- 


for money-saving reliability, 
it always pays to buy 


You asked for them, so here they are... 
flanged globe and angle valves, RegO-built 
with all the quality features you have learned 
to expect from the leader. They’re mainte- 
nance-free, virtually indestructible, and re- 
markably easy to operate. You can get them 
now from either Bastian-Blessing or your 


RegO distributor. 


Flanged Angle Valves 


N A751¢ 


DO YOU KNOW 
it will pay you dividends 
! aren Neate 


to join 


4 § 
\ L , 
te, atl 


yon? 


cost 


-BASTIAN- BLESSING?" 


4201 West Peterson Avenue © Chicago 30, Illinois 
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WHY THESE NEW RECO GLOBE AND ANGLE VALVES 


\NSTALL EASIER \ WORK Berrep 


Ductile Iron Body and Bonnet—atrong, 
tough, shock-proof; won't crack or frac 
ture from wrenching, dropping or ham- 
mer blows 


Easy-Turn Handwheel 


ample leverage 


for firm grip with 


Stainless Steel Stem—can't rust, gall or 
freeze Large Acme thread for quick 
opening, closing. Thread sealed from 
elements by “O-ring stem seal. Swivel 
seal prevents uneven wear 


V-Ring Pressure Seal—a famous RegO ex- 
clusive no packing to adjust, no 
leakage 
pressure 


Assures easy operation under 


Positive Closure—resilient, long-lasting, 


synthetic rubber seat 


Greater Flow, Less Pressure Drop — globe 
valve has “circular bridge” construction 
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LAST LONGER 


angle valve is designed with “dropped 


seat 


Take Less Space—need less clearance for 
handwheel, occupy less shelf room, re 
quire same face-to-face clearance as most 
gate valves. Flanges are standard dimen 


stones 


make handling and in 


Lighter Weight 


stalling easier, reduces shipping costs 


Interchangeable —ideal for LP-Gas, An 
hydrous Ammonia, and numerous other 
gases and liquids 


Adaptable—side port can be tapped '4" 
NPT or 4 NPT for bleed, relief, or 


by-pass valve 


Pocketbook Pleasers—with all these ad 
vantages, Keg prices are the Industry's 
lowest thanks to efficient high-volume 


production. 


7 
. 
. 
- 
= 
7 
. 
. 
. 
. 
. 
. 
. 
. 
7 
. 
. 
a 
. 
7 
- 
7 
. 
. 
. 
. 
. 
. 
- 
. 
. 
. 
. 
. 
7 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
- 


Flanged Globe Valves 


THERE'S A FULL SELECTION OF DEPENDABLE REGO 
SCREWED-TYPE VALVES, TOO, FROM 4” te 3” 


Screwed-Type Globe Valves 


4 r ATS 

No. A/T 
Al 

/ 11 

Al 

, 


/ 


Screwed-Type Angle Valves 


f 
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Now! American’ W-45-LPG 
Welded Steelcase Meters 
for LP-Gas Service 


American's entirely new series of Welded 
Steelcase Meters now brings to the indus- 
try an entirely new approach to the meas- 
urement of LP-Gas. 

The new W-45 incorporates hardcase- 
size, removable indexes for easy meter 
reading without clouding or discoloration 
of the index cover... isolated from pres- 
sure with a gas-tight, frictionless rubber 
grommet seal. Molded, one-piece lucite 
index box ends glass breakage problems. 

Designed and built to provide traditional 
American accuracy and dependability, the 
new steelcase meters incorporate these ad- 
ditional field-proven features: 


@ Sturdy, light weight, welded steeicase 
construction. 

@ Removable ‘‘handhole’’ cover for easy 
meter accessibility eliminates sokier- 
ing. 

New lifetime corrosion protective coat- 
ing. 

Wall mounting brackets for ease of in- 
stallation. 

Accurate pilot light registration. 
Interchangeable straight reading or 
pointer-type indexes. 

Molded Duramic diaphragms and rein- 
forced flag rods. 

Synthetic grommet-type internal seals 
for positive leak protection and mini- 
mum friction. 

Oil impregnated, porous bronze bush- 
ings. 

Modern styling assures ready customer 
acceptance. 








MODEL W-45-LPG Rated capacity 45 cfh 
propane at '/ inch w.c. differential—5 psi 
working pressure—!/ inch F.P.T. connec 
tions—shipping weight 8 Ibs. F.0.B. Phila- 
delphia 


BUILD SALES AND PROFITS FASTER 
WITH LP-GAS METERED SERVICE 


Metered service has been vital to the success 
of many of the nation’s leading LP-Gas distrib- 
utors. Write today and find out how you can 
benefit from metered service and build cus- 
tomer confidence with LP-Gas meters. Ask for 
American's booklet ‘‘Guide to LP-Gas Metered 
Service,’’ or consult your American Meter rep- 
resentative. 











GENERAL SALES OFFICE: Philadelphia 16, Penna 
i) _ Albany + Alhambra - Atlanta - Baltimore - Birmingham 
maven Boston - Chicago - Dallas - Denver - Erie - Houston 
co i Kansas City ~- LosAngeles ~- Minneapolis - New York 
. oS oy wp oP Melt). oF ©. @ 4 


Omaha : Pittsburgh - San Francisco - Seattle - Tulsa - Wynnewood 
IN CANADA: Canadian Meter Company, Ltd., Milton, Ontario 
INCORPORATED (ESTABLISHED 1836) Calgary - Edmonton + Regina 


SUPPLIERS TO THE GAS INDUSTRY tor troncase, Tinned Steelcase, Aluminumcase and Welded Steeicase Meters * American Westcott Oritice Meters + instruments + Reliance Regulators © Apparatyu 
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theme, “SS o1 of 10 new 


choose gas,” ha peen 


NEW 
udded te ne “gas | 7 wavs bet 
ie the national ad 
ampaign being waged 

ng suppliers of the util 

industries 
third 


; 


‘aALUreS iarye ad 


vertisement promoting gas In 


leading national consumer and 
and offers 
and |#F 


opportunity 


shelter magazines 
ity ga ompanies 
dealership 
The entire un 
sponsored by the Ga 
Manufacturers 
GAMA headed by €C 
Benson Du Jr., America 


Meter ( ¢ 


on the loca! level. 


dertaking 


Kquipment Com 


mittee { 


nane 


Consumer education as to the 


benefits of gas is the primary aim 


of the program, but an attempt i 


ng made to reach archi 


Gas Equipment Manufacturers adopt 


"8 out of 10 choose gas" as ad theme 


tects builders. Publication 


and 


currently being used are The Sat 

urday Evening Post, New Home 

Guide, and Home Modernizing. 
Headline of the 


is “8 out of 10 


attractive new 


ads new home 


choose ga with a secondary 


headline explaining “nearly 8&0 


per cent of all new home buyers 
heat 
ing and other household services.” 


The body of the 


stresses gas as being auto 


and builders select gas for 
ad features copy 
which 
matic, silent, clean 
fast, safe 


able, and con\ 


ae pendable, 
economical, comfort 


enient. 
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All ads 
and-white 


carry the 
blue tag 
the message “Gas is 7 
for the 7 
In addition, the ads 
ou live beyond the ga 
hoy the 
ences of L. P. gas 

tank) for all 7 of the 


hold 


comforts 


services,” and 
if an L. P. gas 
full 


advertising, 
utility 


lo get the 
national 
L. P. gas 


nie ie 


and 


ry 


now 


familial 


which carrie 


ways better 


and 


show a 
tank 
benefit of the 


big household service 


include “If 


main en 

conven 
(bottled or 
big nousé 


dra \ 


individual 


gas compa 


in with the campaig! 


sing one o1 


These are 


copies of the 


of four plans 
l Publish 
ads in local 


national newspa 


pers. Free ad mats are avail 
able at no charge to all inte 
ested 

2. Use 


10 in of these ads a 


window 


enlargements (30 xX 
floor 
‘I hese 


also avail 


and displays 


enlargements are 
able at no charge. 


3. Mail 


to general 


ads 


proofs of the 
appliance dealers 
who do not sell 


in the area 


gas. Proofs are also free 


1. Use the attractive 





FAST FILLING 
witH LOW PRESSURE DROP... 


FISHER: 


TYPE D134 FILLER VALVE 
DESIGNED FOR ASME CONTAINERS 


Acme Threads —Both ends of Acme threads are 
milled smooth to prevent cut and scratched hands, 
and allow easy hose attachment. 


Bleed Hole in Lower Body —This permits positive 
inspection of sealing gasket between upper and lower 
body and acts as ‘‘tell tale” in event upper body is 
being removed accidentally 


Resilient Sealing Gasket —The use of a resilient 
sealing gasket between upper and lower bodies 
insures positive seal 


High Flow Capacity —Designed to provide streamlined 
flow channels which permit maximum flow capacity 
with minimum pressure drop. 


Forged Brass Lower Body—Provides maximum 
You can always ¢ x pect Fisher engineering to Come up strength and durability 
with the last word in efficiency. The Type D134 is a 
typical example of progressive engineering in even as 


simple a device as a filler valve 
Heavy Upper Back Check Construction —I his 
( ompar the Ly pe 1144 with any similar valve on the insures trouble-free performance and eliminates 


market. That's when you'll appreciate how far Fisher blow outs” (blown-out discs) at high pressures 


engineering goes to give you the ultimate in fast filling 


Engineers with special problems... find the answer in... 


FISHER GOVERNOR COMPANY 


Marshalitown, lowa Woodstock, Ontario 


SINCE 1880 
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JORNSOW COUNTY 
L-P GAS INC. 


R 0 C K W |) EVERYTHING YOU NEED 


; —— . >) FOR ACCURATE TRUCK 
ER-Series Oscillating Piston Tl eacmeuer Bs Coe 


—~ ~ EASY-TO-INSTA ACKAGE 
LIQUID IPG SY-TO-INSTALL PACKAG 


You can buy the Rockwell ER-Series meter 

M I T t ie ‘ N . Cc ing unit in either |" ofr I'/)" size with a 
G S Y J» T E M apacity of up to 70 gpm. The complete 

; system includes meter, differential valve 


P j ‘ check valves train s te Ibo 
We ve made it easy and economical for you to get all ec vaive strainer ervice es, elbow 


the benefits of an LPG truck metering system. Now you 
can have a simple Rockwell ER-Series oscillating piston 
meter hooked up to a patented pressure loaded dispens- 
ing system that positively eliminates vapor and assures 
measurement of only liquids. This meter has fewer 
parts than others. Its accuracy and durability have 
been proved over many years. 


and connectors. An easy-to-follow installa 


tion diagram is furnished with each order 


EASY SCREW-TURN ADJUSTMENT 


The Rockwell ER-Series meter has an external micro- 
adjustment that permits a wide range of calibration to 
extremely fine limits. You do this with the turn of a 
screw driver. There’s no need to dismantle the meter or 
to use change gears when adjusting for accuracy. Get full 
facts now. See your nearby Rockwell jobber, district 
office or write for literature. 


4— Vapor Return Line 


Pressure Control Line 


ROCKWELL 


MAN 


iy 


PITTSBURGH 8, PA. Atlanta Boston Charlotte Chicago Dallas 
Denver Houston Los Angeles Midland, Tex. New Orleans New 
York N. Kansas City Philadelphia Pittsburgh San Francisco 
Seattle Shreveport Tulsa Im Canada: Rockwell Manufacturing 


Company of Canada, Ltd., Toronto, Ontario Oscillating Piston Meter 


|GEM Spons a) ” 
4 oponsor | 


Meter Outle* 
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yey 


THE 


ye FUEL 


G-4109 ‘SERVICEMAN'S WRENCH KIT 


FOR FLARED FITTING RANGES 
sever wre nche § are packed in 


Polye thylene Bag 


7 
J 


al 


GRIFFOAM 


— 


LEAK DETECTOR 


SQUEEZE 

BOTTLE 
APPLICATOR Sw 
. | 


NO ' — 


Gil 


BRUSH : 
REQUIRED my 


AVAILABLE IN PINT & GALLON CANS 
G-4046 OVEN TESTING 


PYROMETER 


The modern, 
fast method for 
checking OVEN 
TEMPERATURES 

e 
Also perfect 
for checking 
Flue Temperatures 


CONVERSION ORIFICES 


AND TOOLS 


Many 
items available’ in- 
Cylinder & 
Appliance Hand Trucks 


WRITE FOR COMPLETE CATALOG 


other special 


cluding 


PHILA.44, 


90 GEM ‘Sponsor 


PENNA 





This is the special Gas Equipment Manufacturers Com- 
mittee section of BPN. For the past three years, members 
of the GEM committee have been carrying on a national 
advertising campaign promoting gas—utility and L. P.— 
and backed by their own dollars. Now, as part of that 
campaign, these manufacturers are presenting a special 
section such as this in each of the L. P. gas and utility gas 
industry publications. This will allow them to present the 
GEM program, which allows opportunity for free utility 
and L. P. gas company tie-in on the local level, and to pre- 
sent themselves. BUTANE-PROPANE News and its sister 
publication GAS magazine are proud to be the first two 
publications to carry this section. 





7 way better” appliance 


price tags which are similat 
to the tags featured in the 
ads. And, 


to general 


supply these tag 
appliance dealer 
in the area. Tags are avail 
able to L. P. gas and utility 
gas companies for a few dol 
lars per thousand. 

cost of the 


the national ads, the tie 


The entire program 
in ma 
terial, and the trade magazine ads 
offering the tie in material—is 
being borne by the GEM committee 
members. Current sponsors are 
American Cast Iron Pipe Co., 
Meter Co., 


Cleveland 


American Bastian 


Blessing Co., Trencher 
Co., Fisher Governor Co., KE. F. 
Griffiths Co., Rockwell Manufac- 
turing Co., M. B. Skinner Co., 
Sprague Meter Co., Superior Me 
ter Co., U 
Vulean Rubber 
Walworth Co. 
With nothing to sell to the con- 
GEM com- 
sponsoring 


S. Pipe & Foundry Co., 
Products, and 


sumer themselves, the 


mittee members are 
the advertising and promotion 
campaign “as business insurance 
customers and them- 
calls the 


coordinated con- 


for their 
selves.” The committee 
campaign “a 
campaign to 


sumer advertising 


drive home the 
of modern gas.” 

The success of the 
far, GEM 
stated, is apparent from the hun- 
dreds of letters 
ing received and 


great advantages 
program so 
chairman Dushane 
and inquiries be- 
from the large 


and LPG deal- 
ers who have tied in to the pro- 
More 2000 GEM ad 


mats have used, 


number of utilities 
gram than 
been telling the 
story of gas to hundreds of thou- 


sands of newspaper readers. And 
more than 20,000 ad reprints have 
request of 175 
LPG 


15,000 price 


been supplied on 
utilities and 
More than 


already been used. 


dealerships. 
tags have 
Requests have 
come from almost every state in 
and from Hawaii. 


magazine ads 


the nation 
National 


over the 


appear 
names of one or more of 
the sponsoring equipment 
flexible 


manu- 
facturers. The program 
allows manufacturer participation 
Each 
ads it wishes 


to a large or small degree. 
selects the 
to underwrite 


sponsor 
from a large port- 
The cost of running the ads 
paid for individually or 
in conjunction with one or more 
other Approximately 
$300,000 was spent last year. 
“The program should be _ ex- 
panded,’ Mr. Dushane remarked, 
adding that ‘‘we need more help 
to do the job that needs doing.” 
Utility and L. P. gas companies 
get all of the benefits of the pro- 
absolutely no cost. “If 
we as suppliers want to continue 
to expand our sales, then we have 
a responsibility to help gas utili- 
ties and L. 
their sales of gas, gas appliances, 
and equipment, and thus create 
new markets for our products,” 
Mr. Dushane explained. w 


folio. 
might be 


sponsors 


gram at 


P. gas dealers increase 
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IS YOUR BUSINESS GROWING? 
THEN THERE’S A T R i Re ‘ T 4 


T=-1 TRANSPORT 


IN YOUR FUTURE. 


Pan Fou lt Now | 


a TRINITY STEEL co. gJpnitt 
a 1, 

6 561, rae 

EJ 


4007 ARVIN GS OtV¥ViD, DALLAS, TEXAS -3961 


Lat an D / / / foe / f / r ) $, Me f ant l Sales Other 
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THINK OF IT! 


_..an island bar 
so unique In design 
it promises 4 new 
era In tank 


fitting practice- 


\e “fa 


HOW IT WORKS 


The O ring is placed over the 
straight threads of the valve 
When the valve is fully turned 
into the island bar, the O ring is 
pressed downward against the 
bar, inward against the valve 
body and upward against the 
valve flange to make a perfect 
3-point seal 











WHAT IS AN 
O RING ISLAND BAR ? 


The basic concept of the Selwyn Pacific 
island bar goes much further than a device 
for holding the fittings. It encompasses a 
unique design of fitting attachment wherein 
an O ring instead of a tapered pipe thread is 
used for the seal. 


In the final analysis this application of the 
modern O ring technique results in the fea- 
tures outlined at right — easier and faster 
valve installation, faster filling possibilities 


plus an appreciable increase in safety factors 


She standard of ‘Ahe fulure 




















THE (Sél-Bao) O RING ISLAND BAR 


Check these advantages: 


1. FASTER FILLING 


Since filler valve extends into the tank, coupling flow 


restriction is ended 


SAFER UNIT 


Because of full mechanical valve support on O ring fittings 


offers lower contour — makes lower hoods possible too 


FASTER TESTING AND FITTING 
No pipe dope or power wrenches are required on O ring 
fittings — O ring plugs and valves are designed to be hand 
tightened and wrenched — result: a considerable 


saving in time and money 


SERVICE VALVE POSITIONING 


The unique Sel-Pac design allows the positioning of the 





service valve after the seal is made 


ENDS DISTORTION WORRIES 
Since tapered threads do not form the seal, thread leakage 
caused by welding distortion is eliminated 


(Sel-pac) 


The Mark of Leadership 


Selwyn-Pacific Company 


14502 So. Figueroa, P.O. Box 61031 
Los Angeles 61, Calif. 











ved from page 8: Alabama LPGA convention = eariorn Stove Co.'s vice-presi- 
on tied gets underway at 4a.m. dent, E 5 Kleinmann, and a dis- 
cussion of Elements of Cost vs. 
, ’ us onvention opening at Cost” by Mrs. Margaret Krueger 
sunday ? ‘| hat’ the ol butane CO., Foley, Ala. 
h Alabama LPGA Luncheon speakers included Rey. 
annual convention Charles S. Trimmier, Mobile, and 
at the Battle House W. I. Yandell, Southern Telephone 


But no official busi (‘¢ 


at that time MHper ial features of the conven- 
president of \ A i ead \ could rouse ‘ 4 ‘ - | ‘ 
‘ } ion, in addition to the fishing trip 

‘ + 4 { 4 
hed me and a golf tournament, included a 
ponsored fi pecial prize party for the district 
having the largest percentage of 


{ , , 
Cntion happening attendance and for the district hav- 
much more reason 


ing the largest percentage of ladies 
other general i These included advice 


present. A full ladies program was 


tig p A . om 4 
on il M. Dunn, president, planned 


Inc., to “Consider the sentatio of outstanding 


an explanation of “Th alesmen awards was made at the 
of Public Relations” by 


annual banquet 


Service school over, 
Kansas LPGA plans meet 


YOU'VE NEVER a T. White, Cities Service Co. 


been named luncheon speaker 


for the 12th annual convention and 
SEEN ANYTHING business meeting of the Kansas 


LV?GA scheduled for September 15 


aL ¢4 M7. and 16 at the Broadview Hotel, 
on Cd Wichita. 


Other convention plans already 
completed include a president’s re- 


THE ception, a business meeting, the an- 

A M £ R H C A N nual banquet, a ladies’ program 
and a dance party Additional 

completely automatic plans are currently being made by 


Convention Chairman Tom Akin, 
G be A } N D Pp Y E R Central L. P. Gas Service, Law 
rence 
a = ie BUTTON Recently « mpleted was the three 
SO) CONTROL day L. P. Gas Service School spon- 
“~—, 


= OPERATES ored by Kansas LPGA Education 
UNATTENDED and Safety Committee in coopera 


tion with the University of Kansas, 
Check these features— July 31 and August 1 and 2. The 
siatiniaaten inky enmaindiee ta chool included 21 full hours of in 
4 - > truction in service and safety. A 
’ ; ' en yp! $21 enrollment fee included lodg- 
peer or ing on campus for two nights, the 
COMPLETE —An entire j graduation luncheon, and admission 
fit int and transportation to the Starlight 
} f } f Theater in Kansa (itv to see a 
ADVANCED ENGINEERING—Sim.- lew tehe musical comedy 


RUGGED CONSTRUCTION tic ig w-pressure LP go Management conference 
| . 7 puts LPG dealers to work 


LOW — U ne MAIL TODAY = Solutions to business problems 


faced by all L. P. gas dealers were 
AMERICAN FARM EQUIPMENT co. brought out at the Management 


Dept. BP 


we Conference sponsored by the Okla 
v Americar homa LPGA, the Central States 


AMERICAN FARM, Aut af sin y . . District LPGA, and the Oklahoma 


, A & M College School of Business 
EQUIPMENT of @) | : ~ Administration, July 15 to 17. 


CRYSTAL LAKE, ILLINOIS : The three-day school was planned 
as a “working conference” in which 
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A MASTER TANK 
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omestic systems by Master are high the smallest, there’s a Master domestic sys- 
quality products you can depend upon tem to fit your particular need — all sizes 


because of Master Tank & Welding’s years and capacities through 1,000 gallons. Master 
tanks are constructed of double welded Hi 
Tensile steel to meet ASME Code construc 

tion. Inspected by Hartford Steam Boiler 






of experience in building better, stronger, 





safer tanks. Only the highest quality mate- 





rials, the most advanced engineering, and 





Inspection and Insurance Company. 





the finest workmanship are used in con- 





structing a Master tank. From the largest to 






Call Master for all your LP gas pressure vessel needs. 






WELDING 





2000 S. Front Street « Box 39 @ Quincy, Illinois « Baldwin 3-5014 P. O. Box 5146 @ Dallas, Texas « RI 7-2441 





STEP UP PROFITS and 
CONSERVE CAPITAL a(Vesamcelune 


with this exclusive pair... 


WEATHERHEAD ICC 


CYLINDERS 


/ 
Rs, 3) 
Cm . 


(“> 


CYLINDER 


For details, contact your 
Weatherhead represent- 
ative, or write... 


THE WEATHERHEAD COMPANY * CLEVELAND 8, OHIO 


In Canada: The Weatherhead Co. of Canada, Ltd., St. Thomas, Ontario 
Export Division Cable Address: WEATHCO 








dealers got into the act at panel 
conferences and general discus- 
sions. Four major topics were pre- 
sented by four members of the 
faculty of the School of Business 
Administration. These were Capi- 
tal Investment—Ownership Inter- 
est, Profit and Loss Control Fac- 
tors, Customer’ Relations—Sales 
and Service, and Public Relations 

Civic and Community. 

A general session launched each 
morning’s and each afternoon’s ac- 
tivities and each general session 
was followed by a panel conference 
and then a general discussion 


Golf and fishing spark 
Wisconsin LPGA meeting 

Speakers, a fire fighting demon- 
stration, a golf and a fishing con- 
test will be only some of the at- 
tractions for those attending the 
annual Fall meeting of the Wis- 
consin LPGA September 12 to 14 
at Deer Park Lodge, Manitowish, 
Wis. 

Max Fetty and Bob Manning 
will handle the speaking chores 
while the fire fighting demonstra- 
tion will be courtesy of Ansul 
Chemical Co. A cocktail hour and 
entertainment will conclude the 
three-day meet. 

The Deer Park Lodge is 20 miles 
north of Minoqua, Wis. on US 51. 


Shenandoah Valley group 
plans unified gas program 


A unified highway sign program 
was considered and a budget for 
television advertising was present- 
ed at the third meeting of the 
Shenandoah Valley Blue Flame 
Council held July 17 at the Vir- 
ginia Gas Distribution Co. 

The Council is a group of L. P. 
gas dealers and utility gas com- 
panies, banded together for promo- 
tion of all gas. 

A proposed six months budget 
for television advertising over sta 
tion WSVA, Harrisonburg, Va., in- 
cluded Shengas Corp., $720; Dixie 
Bottle Gas Co., $360; Peoples Gas 
& Supply, $180; Valley Gas, $180; 
Country Gas, $180; Bottle Gas of 
Virginia, $120; Bottle Gas of Lex- 
ington, $60; and Virginia Gas Dis- 
tributing Corp., $900. Total budget 
would total $2700. 

Mr. Hal Batsch, Beals Advertis- 
ing Co., explained his company’s 
sign program which has been used 
in Oklahoma, Pennsylvania and 
several other localities. 

Next meeting was set for August 
28 at Harrisonburg. 
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A le el Tee NT, eae ae we ee Oe LOO SS SS eeeYlUNSC.ULULwmhrhUS CUCL baal rs —_— ewe we te 6 UTI, FEAVS F Ais +499 


Especially Suited 4 ie 


FOR THE "a * A few years ago we introduced this 


va. SPECIAL FORMULATION of aluminum paint 

BOTTLED GAS \ f) UST RY [A especially for the gas cylinder industry and 
the response was overwhelming. TODAY... 

‘ "7 ‘ Y leaders in the industry recognize SHEFFIELD 

> , Fr GAS CYLINDER ALUMINUM PAINT as the 

one paint that takes plenty of abuse .. . and 

- comes up bright and smiling! If you haven't 


tried it yet send for additional informa- 
tion—and see for yourself! 


AVAILABLE IN GALLON, 5 GALLON and 55 GAL- 
LON CONTAINERS. Remember... SHEFFIELD 
ALUMINUM GAS CYLINDER PAINT is better ALL- 
WAYS... MORE ECONOMICAL .. . a little goes a 


long way! 





Fast Drying 

May Be Stencilled Within 15 Minutes 
Hard Surface 

Won't Rub Off 

Smooth Finish 

Semi-Lustre 

long Wearing 

May Be Brushed or Sprayed 


No Unpleasant Odor 


* 
* 
* 
* 
* 
* 
* 
* 
* 
* 


Made With A Special Synthetic Vehicle In- 
soluble in Turpentine or Ordinary Petroleum 
Thinners 


ev — 


| Sheftielel ALUMINUM TANK PAINT 


Libowdary feted 


Extensive weather-o-meter tests prove this NEW aluminum 








paint will resist more than one and one-half years EXPO 
SURE TO WEATHER EXTREMES! Formulated to do TWO 
specific jobs to PROTECT surfaces against rust, wear and 
corrosion and to add a long-lasting attractive finish. Covers 
all primed surfaces in ONE COAT... economical in appli- 


cation economical because it is long lasting! 
9 9 


Ideal For Bulk Gas Storage Tanks 


Shetticld AZemze PAINT CORPORATION 


ONE OF THE WORLD'S LARGEST / 


MANUFACTURERS OF ALUMINUM PAINTS CLEVELAND 19, OHIO — 
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National LP-Gas Council 
moves ‘full speed ahead’ 
“Tull speed ahead Ni the 


animous report of all committee 
the vALION: al i ouncil at 
r 


meet 
directo i i Grand Vie 


board 


membves 
promot 
kebruat 
Phoma 
chairman 


mittee 


Erwin §S. Kleinmann, Dearborn Stove Co., 
chairman of the National LP-Gas Council's 
public relations committee, reports to the 
Council board of directors at its recent 


meeting near Brainerd, Minn 





he said, 105 are retail markete) 
of L. P. gas. And, contributions to 
the organization are 20 per cent 
ahead of the same date last vear, 
Council director George J. Schulte, 
Jr., told the group. 

Results of the Council’s “gra 
roots” public relations program 
were told by public relations chair 
man Erwin 8S. Kleinmann, Deai 
born Stove Co., and the results of 
the Council’s market pattern study 
and how the study will be used in 
the 1958 advertising campaign 
were explained by advertising com 
mittee chairman D. G. O'Meara, 
Pyrofax Gas Corp. 

At the suggestion of E. Carl 
Sorby, Geo. D. Roper Corp., chaii 
man of the Council’s executive com 
mittee, representation on the Coun 
cil by the LPGA was changed to 


SAVE TIME, SAVE MONEY ' 10 marketers and six manufactur 


ers from the previous eight of each 
SAVE ON SERVICE 4 

Purpose of holding the meeting 

o - at the Minneapolis resort was to 

o Vij e OQOU honor Frank T. Carpenter, United 

Pe Y Petroleum Gas Co., for his work 


on behalf of the L. P. gas industry, 
LP-GAS PUMPS according to A. H. Cote, president 

of the Council and general sales 

manager of Suburban Propane Ga 

SAVE TIME—Step up delivery with complete with Underwriters marker Corp. Mr. Carpenter was recently 





high-volume-at-low-speed Viking LP at no increase in price named chairman of the Council's 


; new dealer sales aid committee. 
gas pumps SAVE ON SERVICE—No lubrication 


required. Dry liquid mechanical seal 


SAVE MONEY—Vikings are availa 


and O-ring gaskets assure you of 


ble in the right size for every job— non-leak operation 


Sizes for every use—8, | 12, 17, 20. 28, 3 7 GPM Send Today for 
Complete Information Ask for » catalon § 


VIKING PUMP COMPANY 


Cedar Falls, lowa, U.S.A. In Canada, it's "ROTO-KING" pumps 


See our File in Butane-Propane Catalog 
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Order from PURE and enjoy these advantages: 


. You buy direct from Pure Oil—producer of its own LP-Gas. 

. PURE ships promptly in any weather in its own tank car fleet. 
. PURE can also ship by transport truck. 

. PURE owns nine sure sources of Puregas for prompt delivery. 


. PURE’s huge underground storage facilities assure you of 
Puregas ... yours when you need it most. 


Decide now to get your LP-Gas from PURE. In 
fact, fill your storage tanks with Puregas right now 
and be set for your winter business. Call or write 
your nearest Pure Oil office today. 


A Puregas @® 


Be sure with PUR 


The Pure Oil Company, 35 East Wacker Drive, Chicago 1, Illinois * Worland, Wyoming, Box 38 
Minneapolis, Minnesota, 825 Thornton Street, SE * Fort Worth, Texas, Fair Bidg., Box 2107 
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Sell 600 Ibs. ait 
LP-gas/year FP) tne tenn 


bi le McNamar names McElroy and 
« i oe Relyea to managerial posts 
;' Lee D. McElroy has been ap- 
pointed sales manager of the LPG 


and anhydrous ammonia division 
WATER WARMER of McNamar Boiler & Tank Co., it 
is announced by James Jackson, 
president. 
tank heater when you sell a Johnson Write for catalog of Mr. McElroy has held a similar 
Water Warmer. You sell an average of Johnson's complete fant! | [ee | position with Vulcan Steel Tank 
600 Ibs. of LP-Gas per heater per year, water heating line ' 
The dependable, weather-proof Johnson JOHNSON GAS 
Water Warmer 15 easy to sell, too APPLIANCE CO. 


Cattlemen and dairymen know their stock 597 E Ave. N. W 
do better, profit more, when their water Cedar Rapids, lowa 
1s at a drinkable 48”. And the Johnson e 
Water Warmer maintains that temperature 


You sell more than an automatic stock 


in the coldest weather. It’s safe, efficient 
and very easy to install. Profit twice ; 


with the Johnson Water Warmer If it burns gas (,) 
look to Johnson Since 1901 


R. D. Relyea L. D. McElroy 


Just what customers want- * : 

G . Co. for the past year and a half 

SUPERIOR HEATING , and previous to that was sales rep- 

eee —— resentative for his present firm 

and STYLING throughout the Middle West for 
five years. 

At the same time McNamar an- 

nounces the promotion of Russell 

D. Relyea to assistant sales mana- 

ger of the same division. He was 

previously employed as a sales en- 

gineer for Ross Heat Exchanger, 

a division of American Radiator. 


SO | 

, “a Assistant mor sales mar 
A a 

we i] 


“Yes. that’s hut a Meiter is promoted to 
es, that’s , vice president of Worthington 


“Continental Worthington Corp. announced re- 

cently the election of William A. 

onsale Meiter to the newly created post 

~ ° ” j | of vice president—employee rela- 

Styling tions and organization develop- 
ps oa ment. 

Mr. Meiter, formerly general 

hecion eumens tins af marketing manager, has been asso- 

vented and safety cabinets ciated with Worthington since 

all A.G.A,. approved. 1927. 

neem y Walther H. Feldmann, president, 

v800 announced that all corporation ac- 

tivities in the fields of employee re- 

lations and organization develop- 

ment will be brought together un- 

Huntsville, Ala. | der Mr. Meiter’s direction, includ- 


eee ee eee eee 


Send for new catalog 
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Your One Supplier with everything in L.P. gas 
relate MW: Valabaciae)') -Uiilieliliom t°( ell lula 


W. A. Meiter A. W. Fraser 


Vice president Marketing Mar 


ing personnel policies and _ prac- 
tices; compensation; recruitment, 
education and training; personnel 
development and organization de- 
velopment; communications; and 
union relations. 

He will be succeeded as general #3 x 
marketing manager by A. William The Loadmaster” LPG Truck Tank 
raser, commercial vice president 
in charge of the district sales of- 
fices at Chicago, Denver, Kansas 
City, St. Louis, and Minneapolis. 
Mr. Fraser has served successively PASLEY-DESIGNED Truck 
as sales engineer, Chicago district . 
manager, and general European Tanks (see above and right) 
manager before his appointment to were first to feature all 
the Midwest region. controls from one location. 


Garee is manager of operations All operation is from one 
for the Gas Machinery Co. point—rear compartment. 


Samuel A. Garee has been ap- 
pointed manager of operations for 
the Gas Machinery Co., Cleveland 
manufacturer of gas plant and 
process equipment and industrial od - | BULK PLANTS Pasley LPG and 
furnaces. . Ammonia type installations — a 

In his new position, he is co- : a ° . . 
ordinating and supervising the . ; 7) turnkey job or engineering for 
operating departments required : = your own installation. Write, wire 
for processing orders from _esti- or call. 
mating and engineering to fabri- 
cation and delivery. 

Mr. Garee came to Gas Ma 
chinery from Gas Atmospheres 
Inc., where he was general man- 
ager. 


























Also a complete line of accessory 
equipment. 











COLOR — The Modern Trend! 


" “~~ —s Bring your LPG Equipment up t 
Pastels By Pasley date Available in the cece 


colors . . . (write for information 


Blush Peach Smoky Grey 
Sunshine Yellow Seafoam Blue 
Mustard Lime Wedgewood Green 
Eureka Orchid Rose Beige 


Lake Blue Desert Rose 
J. W. Ostler 


Canadian Meter 











Ostler is president and | leh 
director of Canadian Meter 


John W. Ostler has been named The Pasley Mfg. & Dist. (Co. 


president and director of Canadian 


Meter Co. Ltd. according to an an- j 
nouncement by William C. Hamil- 
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of American 
parent company 
() tle na 
dent and yeneral manayer of Ca 
nadian Meter ince 1955. He 
1937 
Meter Co 


ter “are located = at if 


been vice presi 


oined 
the firm in 
Canadian headq lial 
recent] 
mpleted plant in Milton, Ont 
Mr. Ostler is president and pub 
Publishes 
Lid., and is a member of the Ca 
nadiar (ai ASS0Ut econd 
ident of the Natural Gas & 


Petroleum Association, and Lique 


ney of (a Journal 


lation 


Vice pre 


fied Petroleum Ga \ oclation 


Worthington division names 
sales managers, opens office 
Mason-Neilan, division of 
Worthington Corp 
Ma , na 


burgh and 


Norwood 
appointed new Pitt 
Seattle district sale 
managers and has opened a di 
trict office at Wilminyton, Del., ac 
ording to an 


announcement by 


ce president of 
John W. Brown, formerly 
aye} ut Seattle, Wash., 1s ap 


man 


pointed manayer of the Pittsburgh 


district, replacing A. Blair Powell 





1027 
COUPLING 
WRENCH 
for 1016 


INC., 





SAFEST CONNECTIONS FOR TRANSFERRING LPG 


VAPOR RETURN COUPLING 


2798A 44° M “ fe. Acme 
2799 fe 
2799A \ fe. Acme 
2791 uy, fe. Acme 
2792 ” fe. Acme 


Acme 


HOSE COUPLING 


1016 314° fe Acme x 2 
1OI6A 2'4' fe Acme n 1%’ 


TANK CONNECTION 


3% M. Acme 
2\4 M. Acme 
2\4 M Acme 


SEAL CAP FOR TANK 


1017 3'4" fe. Acme 
1OI7A 2'4° fe. Acme 


WE SELL SAFETY! 


Roney’s liquid and vapor hose couplings are safe. The 
pressure is always under control by means of the speedy 
Acme thread which can be gradually loosened. Roney fea 
tures the most complete line of liquid and vapor hose 
couplings available. Specify steel construction for use with 
NH3. Send for our new general catalog of LPG fittings. 


105 COLE STREET, DALLAS, TEXAS 
LOOK TO RONEY FOR LPG AND NH3 EQUIPMENT 








moted to ge! 


recently pre 
manayer. 
Thoma = Robinson, iu al ( 
vyineer at the Skaneate! office 
ince 1951, ha been pl moted te 
district manager at Seatt 
The Delaware River 
erved by a new 
office at Wilmington, Del., 
A. $S. Chatfield as 
Chatfield wa 
yineer for American Mete) 


nov pe 


mManayer. 


previously 


Tavlor Instrument Co. fo 


17 year 


American Meter promotes 
Stevenson to vice president 
George W 
0 vest coast operation , na 
appointed as vice” president ot 
Meter Co. and will con 


tinue in charge of 


stevenson Mmanayel 


Heel) 


\merican 
sales and manu 
in Washington 
California, Arizona, Ne 
vada, Idaho, and the Hawaiian 
Islands, according to W. G. Hamil 
ton Jr., president. 


facturing activities 


Oregon 


Mr. Stevenson American 
Meter in 


ales engineer 


joined 
1928 and was 


with 


appointed 
headquarte} 
1936 He wa 
promoted to assistant manager of 
the Los Angeles factory in 1941, 
manayer in 1951 and manayer of 


1954 


in Los Angeles in 


west coast operations in 


> 


; 


G. W. Stevenson W. H. Cochrane 


Met 


Neptune appoints Cochrane 
executive vice president 
William H. Cochrane ha 
elected a director and has joined 
the management staff of the Nep 
tune Meter Co., New York, as ex 
ecutive vice 


been 


president, it is an- 
nounced by Dante E. Brogyi, pres 
ident and chief executive officer of 
the corporation. 

Mr. Cochrane fills a 
created office which has 
established to provide closer co 
ordination among the 
yanization and its many 


newly 
been 


parent Oo} 
subsidiary 
companies 

Prior to joining 
was associated with Lever 


Neptune, he 
Broth 
ers Co., as general manager of the 
industrial division. 
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from the smallest 
to the largest-- 


aM E TRANSPORT 
. TANKS 


WinDOM BUTANE Ca. 


wherever you transport LP-Gas, you'll 
find an LMC Tank to suit your needs. 


Year after year, more and more LPG dealers throughout 





the nation have given LMC products the strongest possible recom 
mendation that of re-ordering additional units after carefully 
checking the performance of their first LMC tank 


From small units, for home delivery on the Great Plains, to 
10,000 gallon transport tanks to haul loads in the steep Rockies, 


LMC has pioneered many changes which are now standard 
Illustrated above are the LMC single barrel, features on all transport tanks 


neck-down transport tank with a capacity 
of up to 10,000 gallons and the twin barrel 


Home Delivery Unit with capacity of 1400 
to 2200 gallons engineered for economy by Lubbock Machine 


Many dealers who started with one single barrel LMC home 
delivery unit are now operating fleets of transport tanks, all 


Write, wire, or phone today! Find out how easy it is to 
purchase on the Budget Plan or the LMC Lease-Purchase Plan 


LUBBOCK MACHINE & SUPPLY CO. 


589 @ POrter 2-5269 


Buy on He Budger or Lease- 
43 Purchase Flan 
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Sk 


SS 


MM @q@M@EMM@ PqE=@ Pg) Wns General ee ols makes three 
managerial changes 
Insist on SUPERIOR yy Three of General Controls 42 
branch offices have announced man- 
motor fuel tanks : GZ | agerial changes. 

\ / y Mal Johnson, formerly regional 
industrial controls representative 
in Chicago to assistant branch 
manager, Chicago. 

Lloyd Miller from field repre- 
sentative in Chicago branch office 
to manager, St. Louis branch. 

Richard Matz promoted from 
field representative in the Detroit 
office to manager of General's In- 
dianapolis office. 


SS 


S 


x 


XX 


ty 


Rockwell names Munro Corbin 
vice pres., asst. to pres. 


Munro Corbin, controller of 
Rockwell Manufacturing Co. since 
1951, has been elected vice presi 
dent and assistant to the president, 
it is announced by Willard F. Rock- 
well Jr., president. He is succeeded 
as controller by John T. Farrell, 
One of Superior Tank Corporation’s 21 STANDARD SIZES assistant controller since 1953. 
basic objectives has been the develop Mr. Corbin’s new duties will in- 
clude coordination of all staff and 
management committee functions 


Superior Motor Fuel Tanks 


, i ete e Of two-piece 
ment of a complete lin f O-| € range from 12 to 107 gallons 


al ti ) et § ‘quirement for 
fuel tanks to meet any re 1 . I walter capacily Custom tanks 


Motor Fuel and Tractor Conversion. In 
i r Fuel I built to specifications. Tractor 


UPERIOR 5 odern ant, two deep 
SUPERIOR'S modern | I tanks designed and fitted with 


i s are transformed into a , 
drawn shell ire ransform ( meeeneacy - brackets tet tated. 


\ : § 1e-Wwe > ested, an 
fully -fitted, single-welded, tested, and 4.4) installation. 


finished tank——built for service, depend 

ability! Superiok Tanks are a product 

SEVEN MOST POPULAR SIZES: 
127%" 1.D. x 40” 18” 1D. x 42” 
1444” 1D. x 43” 20” 1.D. x 42” 
16” 1D, x 40” as UR. & Sa 
Superior, Call or write today for details. 24” 1.D. x 45” 


ol superior engineering know how and 
quality control you can recommend with 


confidence, sell with pride! Insist on 


Munro Corbin J. T. Farrell 


= ‘> ~_ . at the company’s national head 
&, i f= 4J2L1Ore (le quarters in Pittsburgh, Pa., as well 
TANK CORPORATION (roms as long-range planning and special 
assignments. He will also be in 
charge of the company’s acquisi- 
tion program. 

Mr. Corbin joined Rockwell’s ac- 


counting department in 1940 and 
( was named assistant controller in 
\ ; . . 


Tel. (Clarkston) 3-7151, 4846 Lawrenceville Hwy., Tucker, Ga 


1947. Mr. Farrell joined the de- 
partment in 1946 and became su 
pervisor of headquarters account 


lV ttrin Meee 


b, y Gas Machinery names Knierim 
_eP ~ NSIS to manager, heat treat sales 
GAS GAUGE ai ate 4 Carl O. Knierim has been ap 
~~ > =" : pointed manager of heat treat sales 
= " for the Gas Machinery Co. 
ROCHESTER MANUFACTURING COMPANY Ba Associated with the company for 
17 Rockwood St.. Rochester 10, N.Y - 16 years, Mr. Knierim was most 


A‘ mp f CoO A f TEXA GA UIPMENT UPPLY ’ ° ) 
GAS EQUIPMENT Lt t . (Continued on page 118) 
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IN PRODUCTS | 
AND TRADE 
LITERATURE 





For further information on items reviewed in this section use 


the convenient post-paid Readers’ Service Cards on pages 107, 108 





Multi-purpose valve 
Selwyn-Pacific Co 
new 
valve which combines in one head 
a filler, vapor return 
and fixed liquid level gauge 

When installed the valve 
the tank bo The 


announces tne 
“uni-pac,” a multi-purpose 


service Valve 


extend 
only 5 in. above 
rapid filling rate 1 
gal. per minute with a 10 lb diffe: 


in exce of 42 
ential plus a withdrawal rate of 
more than 29 gal. per minute 
5 lb differentia! 


Circle 1 on Reader 


Vitna 


Automatic drying machine 
American Farm Equipment Sale 
Co has completel 


automatic portable farm crop and 


introduced a 


SEPTEMBER, 1957 


grain drying machine Phe High pressure salamander 
features one button control of the \ 
loading, drying, 
and unloading operation 

The largest model will handle up 


to 9000 bu of corn per day, 


/ 


new low initial co eco 


. | ‘ 
entire reloading cally operating, high pre ! 
salamander is now availabl 
\eroil Products The VP & 
Iny moisture from 20 pel pales , erate at 10 Ib _talagapaaiah and 

an 85,000 Btu output with 
per cont blue flame. Features inclu 

diffused heat over a 
and a flat cover for he: 


s materials or food De 


contractor and industrial 


Circle 2 on Readers’ 
igned 
heating, the salamander is deli 
in knocked down form to save 
e! floor pace 


Circle 4 Reade) 


Commercial heater 


A series of 
direct-fired ga 
individual unit 
100,000 to 2 million Btu, hi 
added to the line of commercia 
industrial heating equipment 
factured by the Reznor M 
turing Co 

Che SC 


for top, bottom, OI 


large staink 
, 


pace neat 


capaciti« 


ie i Ailith) 


heater can YT; lé¢ veloped ny 
hnoriz Laboratori Inc 
charge and are easily adapted for ne initiated ¢: 


e in duct system t) init eliminat 


nee 


) 
an . 


rcle 3 on Reader 





fhout the nece 
iy bothersome contin 
{ 


Prequene tone 


econd 


fonicam” use : half 
tone burst at the start of an 


ransmission to activate a 


Slow-speed meter 


peed meter, designated 
1-250, 


ms per cu ft, making it 


operates at only 
capable ol ustained accurac\ 
throug! yreater powe) and low 
peed operation, according to Ame} 


wun Vi ter Co 


In addition to proven tin mete) 


Irate po ibilities, the low Oop 


peed ol the Al, 


minimun weal at vital 


eruting 790 insures 
bearing 
point 

The American AL-250 aluminum 
cuse meter has a rated capacity of 
0 cfh of 0.64 sp gr ga 
ve differential and 5 psi rated work 


at '% In 


bhige pore ine 


Reeades 


Pressure control valve 


Following tests at Underwriters 
Clark pressure 


Laboratories, the 
control valve, Model VC-101 has re 
All future ship 
label 


ceived UL listing 


ments will carry the UL 


106 


at constant pre 


The valve i 
pressure in motor vehicle and other 
itilization tanks within very nar- 
row limit 0 fuel will be available 
ure for the opera- 
and other equip- 
need precise regulation 


designed to hold the 


tion of engines 
ment that 
to operate at maximum efficiency. 
According to the producer, Clark 
Manufacturing Co., a secondary 
benefit from the use of the valve is 
that the temperature and the pres 
ire in the operating tanks are held 
faster 
warm 


low levels, which permit 


refilling, particularly in 
veathe) 


Circle 7 on Readers’ S vice Card 


Small gas carburetor 


Designed especially for use with 
L. P. gas and natural gas is the 
Model EG, 


a straight gas carburetor for 
SAE manifold flange 


len ign Carbureton Co. 


or %y in 

According to the company, the 
unit incorporates the Ensign bal 
system, removable venturi plus 
which re- 
fuel consumption at ordinary 


ance 
an eflicient economizer 
duce 
loads and speed 


Circle § on Readers’ Service Card 


Off-the-highway trucks 


Two new six-wheel truck models 
designed specially for off-the-high- 
way use in such operations as log- 
ging and mining are offered by 
International Harvester Co. 

Axles 


wider than are legal on 


highways are provided for stabil- 
ity under high loads on rough ter- 
rain. They may be had with 6 or 8 
cylinder engines, equipped for 
either gasoline or L. P. gas. 

Both models have gross vehicle 
weight ratings of 41,000 lb, and 
gross combination ratings 
of 65,000 lb. These models are ex- 
empt from federal excise tax. 


weight 


Circle 9 on Readers’ Service Card 


Built-in draft diverter 

Now on the market is a line of 
yas fired floor furnaces which have 
Manu- 
Stamping & 
Hnameling Co., each unit is a com- 


Con- 


an overall depth of 25 in. 
factured by Samuel 


plete, compact heating plant. 
factory installed and a 
radiator and draft-diverter is built 
into the unit for easy installation. 
It is designed to connect the flue 
on either side. 

These units are available in 25,- 
000, 40,000, 50,000, and 70,000 Btu 
capacities, 


trols are 


Circle 10 on Reader 


’ Service Card 


“O"-ring cylinder valves 

The Rego division of the Bastian- 
Blessing Co. has announced a new 
line of “O”’-ring type cylinder valves 
which will supplement its present 
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FOR MORE INFORMATION 


about New Products in this issue... 


use these time-saving 


READERS’ SERVICE CARDS 


Each New Product or Trade Literature item reviewed in this issue is numbered. To 
get further information about items that interest you, circle the corresponding num- 
bers on the Readers’ Service Card below; then PRINT your name, title, company and 


address plainly and drop the card in the mails (no postage is needed) 


BPN will take it from there and ask the manufacturer to send you, promptly, the data 


you want 


Please send me further information about the items circled below: 


6 7 8 9 10 11 12 #13 «+14 «2215 





21) 27 3 24 25 26 27 28 29 3 


Circle the Item Number here 





3} 32 «(33 SCS . 39 4) 42 43 44 45 





46 47 48 49 ae 56 58 59 60 


NAME Please Print 





COMPANY 
PRINT plainly to insure — 


quick delivery ADDRESS 








CITY & STATE 


September, 1957 @ This cord will be vord and should not be mained after 90 days from date of issue 
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diaphragm type cylinder valve line. available with L. P. gas engine problems Called the “T-power” 

The first two “O”-ring valves to from Ottawa Steel division, | \ radiophones, the 2-way radio unit 
be marketed by the company are Young Spring & Wire Corp incorporate a transistorized switch 
the 8103C0 and 8103C4. The latte: Four models are available, to ing circuit in the power supply in 
adds a fixed liquid level gauge and handle 2500, 5000, 6000. and 7000 place of the conventional vibrato 
vent valve to the standard features lb loads to lifting heights ranging lhe 
The bore diameter has been con from 74 to 21 ft. A wide variety ¢) 
siderably increased resulting in an of attachments makes it possibl 


mobile radiophones rated at 
and 25 watt power output are 
. . available fou operation in the 25-50 
increased filling rate of 9.3 gpm at to handle all types of material me and the 144-174 me bands. They 


10) psi. palletized on unpalletized, with the operate from 12-volt negative 
Inlet size of the valves is *, in lift yround source 

NGT (male). Outlet i tandard on Readers’ Se } 

CGA 511 (POL female 


Circle 1 on Readers’ Neo 


‘ 


Space heater 


Duo-Therm “contempo pace 
manufactured by the \p 
pliance division, Motor Whee 


Corp., Teature contemporary t\ 
and new “twin-flow heat i! 
¥ 


NN 9 ‘ 0 th: delivel tWo separate 


‘ ams of freshly circulated warm 
i It concealed blowe vyatem 1 
designed in ih «a way that air i 
heated twit once a it Is 
into the ater, and again a 


Mobile radio units forced 
Tracto-lifts { 


‘Tracto-lifts,’’ especially de plies, a new line of mobile radio are adjustable to four position 


o through new dus: 
sing all-electronic powet ’ charge duct Twin grill out 


igned for easy operation ove} inits recently announced by Moto1 complete heating flexibility 
rough or muddy terrain, are now ola eliminates vibrator replacement Cine on Reade e 


r 





it takes... 


fo sell ranges! 


We, of the new Phillips & Buttorff organization, are Enterprise-ing enough to take a tig 


from our own trademark in helping you sell ranges 


First, we have created G generous advertisir g allowance. And the percer tage is Enter 
prise ingly higher than usual for co op advertising! 

To help you make good use of this allowance, there is a new advertising program. It is 
built entirely around you, so you can direct your message to your customers, in your 


territory, over your own name 


Free mat books give you a choice of ads that are ready to run with the 
insertion of your local price and your signature These mat books als« 
include material on every gas range in the Enterprise line, plus cuts on the 


general features of Enterprise 


For complete details, talk with your Enterprise-ing salesman 


PHILLIPS & BUTTORFF CORPORATION 


Nashville, Tennessee 








L 
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“Thin” wall heater Compact gas boiler In addition to the five package 
A new thin model gas wall heater A new gas-fired boiler combining sizes, the G-2 is available sae 
designed for multi-family dwell high capacity with compact dimen- packaged in all sizes from 3 to 11 
ings, such as apartments and sions has been announced by the sections. 
motels, is announced by H. C. Little plumbing and heating division of The new boilers have an input 
Burner Co American-Standard Designated range of 60,000 to 300,000 Btuh 
It is built to standard modular the G-2, it stands only 331% in. high and an output range of 48,000 to 
ize to fit compactly under a win and requires minimum floor space. 240,000 Btuh. 
dow. Chimneys, flues and recessing Five sizes—-from three to seven Circle 16 on Readers’ Service Card 
are eliminated. It just needs a 734 ection are factory-assembled, 
in. hole in the wall packayed and crated. The circula . 
This new model “safti-vent” i tor, controls, piping and accessories 
rated 16,000 Btu and operates on are factory-installed and pre-wired 
propane gase all located on the left and front 
Circle 15 on Reade ervice Card of the unit 


what any serviceman knows 


% about... TRUCK 
rm, 
PUMPS 


= tt saitiatinetten test 












Transistorized power supply 


roi A transistorized power supply de 
I | lan or veloped by the General Electric 


Communication Products Depart 





ment for use with 2-way radio 
\y tems is designed to provide greate 


_ a \ reliability in mobile radio equip 
~ () t; a ment and to effect substantial sav 


{ 
gy \ i bs ings in component replacement 
on . It replaces the receiver portion 
Y y 2 of the mobile powel supply Mo t 
O cs eo — | 
Sy . 2-way radio units currently on the 
, Ra 7 market use vibrator powe1 up 
plies. G-E’s new unit reduces the 
lo replace a worn pump usually costs more in parts, labor, lost truck need for frequent replacement. of 
ri lelia { deliveries and customer good will than the price of the 
Vibrato 
pumy 
Circle 17 on Readers’ Service Card 
That's why Smith Precision makes every effort to build the best truck pumps ; ; : ‘ ‘ 
possible even if the ost a litthe more; pumps that pay for themselves many 
mes over through much longer top efficiency service. With this principle w 


n mind, we constantly test and incorporate new materials and other im 


provements to give you longer trouble-free pump operation, Factory recon 


Six-burner range 


fitioned pumy ry all the latest improvements and are equal to new ones ae 
im every way at | than half the new pump price he Geo D Roper Cor p offer ‘ 
10-in. “Extra-capacity eries of 
* Contact factory for further information and prices ’ > 
yas range The series offer ix 


top burners, two ovens, and tw 





boiler Kach oven is independently 
controlled, to permit simultaneou 

The right pump for your truck 

Model [C-2, shown, ts the most 


popular 17¢ seven others of 


use 

Several models are available with 
different speeds and capacities Roper ‘“‘tem-trol” automatic top 
are available burner heat control 


j 7 , } ’ 
Circle 18 on Reade e) ce Card 














i | Manometer 
The Gasco Ideal direct reading 
CISION PRODUCTS CO. . 


manometer developed by the Ga 
Appliance Specialties Co., Ine., i 


MA N STREET. § TH PASADENA, CALIFORNIA ©* RY¥an 12293 ond RYan 12691 a modern precision instrument for 
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REPRINTS 


from BUTANE-PROPANE 


... to help you sell— 


News 


to guide your staff— 


These important articles from past issues of 
BUTANE-PROPANE News are available as 
reprints, while they last, at the prices in- 
dicated. Quantity discounts (same reprint) 
10 to 49 copies, 20 % ; 50 copies and up, 30%. 


(Check should accompany 


Agricultural 
Agricultural flaming (March, 
Whirlwind in a feather 
factory 
Propane cuts cost of 
control on railway 
of-way 


(Nov., 66) 
weed 
right 
(March ’56) 


Industrial 

Plumbers’ furnaces provide 
hot market 

LPG helps surface Nebraska 
highway (April, 


(April, 56) 


66) 


Power 


leading industrie 
gas fork lift trucks 
(May, ’B7) 


America’ 


use L.P. 


Full report on Chicago’s 1050 
propane buses 

Douglas industrial trucks 
show quick saving of con 
version cost 


LPG precool 


(July, ’56) 


(April, 56) 
California 


crops (March, '56) 
Small bus fleet article 

(San Antonio and 

Wichita) (Aug., & ept 6) 
His “Carburetion Fingers” 

pay off (Mare 56) 
Heating 


This fantastic infra-red heat (March ’57) 
Selling LPG heating beyond 
the main the story of 
Cookgas (Nov., ’55) 
Degree day counter saves 
the day 
We can chools for 1@8ss 
money, with gas heat 


(June, 56) 
nave 


(Dec., ’55) 


General 
Trial by fire (March ’57 
Look for new highs in 

LPG sales in ’56 (Jan., 56) 
Is the insurance picture 


better? 


(May, ’56) 
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order) 


56) 16 pages 2bé 
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« pape 
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THE EASY 
WAY TO 


ADD 






For enclosed porches 
and added rooms 








an, N 
ee 
: \ = 
- 
- 
For workshops ’ 1 For garages 


NO CHIMNEY! NO DUCTS! NO ELECTRICITY! 


Burns all Gases 





Here’s the safe, economical and easy way to heat added 
rooms hard-to-heat room enclosed pore he irae 
workshop ittic apartment or complete hom 
Kasily installed in any wall at 
thy level 
saf-Aire burn a in a 
‘ 
veatep «= CC Tami lined steel chamber 
PRODU ompletel led | t| 
M co ip y erie il Ith if 
COMBUST ? : 

AIR room being heated. | only 
outside air for combu tion and 
vents the products of combu 
tion through the wall no 

ouTSsiO 
nig tuffy uffocating room 
comeus Arrow Mach Saf-Aire unit operate 
pie independently and has optional 
— thermo tatu control kool 
sled tI prool maximum ifety 1 
I if for 
aalinea Ai = assured under all condition 
product j n di of use 
rectly td 
Saf-Aire offers a genuine 
PSTEWAATI profit opportunity to LP gas 
dealers 


CEEEER) Write today for descriptive literature 


STEWART-WARNER 


HEATING AND AIR CONDITIONING DIVISION + Dept. AT-97, Lebanon, Indiana 











to FIT 
the job! 





Whether it's a fuel tank on a fork lift or 
a dragline . . . a domestic system or a 
30,000 gallon bulk storage plant .. . There's 
a VISIBLE Float Gauge, Taylor-Made to 


FIT the job! 


VISIBLE Float Gauges serve best in the 
LPG and Anhydrous Ammonia Industries 
because of the precise care that goes into 


their manufacture. 


Yes, VISIBLE is your Biggest Dollar Value! 






SQUIBB x3 


1213 S. AKARD, DALLAS 2545 SUMMER, MEMPHIS 


ODELL GLASS & CO. 
1277 HARDEE ST.N.E., ATLANTA 


MEEDER EQUIPMENT CO. 
1745 N. EASTERN, LOS ANGELES 








—~® L P. G. SALAMANDERS 


HIGH PRESSURE LOW PRESSURE 


10 Lbs-85,000 Btu 35 & 86 000 Btus 


Safe, sure & quiet heat. Burns with clear blue flame. Low pres- 
sure type (6 to 8 oz pressure) can have automatic shut-off 
control Approved in large cities. Designed to be delivered 

= knocked down for small space storage. Assembled in a 
few minutes. Ask for free Leaflet No. HE-S-4. It's 
AEROIL for Winter Heaters Since 1917. 


m 





cnet | 











PRODUCTS CO.., Inc. 
Wesley St., 

So. Hackensack, N. J.! 

4648 S. Western Av. Chicago 9, 


LOW PRICES 


BIG DISCOUNTS ON 
Tica TO DEALERS 





os Angeles 23, 





112 





direct reading of pressure, vacuum 
and differential. It is easily read 
the same by everyone... no guess- 
work, no calculations necessary. 
Fluid is self-contained. Made of 
nonbreakable precision plastic, it is 
light in weight (just over 2 oz 
Case is etched, annodized aluminum 
and special cap retains reading 
whenever desired. 


Circle 19 on Readers’ Service Card 





Prefabricated duct fittings 

“Seal-Tite,” the prefabricated 
line of die-cut duct, pipe and fit- 
tings for modern home heating and 
cooling, is a new concept for air 
distribution. This complete line, 
for which patents have been ap- 
plied for by the Williamson Co. 
practically eliminates the leakage 
of heat and conditioned air through 
joints of ducts and fittings. 

The tightness of the seamless 
“seal-tite” fittings is demonstrated 
in the smoke test photograph above. 
It minimizes air turbulence and 
creates a leak-proof system for dis- 
tribution of heat and conditioned 
air throughout the home. 


Circle 20 on Readers’ Service Card 


Water heater 


To meet the increasing demand 
for more hot water in the home, 
a 50 gal. automatic gas water heat 
er is taking the place of the pre- 
vious 45 gal. model in the 1957 
John Wood line. 

The 50 gal. model is available for 
15,000, 30,000, 40,000 and 50,000 
inputs with galvanized or glass- 
lined tanks. It will be lower in 
height than the previous 45 gal. 
model and have diameters under 
23 in. 


Circle 21 on Readers’ Service Card 


Gas range line 

Athens Stove Works announces 
a complete line of ‘Vesta’ gas 
ranges for use with L. P. gas. The 
line includes de luxe 36 in. models 
with 3-way top and with or with- 
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—— 


announces a new 


“shorty” wall 


gas heater 


only 


28° HIGH 


FOR VOLUME SALES 
AND BIGGER PROFITS 
IN 1957! 





More Profit- Building Quick- 
Sell Quaker Gas Heaters 


“RVM” series of vented 
‘Fireplace’ Circulators — 
today’s most efficient 
radiant gas heaters 
Exclusive 2-Way, 20 
Year Guarantee on 
“Deep Port” Burner and 
Porcelain Combustion 
Chamber 

Model RVM-500—50,000 BTU 
input. Also in 35,000-60,000. 
80,000 BTU Input. 


“CWR"” Series “Cool Cab- 
inet’’ Deluxe Unvented 
Gas Radiant Circulators — 
Features exclusive “Air- 
Stream” design. Assures 
“cool-to-the-touch” cabi- 
net. Unique engineered 
construction distributes 
heat evenly, efficiently. 
Model CWR-300—30,000 BTU 
Input. Also in 12,000-20,000- 
40,000 BTU Input. 





MANUFACTURING COMPANY 


Heating Division of Florence Stove Co 
1147 Merchandise Mart, Chicago 54, Illinois 
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Model SWC-250 Unvented Wall Gas Heater 
25,000 BTU Input. Height 28° 

Also Model WC-250 Unvented Wall Gas Heater 
25,000 BTU input. Height 48° 








Gi It takes only two screws to hang this completely new 
'*}] Quaker 28” high unvented gas heater on the wall of any 
home. In minutes, your customers get real heating com 
fort at lowest fuel costs. 

Now you can offer two Quaker unvented wall gas 
heaters the new 28” and the original 48” both 
designed for assured maximum heating comfort 








Only Quaker Wall Gas Heaters Have These Exclusive Feat 


} * 20-Year Guaranteed Super Efficient “Deep Port’ Burner and Porce- 
lain Combustion Chamber * Hangs on the Wall Like a Picture * Super 
Safe Extra Cool Cabinet * Super “Air-Flow’’ Construction * New 
Modern Decorator Styling 














Quaker Manufacturing Company 


Store-proven, power 
stepgrgyein 1147C Merchandise Mart, Chicago 54, Ill. 


packed promotions 
sell this new 28° 
Quaker wall gas 


Send me complete information and prices on 


[]) Models SWC-250 & WC-250 
heat on sight! Send [] “RVM” Series C) “CWR” Series 
coupon NOW for 

P . COMPANY 
complete information 


' 
and prices. , YOUR NAME 


\ ADDRESS 





7 civ ZONE STATE 





For further information use Readers’ 


When that ‘tough’ 
customer says... 


out rotisserie, 30 in. 


4170 


de luxe models, 
models, and “pro- 
motion priced” models. 

Warehouses 
Arkansa 
Florida, 

‘w Jersey, 
Virginia, 

A catalog 
quest. 


ipartment 


in Ala- 
California, Colo- 
Illinois, Missouri, 
Oklahoma, Texas, and 


are located 
bama, 


rado, 


will be sent upon re- 


Circle ‘cf on Readers’ Se rvice 


Card 


Strainer 


An all bra 
pres up 


by 


trainer suitable for 
to 500 psi is an- 
Watts Regulator Co. 
According to the manufacturer the 
trainer is particularly 
keeping regulators clean. 

The 
trains 
larger 


ures 
nounced 
suited for 
strainer element 
out particles .004 in. 


(90 microns). It is 
able in pipe sizes 14, 


removable 
and 
avail- 
%, and 1%, in., 
with or without petcock,. 


Circle 23 on Readers’ Serivee Card 
Sure, 
heaters may 
priced higher than 


some 


Reznor unit 


be 
inferior units, 
higher 

But 
heaters al 
Sin the 


though not 
than 

Reznor 
ways 
last 
suse Reznor makes 


most 





cost le 


long run because they much, much 


longer, Be 
Ka 
turer 


many more 
unit heaters than any other manutlac 
the economies of mass production 
Reznor to build dol 


dollar, manulacturers 


illow i better unit 


lar for than other 


can afford to offer, Reznor doesn't have 


to skimp on materials or workmanship 
mo order to maimntain 
Reznor 


for rehable performance 


1 competitive price 


heaters are engineered and built 


and long lite and 


priced so that you can sell them easily 

and profitably 
Reznor 
servic 


nearby 


And you protit from 


quality, too in fewer costly 


calls and more happy customers 


more information just give your 


a call 


M“REZNOR 


WORLD 


Change-over regulator 


An 
ovel 


Reznor distributor 


improved automatic change- 
regulator, the Type 965B, is 

manufactured by Fisher 
Co. It provides either 
remote visual indication 


ii SUNIT HEATERS 


Reznor Manufacturing Co., 4 Union St., Mercer, Pa 


being 
Governor 
direct or 


114 


Service Cards on pages 107, 108 


when supply cylinder is exhausted 
and system is operating on the “re- 
serve.” Arrow on change-over knob 
always points to “supply” cylinder. 

Remote indicator furnished with 
the Type 965B is the 803 
ramic Window” 


“Pano- 
indicator. 


Circle 24 Readers’ 


on Service Card 


Range 

Co.’s 40-in. 
GKV-62, features a 
“visualite’ oven door, 
“flexo-speed”’ 
wide 


range, 
wide 


Tappan Stove 
mode! 
Vision 
chrome-plated oven 
with temperature flame 
burner, lift-off oven door and con- 
cealed heat valve control with lock- 
valve. 


low 


type oven 
The range 
equipped with “cleanquick”’ broiler, 
clock with 
lock-type 


automat 


comes completels 
electronic 
timer, four 
‘simmerset” valves and 
instant top burner lighting. 


divided 


oy 
I 


3% hour 


top, 


Circle 25 on Readers’ Service Card 


TRADE LITERATURE 





Gas thermostat data 

For manufacturers of commercial 
and industrial equipment, Robert 
shaw-Fulton Controls Co. is offer- 
ing a bulletin describing its heavy 
duty high capacity gas thermostat, 
Model “DG.” Capacity of the 
throttling-type temperature contro! 
in the %4 in. size is 455,800 fo 
L. P. gas. The thermostat is avail 
able in temperature ranges up to 
700° F., 


Circle 26 on Readers’ Service Card 


Book on materials handling 


A complete manual on all type 
of materials handling equipment 
including fork lift trucks and othe 
power machines suitable for 
version to LPG, ‘Materials Han 
dling Equipment” has just been 
published by Chilton Co. Written 
by D. Oliphant Haynes, consulting 
industrial engineer, the 636 page 
book a short section 


use 


con 


contains on 
of L. P. gas in materials han 
dling equipment including its ad 
vantages and disadvantages. The 
book is illustrated with hundreds 
of working drawings and is a vir- 
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These Carbon Steel Valves are 
made for Oil Refineries to be 
connection with the manufacture ¢ 
Gas and where steel valves are 
and demanded. Furnished with 


packing and composition disc 


f ig. 86196— Steel “LPG” Swit 
Check Valve for 400 W. 0.G 


Fig 8619] Steel ‘| PG Angle i. Nag ‘ . 5 i S| - LPG Glose 
Valve for 400 W.0.G = Valve for 400 W.0.G 


for dependable flow control 


Consult your Powell Valve distributor for full facts about quality proved bronze, iron, steel and 


corrosion-resistant valves. For every flow control problem—there is a Powell Valve to solve it 


THE WM. POWELL COMPANY, CINCINNAT! 22, OM0o... tith VEAR 
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LOW COST 


WALL-TO-WALL 


HEATING 


OFF-FLOOR 
oN 


VENTED & 
ENCLOSED 


SAFETY 
CONSTRUCTION 


100% GASTIGHT 
BURNER TO FLUE 
100% WELDED 
o 
DIMPLED HEATING 
SURFACES MUFFLE 
THERMAL NOISE 
- 
CASTIRON BURNER 
QUIET ANY GAS 
EFFICIENT 





THE WEATER HEATER THAT PUTS 
COMFORT CONTROL AT FINGERTIPS 


OFFERS “push button” Heating at “bud- 
get costs”, installation and operation 
For new or old homes, offices, clubs, 
etc. Fits between studs and snugly to 
wall. Needs no outdoor intake or 
other duct-work. Big output-area ond 
low-level delivery assure constant Liv- 
ing Zone comfort. All-weather Draft 
Diverter and lintproof Pilot built-in 
Convenient controls; easy to clean 
Auto-controls optional. Baked finish 


@FOR ROOM OR APARTMENT 
Alse Dual-Room (back-to-back) Model and 
Auxiliary Outlets for thru-wall heating 


FULLY GUARANTEED 


vented * recessed 


WALL HEATER 


THE OHIO FOUNDRY & MFG. CO. 
"Quality Heating Since 1846” 
STEUBENVILLE, OHIO 








For further information use Readers’ 


tual en information. 
$15. Fol- 
lowing Sept. 11, 1957, publication, 
to $17.50. 


yclopedia of 
Pre-publication price is 


price goe 


Circle on Readers’ Card 


HNervice 


Truck crane folder 


The Loader,’ which ji 
installed on the truck frame im 
mediately at the rear of the 
within a full 360° area 
of the truck, is described in a new 
I-page folder just published by the 
manufacturer, Daybrook Hydraulic 
division. It fits any standard truck 
chassis. Load lifting capacities are 
given up to 4000 Ib, depending upon 
the boom length. 


“Power 


cab 
and operate 


Circle , on Readers’ Service Card 


Centrifugal water chiller data 
A new 


feature 


literature folder describe 
and components of Chrys 
ler Airtemp’ introduced 
of centrifugal water chillers. 
The water chilles 


recently 
eries 
are available in 
izes from 150 to 500 tons. 

Circle 


9 on Readers’ Service Card 


Three new catalogs 


Hauck Manufacturing Co. ha 
just issued catalogs No. 811 on blast 
type pilots for dependable ignition 
burners; and Nos 
8O04-LE on “retain a 
burner nozzles, screwed 
types. Each 
charts 


of industrial ga 
XO4A-1D) 
flame’ gra 


and 


and flanged catalog 
contain and 


table 


explanatory 


/ ) j ’ 
Courcle 10 on Readers 


Card 


Service 


Kitchen service manual 


That 
manual 


“Care Counts,” a new 16 
pape 


food 


show 
ervice how to 
lengthen the life of commercial 
kitchen equipment and keep it in 
efficient operating condition, is be 
ing distributed by Gas Consumers 
Service 

Circle 3 on Readers’ 


designed to 
operators 


Service Card 


Book for route salesmen 
Written espe ially for the route 
delivery man who is also responsi 
ble for “Selling Sense for the 
Route Salesman” can be effectively 


sales, 


Service Cards on pages 10/7, 108 


adapted to the use of L. P. ga 
delivery-salesmen. Included are 
chapters on what makes people bu) 
forging the sales talk, how to can 
vass and like it, selling for resale, 
managing time, developing a sales 
personality and many more. Autho1 
is former salesman and sales 
Fred DeArmond. List 
includes quantity discounts 


man 
ager price 


Circle 32 on Readers’ Service Card 


Zone control manual 


Minneapolis-Honeywell ha 
lished a new 28-page zone control 
manual that provides residential 
wet heat dealers and wholesalers 
with comprehensive information 
and schematics of various zone con- 
trol systems and installations. 
Guide specifications and 
information is provided. 

Circle 


p ib 


ordering 


aT ,o 
t3} on Readers’ Service Card 


Brass tube fittings guide 


The publication of a 48-page 
brass tube fittings catalog is an- 
nounced by the Weatherhead Co. 
It lists all sizes and types of brass 
fittings manufactured by the com- 
pany, including a section showing 
the complete line of Weatherhead 
and shut-off cocks 


Circle 34 on Readers’ Service 


drain 
Card 


Meter repair manual 


new Rockwell 110 
meter repair manual pro 
vides complete, detailed instru 
tions and illustrations covering 
the repair of Rockwell Manufa: 
turing Co.’s entire gas meter line 
In addition to this 
data, the manual also offers con 
siderable general information on 
certain phases of gas metering 
Copies are priced at $2.50 


Cirele 25 on Readers’ Service 


An entirely 
page vas 


specialized 


Card 
7 


LPG standards information 


Publication of a manual on “The 
Design and Construction of Lique- 
fied Petroleum Gas Installations at 
Marine and Pipeline Terminals, 
Natural Gasoline Plants, Refineries 
and Tank Farms” is announced by 
the American Petroleum Institute 
It is the result of several years of 
work by the API Committee on 
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‘Ws easier to sell 
when if is obviously better! 


- 
| 


| GAS: AREA HEATERS 


with 


[y “\ {) 7 | P /) / P I 
/ fj 
VV 


A’ 
New 


Safety and convenience are dear to the 
maker's heart. And that what she gets with Dearborn Cool § 
Cabinet. Baffle in the patented Sifonaire chassis keep 

the heart of the heater, cool air next to 

for toddlers. No danger 


just 








Other Dearborn “Sells Itself” 
points of quality: 





FEATURE. Forward-Flow Circulation. Patented « 


tion force ut ut where it warm 





BENEFITS: Room filling warmtt 
prevent ill and ceiling mudge 


FEATURE. Glo-Brite Radiants 
radiant heat. Cherry red from top t 
heat thr ighout the entire room 
BENEFIT Penetratit 

vithout erheating the tr 


There is more profit in quality . .. when it sells itself. FEATURE. High-Crown Burners. Bi; 
e five easily demonstrated points of quality (and the . os 
nsumer benefit connected with each) have helped 
sarborn dealers sell over 2,000,000 heater more thar 
other make. By selling quality, they have gotten bot! 
iore profit and a satisfied customer on each sale 


BENEFITS: Efficient 


FEATURE. Styling. « 
finish 


BENEFITS: G 
Dearborn ny help sell itself. Demonstrate a cor 


ected Dearborn on the sales floor. Get your share of qui ker 


better profits — show your customers why DEARBORN STOVE COMPANY 


4, ; il de! 1700 WEST COMMERCE e DALLAS, TEXAS 
( a Deorborn WW 


ibs 


— 


| 
| 
| 
J 
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L.. P. gas of which George R. Benz, 
Phillips Petroleum Co., is chairman. 
It was designed to fill a specific gap 
in LPG Standards, the API 
Copies of API Standard 2510 may 
me obtained for $1 each 


Circle 


Says. 


16 on Readers’ Service Card 


Heating, air conditioning book 


The Heating and 
Air Conditioning Guide 1957, 35th 
edition, published by the American 
Heating & Air Condi 
Engineers, is now avail 
contain exclusive 
design 


Ventilating 


ociety of 
tioning 
able 
practical, 


data T he 


(Circle &7 on 


and much 
and 


$12 


technical, 
price j 
Reade) Card 


eCrvice 


Materials handling catalog 

Phe fork lift 
rucks, straddle carriers, powered 
trucks 
produced by 


complete line of 


and towing tractors 
the trial truck 
division of Clark Equipment Co. is 
de 1-color 
catalog illus 


trated 


hand 


indu 


cribed in a 16-page, 


Every machine i 


Circle 88 on Readers’ Service Card 


Continued from page 104 


recently chief engineer for the in- 
dustrial furnace division. 

Three other appointments were 
H. A. Anderson, 
a Sales engineer in the 
division, to chief project 
A. Marotta, formerly 
chief estimator, to coordinator; and 
lL. P. Wolfe to cost 


also announced: 
formerly 
furnace 
engineer; J 


accountant. 


Spieth is master mechanic for 
Borg-Warner subsidiary 

Walter E. Spieth, previously 
manufacturing vice president of 
Reo Motors Inc., at Lansing, Mich., 
has been named master mechanic of 
Coote & Jorgensen Ltd., Australian 
ubsidiary of Borg-Warner Corp. 

Mr. Spieth 
general superintendent 
division of 
Kquipment Corp. and as master 
mechanic of the Hillsdale steel 
division of Dana Corp. 


served 
of 


as 
the 
Clark 


also has 


transmission 


produce { 


C. E. Hall is vice president 

of Heatbath Manufacturing Co. 
Clifford E. 

director of promotion 

American Gas As 


Hall, for many years 
for the 
sociation, has 


vice president in 
the Heatbath 
Inc., Spring- 


Walen, presi- 


been appointed 
charge of sales for 
Manufacturing Co., 
field, Mass., E. A. 
dent, announces. 

Mr. Hall was most recently di- 
rector of utility operations for the 
Coleman Co. 

He currently represents the com- 
bined house heating divisions of 
the Gas Appliance Manufacturer’s 
Association on AGA’s general pro- 
motional planning committee and is 
also a member of the New Freedom 


Gas Home committee. 


G. D. Fair 


| 


C. E. Hall 
Meatoat 
Fair is new representative 
for Fine Products Co. 

Fine Products Co., Berwyn, IIL, 
distributors of L. P. gas equipment 


and parts, announces the appoint- 





Now 


Convincing 
prove to 


with thi 
sales 
you! 


tool, you 
easily, and 
less than 
and water 


electricity 
heating 


avings with 
Calculator 


appliances, using own 
rates 

Proves to your customers’ 
faction that it’s le 
cook and heat water 
than with electricity 


your 


with 





authoritative, 
can 
prospects quickly, 
simply that LPG costs 
for cooking by 
Money talks 
with most people, so dramatize the 
a Competitive Cost 


Compares the average annual cost 
of operating LPG versus electrical 
local 


satis 


expensive to 


LPG 
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You'll close more appliance 


sales when you use this 


handy. .. COMPETITIVE 
COST CALCULATOR 


It’s authoritative! Average 

nual usage figures for both L 
and electricity are 
Technical Bulletin 

the U 
culture 

It will last for years. 
durable plastic-laminated boare 

LPG OPERATORS— 

The Competitive Cost 
builds fuel sales as it builds 

pliance sales. Hundreds of L 
appliance salesmen are using 
Calculator to add authority 
their sales presentations. Be s 
each of your salesmen has 

with him on every call. 


1073 prepa 


an- 
PG 


taken from 


red 


S. Department of Agri- 


Made from 


1. 


Calculator 


ap- 
PG 
the 

to 
ure 


one 


* 198 S. Alvarado Street - Los Angeles 57, Calif. 


The supply is 
limited, so 
order today! 


$1.00 each 


Orders of 50 to 99—80¢ ea 


Orders of 100 or more—/0¢ 
ea. 


Pet tee ee eee eee eee eee eee 
hese eee eee eee ee eee eee eee 
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LOOK TO DAYBROOK 


... For the New Power Loader Method of Handling Tanks! 


Trucks for transporting LP-gas tanks do more work 
with savings in time and manpower when equipped 
with 100% hydraulically operated Daybrook- 
Woodside Speedlift Power Loaders 

From storage to the point of use, the problem 
of loading, unloading and locating heavy, bulky 
steel tanks is eliminated making a one-man 
operation anywhere a truck or semi-trailer can go 
The Power Loader is always with the truck, ready 
to operate . . . saves valuable time. 

The Power Loader is rugged, sturdy, reliable... 


POWER LOADER POWER GATE DUMP BODY —HOIST 


Sign below, attach coupon to letterhead and mail in envelope. 
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handling capacities up to 4,000 pounds. It requires 
only 20 inches of space for mounting behind the 
cab. Entire truck or semi-trailer platform is free 
for load carrying 

With the Daybrook-Woodside Power Loader, 
trucks become more than a means of transportation 

really a new and proven method of bringing 
increased efficiency to tank delivery operations 


pay -B gis -feley 4 
~Speed/itt } 


TRUCK EQUIPMENT 


Avie 
DAYBROOK HYDRAULIC DIVISION | | ( ( 


L. A. YOUNG SPRING & WIRE CORPORATION 
BOWLING GREEN, OHIO 





INDUSTRIAL 


EQUIPMENT 
BURNERS & FURNACES (Heat Treating, Melting, Soldering) 


NO BLOWER OR OTHER POWER NEEDED 


. . » just connect to gas supply! 


Outstanding service since 1911! Each 
unit, with the famous “BUZZER” Venturi 
delivers the hottest, quickest heat 
attainable without a blower. Full range 
control of heat and turn-down. Standards 
or specials available for manufactured, 
natural or liquefied gas applications 


oe eee eee eee eee ee 4 SS; 


ment of G. David Fair as territory 
representative for the southern 
two-thirds of Indiana and Ohio and 
all of Kentucky. 

Mr. Fair has established head- 
quarters in Kenton, Ohio, after 
spending several weeks at the main 
office and warehouse to become 
familiar with the company’s prod- 
ucts and policies. 


Weatherhead's L. P. gas post 
filled by W. J. Ross 


The appointment of William 
John Ross as assistant sales man- 
ager for the L. P. gas equipment 
division of the Weatherhead Co. is 


announced by James H. Williams, 
sales Manager. 

Mr. Ross has been with the com- 
pany since 1936. He entered his 


i) yy) new duties July 1, and his responsi- 
stm me ee ae 5 ame bility will be to coordinate all sales 
a and service activities within the 


NOZZLE BURNERS for all capacities RING BURNERS for all capacities up L. P. gas division. 
up to 11% million BTU's to 500,000 BTU's 


BENCH TYPE OVEN FURNACES for 
heat treating and pre-heating 
PIPE BURNERS for even heat distribution temperatures to 2000° F 


n any Capacity 


WRITE FOR NEW “BUZZER” CATALOG 


CHARLES A. HONES, INC. 


133 S. Grand Avenue, Baldwin, L. 1., New York « BAldwin 3-1110 








W. J. Ross W. G. Pigman 





Vulcan Steel names Pigman 


HAVE STYLE manager of LPG, AA division 
EFFICIENCY bei oe peg Bendy he 


named 
4 Tank Corp’s LPG and anhydrous 
and ECONOMY ; aa ammonia division, The announce 
ment was made by Charles A 
McNamar, president of the corpo) 

ation. 
Mr. Pigman is well acquainted 
with problems of the LPG and AA 
industries and with dealers in the 


Customer appeal of Thermolaire Gas Heaters is a prime 
factor in building your retail sales volume. Thermolaire 
is attractive in design and style. Its copper-tone baked 
enamel finish harmonizes with other furnishings. High Midwest area, where he has rep 
efliciency gives generous heating comfort. And low price resented another fabricator. 
clinches the sale 
McCormick is vice president 
of International Harvester Co. 
John L. McCaffrey, chairman, In 
ternational Harvester Co., has an- 
nounced the election of Brooks Mc 
minum coated steel interiors for cooler cabinets. All Cormick as executive vice presi 


Thermolaine line include vented or unvented circula 
tors, radiant heaters and bathroom heaters—with manual 
or automatic controls, chrome hearths, interchangeable 
radiants, cust iron burners with interior ports, alu- 
AGA approved. Appearance, performance and price tell dent, succeeding Christian E. Jar 
the Thermolaire story Write for catalog and prices chow who retired August 1 afte: 
43 years of service. Mr. Jarchow 
will continue as a member of the 
BIRMINGHAM STOVE & RANGE COMPANY company’s board of directors. 
Builders of Fine Stoves For Over 50 Years — Birmingh , Alaeb ys ie “he te Mr. McCormick joined Interna 
tional Harvester Co. in 1940. 
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NOW TKANSISTORIZED 


) power supply speaker —)\ microphone 


Improved Performance with Lower Operating Cost 

Already famous for the lowest maintenance and operating costs in the mobile 
2-way radio field, Motorola radio is an even better investment now—with 
T-POWER. The vibrator is gone! ... replaced by rugged, long life transistors. 
Reduced ‘‘down-time”’, lower maintenance, and greatly improved performance 
all result from this new development. The transistorized POWER VOICE 
Speaker is 10 times more powerful than conventional speakers . . . talks through 
noise and can be heard hundreds of feet away from the vehicle. The transistorized 
Dynamic Microphone gives unprecedented voice clarity and greater communi 
cations range. 


New Mounting Flexibility with Plug-In Control Head... Same Basic Unit 

can be Used for Front or Trunk Mounting 

With the T-POWER radio you are no longer restricted to one type of mounting. 

Install the complete radio, with drawer unit and plug-in control head, for under- 

dash mounting. For rear mounting, the same basic drawer unit can be installed 

in the trunk and connected by cable to a dash-mounted control head. And 

the same basic drawer unit can be interchanged with the equivalent Motorola Transistorized Power 

Twin-V trunk mount models operated from a 12-volt negative ground source. Supply for receiver and 
Get all the facts. Write now for literature with complete information. 25-watt transmitter 


MOTOROLA Communications & Electronics, inc. - 4501 Augusta Bivd., Chicago 51, Illinois - A Subsidiary of Motorola, Inc. 
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Tullis advanced to assistant 
general manager at Beaird 


John L. Tullis, vice president of 
ales, has been advanced to vice 
president and assistant general 
manager of the J. B. Beaird Co. 
Inc., J. Pat Beaird, president, has 
announced, 

Mr. Tullis, who has been asso- 
ciated with Beaird for 10 years, 
was elected a director of the com- yews 6 i Sine 
pany in February of this year, Rockwell pee oe 
when five officials of American Ma- 
Haltom is in charge of chine Foundry Co, were named to 
Trinity's new custom division the board following the affiliation 

The appointment of KE. O. Hal of Beaird as a member company 


E. O. Haltom J. L. Tullis 
ry Beaird 

Mr. Manor joined Rockwell in 
his most recent capacity in Novem 
ber, 1954, after 10 years as chief 
project engineer of Surface com- 
bustion Corp. at Toledo, Ohio 
Karlier he spent seven years on 
engineering work at the Ohio com 
pany’s Toledo plant. 


< 


tom, Sr. as vice president of the of AMF. 

newly formed custom division of In his new capacity, Mr. Tullis 
Trinity Steel Co. is announced by will have executive responsibility 
(, J. Bender, president. This new for all phases of Beaird operations 
division will complete Trinity e! 


vice to both domestic and foreign Manor is chief engineer for 


plate teel u er . 
Rockwell's central valve dept. 


Mr Haltom ha been active in 
the production, engineering, and Paul A. Manor, chief engineer 


Stinson named division sales 


' manager by Anchor Petroleum 
wie of thi ty pe ol equipment ol Rockwell Man ifactul ny ( 0, 9 Y 


ince 1927. He brings to Trinity a Barberton, Ohio, valve division, Eugene M. Stinson, lowa branch 
complete engineering staff for the has been promoted to chief engi office representative for Anchor 
pecialized work of estimating, neer, central valve research and Petroleum Co., has been appointed 
ale and production development department at Pitt division sales manager of a six 
The addition of the custom divi burgh tate area with headquarters in 
ion is Trinity Steel’s most recent The promotion is announced by Sioux City, Iowa, according to W 
tep toward diversification of W. Thomas Gettig, assistant vice A. Baden, president of Anchor in 
product president, meter and valve div. Tulsa, Okla. 
Mr. Stinson will be in charge of 
GVOOOOOOPEOIOH Ce, Anchor’s liquefied petroleum ga 


“FULL-CYCLE” Grain Handling : sate, Protitabte crop 


‘ Storage on Your Farm 
...New Automatic Moisture Control System $ 
D> Here’s Why 


€ZZD GRAIN DRYERS 


are outselling all others! 
FULL-CYCLE GRAIN HANDLING elevator-and 


pe! tem move grain in and out. No 


ales, as well as asphalt, LPG oil 
and refined products 

Behlen -* 
GRAIN iS] 
STORAGE 

BINS 


Double Seal 
door keeps 
grain in, weather out No cross 
ties needed. 1,000 to 3,200-bu 


capacities 
Behlen an 
% 


General Controls promotes 
three of its key personnel 


« 


General Controls announces the 
appointment of Russell Bartmes to 
account executive for the appliance 
controls division in the Chicago re- 
gion. He rejoins General after a 


nec ar moving to damage grain 
NEW AUTOMATIC MOISTURE CONTROL SYSTEM 


huts off dryer at desired, pre-set moisture 


content MOISTURE 


FAST, UNIFORM DRYING with Behlen’s exclusive TESTER 
H/A Power (Heat plus Air Power). A Behlen Quick, portable, inex 


2-year absence. 

Richard Nalbert has been named 
field engineer in the national sales 
department, with headquarters in 
the Milwaukee engineering depart 
ment 

Gordon Walker has been ad 
vanced from staff engineer in na- 
tional sales to account executive 


Dryer can reduce the moisture content of a pensive, accurate 
375-bushel batch of corn from 25% to 15% at a ——_ 
minimum rate of 165 bushels per hour, with farm Le. 

tractor PTO. “Wraparound” Grain Compartment ; we 4 
ives complete heat penetration — assures i r B Ih 


uniform drying 


‘ 


P AINT with 

SCONORE AS Oo" ERATION and MAIN ring i Curvet FRAMELESS 

propane, natural gas or fuel oil models, Few 
working parts, 80 maintenance is negligible \ METAL BUILDING 
New, low cost, deep. channel 
Available in { ridged panels eliminate interi 
250. 475 . or structurals. in 40-ft. of 32 
and ' s ft. widths. Length unlimited! 


for gas heating and appliance con- 
trols in the New York region with 
his headquarters at the New York 
branch office. 


Pinkerton retires after 43 
years of service with Cutler 
C. S. Pinkerton retired from his 
sales post at Cutler-Hammer Inc. 
on July 1 after 43 years of service 
with the firm. 
Write for FREE information — or SEE your Behlen Dealer Mr. Pinkerton started to work 
BEHLEN MANUFACTURING CO., Dept. BP-9, Columbus, Nebraska for Cutler-Hammer in 1914 in the 
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For Faster, More Efficient LPG Deliveries 


ANNAy 


etG. v.t. Pat OFF 


HOSE REELS 


CLIFFORD B. HANNAY & SON, Inc 
“% 
WESTERLO, new YOR 


LPG HOSE REEL 


f Electr 


LPG HOSE REEL 
sred k Rew 


For Narrow Compartments 


LPG HOSE REEL LPG DUAL HOSE REEL 


LPG DUAL HOSE REEL Explosion-Proof Geared Crank Rewind 


Proof & Electric Motor Rewind 


THERE’S A HANNAY®’ LP-GAS HOSE REEL 
TO MEET YOUR INDIVIDUAL NEEDS 


Remember! Each and every HANNAY Hose 


The reels shown above are only a few of the 
hundreds of types and siZeS available to meet Re el 1S desig ed to give sate effi ent, profitable 


your requirements Standard HANNAY Hose service: for pr ducing the best and most de 


f 


Reels are made in an ur usually wide range of pendable hose reels it is possible to make has 


sizes, styles and specificat ns and in many been HANNAY’s only business for more than 
cases to meet your particular specifications twer ty years 
All HANNAY LP-Gas Hose Reels are shipped 

completely assembled, ready to install and are Write for our catalog on LP-Gas Hose Reels. It 
q sipped with auxiliary gear d hand-crank re contains specifications, dimension drawings and 


wind, controls, hose adaptors and cranks hose capacities for our complete standard line 


CLIFFORD B. HANNAY & SON, INC. 


Westerlo, New York 
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A modernizing and enlarging 
job by Draketown on an old 
plant for Chrysler Corporation 
at Newark, Delaware 


Many other large and small manufacturers and utilities 
rely on Draketown for absolute dependability of gas sup- 
ply; automatic or manual operation with savings all 
down the line. Over thirty-five years of gas engineering 
experience is built into every Draketown Plant. 


DRAKE & TOWNSEND, Inc. 


CONSULTING — DESIGN — ENGINEERING — CONSTRUCTION 
11 WEST 42nd STREET, NEW YORK 36, N. Y. 
Members of: American Gas Ass'n, LP-Gas Ass'n, American Petroleum Institute, National Fire 
Protection Ass'n, Canadian Gas Ass'n, Agricultural Ammonia Institute 








for leakproof, 
pressure-tight 
connections 








SEALING 
COMPOUNDS 


Heat and vibration 
proot non-solvent 
will not shrink, crack 
or crumble Makes all 
assemblies leak-proof 
and pressure-tight 
Prevents rust, cor 
rosion, joint seizure 


LIQUID WRENCH“ 


A y The super-penetrating 
4 % Le rust solvent 


LOOSENS 


rusted bolts, nuts, 
screws, ‘frozen’ parts 


Liquid Wrench works 
fast yet is absolutely 
vate for all metals and 
alloys 


At Industrial, Automotive, 
Hardware, Plumbing Jobbers 


RADIATOR SPECIALTY CO. 


firm's engineering and development 
department 
devoted his efforts to developing 


the company’s busine relations 
abroad and spent most of this pe 
riod in England. He was named 
manager, public works and utility 
ales in 1930 and in 1954 he be 
came division manager, industrial 
control sale 

He is a member of the American 
Ordnance Association, American 
Appliance 
Manufacturer’s Association, Amer- 
ican Petroleum Institute and Amer 
ican Water Work 


Gas Association, Gas 


As oclation. 


Three key changes made at 
Permaglas div., A. O. Smith 


George Barnard has been named 
New England area sales engineer 
for the “Permaglas” division of the 
A. O. Smith Corp., J. W. Burleson, 
general sales manager of heating 
and air conditioning products, has 
announced. 

Edward A. Lukowski has joined 
the same division as assistant ad- 
vertising manager for Permaglas 
domestic water heaters, according 
to L. V. Martikonis, advertising 
and sales promotion manager. 

And James Van Buskirk, com- 


From 1919 to 1921 he 


mercial water heating specialist, 
has been assigned to the northern 
California area, states Don Wil- 
liams, Permaglas Burkay general 
manager, 


Honeywell's Lenox promoted to 
vice president of subsidiary 


John R. Lenox, since 1956 gen 
eral manager of Minneapolis- 
Honeywell Regulator Co.’s appli 

division at Gardena, 
has been elected vice president ot 
Datamatic Corp., wholly-owned 
ubsidiary of Honeywell, it wa 
announced recently by Walter W 
Finke, president of Datamati 

Raymond S. Fries, who has been 
factory 


ance control 


manager of the Gardena 
operation, has been appointed to 
ucceed Mr. Lenox as general man 
ayer 

Mr. Lenox will transfer 
matic’s headquarters at Ne 
Highlands, Mass. 


Walworth Co. promotes Luttrell 
to general sales manager 


Milford H. Luttrell ha been 
named general sale 
the Walworth Co. 

Mr. Luttrell joined Walworth in 
1933. He was appointed assistant 
manager of the southeastern divi 
ion in 1944 and made manager in 
1949 


manayer of 


Locke is Metalbestos sales 
representative for New Mexico 
Henry W 


pointed sales representative fo) 


Locke has been ap- 


Metalbestos gas vent pipe in the 
state of New Mexico, it is an 
nounced by Alan Kinkead, presi 
dent of William Wallace Co., man 
ufacturers of Metalbestos. 

Mr. Locke will work under Harry 
P. Reynolds, district manager for 
the area including New Mexico, 
and will maintain headquarters in 
Albuquerque. 


Leland C. Ginn 


Leland C. Ginn, manager of the 
Dallas, 
branch warehouse of the Coleman 
Co. Inc., died July 9, following a 
brief illness. He was 41. 

Before opening the Dallas office 
last April, Mr. Ginn was merchan 
dise manager and assistant to the 
general sales manager of the Cole- 
man Co., Wichita, Kans. 

Mr. Ginn is survived by a wife 
and daughter. 


Texas, sales office and 
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AGA Approved UNDER 1957 REQUIREMENTS 


/ 


HEATERS 


ee ee 


* Quiet! 


eee ae 
Eliminate Popping and 
Cracking. 


- Efficient! 


Proven performance in 
thousands of homes. No 
heat blast, just gentle flow 
of warm air. 


‘« 8 New Models 


Single or 
Dual Units 


Inputs of 
25,000 BTU/hr | 
35,000 BTU/hr 
50,000 BTU/hr 
62,000 BTU/hr 


- ee 





_ SNAP-IN 

_ GENTLE WARMTH 
| FURNACE-TYPE 

| BLOWER 


OR 
WITHOUT 
BLOWER 


COMBUSTION 
CHAMBER 
GUARANTEED | 
20 YEARS 
CHATTANOOGA ROYAL COMPANY 
Chattanooga, Tennessee 


Makers of ROYAL GAS HEATERS 
ROYAL CHEF BARBECUE GRILLS 


Silent as a Kitten 
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September 25—Natura ysolir $80 November 4—Minr 
CALENDAR ar Gaadee een ag tg 
ee eae b Notur gasoline Asso 
Coming events September 25 27 ~—— we ae erica P . “to dle Plains 


ea / I arf , Clear Regional Meeting — Herring Hotel 
in the Industry water, Fla Amarillo, Texas. 


September 26-27 


ver NICT 


1958 


aren 
eld 


October lLiahoma LPGA Annua 
Meeting 1 ntion — Skirvin January 31 


J America, Oklahoma Regiona 
Meeting Skirvin Hotel, Oklahoma 
October A rr in Gas A i4 City, Okla 
Annua fe i n e| Auditorium, 
St. Louis Oo February 28-—Natura!l Gas 
stHior f America Permiar 
October M f P. Ga ’ ; Meet 


. Hotel bighc } Yklahoma 
,eptember 


p 
September 


Jae 1, Texa 


September 
f March 9-11 


October ive PGA e€ 
Manageme onference Cornell 


peptember ; 
April 16-18 
October 7 ; f Ame 


September 


October Nat } r f } 
tior f A suthern Regional May 4-7 f 
September k f 2tt Aseeting } ] fouree Hotel ind Trade 


cl 
Hotel, Shreve 


September ae! / Eleventh National Home All associations are invited to send in 
nde 1yflower Ho dates of their forthcoming meetings for 
this calendar. 





THE VENTED HEATER 


that has NO VENT 


COMBINES 
MORE ‘‘SALES-MAKER”’ FEATURES 
y THAN ANY OTHER HEATER 
a 


~— 


35,000 and 45,000 BTU Models 


FINGERTIP CONTROL TWO UNITS HEAT TWO BEDROOM HOME 
QUICK HEAT RESPONSE BURNS NO ROOM OXYGEN 

EVEN HEAT FLOOR TO CEILING POWER VENTED — NEEDS NO STACK 
HEATS TWO ROOMS EASILY FUEL SAVINGS OF 20 TO 30% 
ATTRACTIVE APPEARANCE LONG LIFE GUARANTEE 

INSTALLED IN WINDOW OR WALL MODERN STYLING 


ADD THIS NEW “NO VENT" HEATER TO YOUR HEATING LINE FOR 1957-58 


It's the new gas heater that overcomes practically every objection to 


space heaters. It's versatility, efficiency, installation and operating SUBURBAN APPLIANCE COMPANY 
economy make it the most practical heater for full or supplementary 

heating in homes, motels, repair shops, garages, farm buildings, offices WHIPPANY NEW JERSEY 
It's ideal for spare rooms, new additions, expansion attics, enclosed TUcker 7-0500 
breezeways and sun porches 








— 





memes 
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Butane, Propane 


POW 


®INSTALLATION 


CARBURETIONeservicine 








POWER SECTION 


“My same-sized crew 


services twice the fleet ** 


since conversion to LPG’ 


says Al Bernard 
Jahncke Service Inc. 


New Orleans, La. 





By WILLIAM R. PALMER 


THVNHREE years ayo, Jauhncke Set engine trouble when ; ( ill into Arkansa After that 

| vice Inc., New Orleans build mi the road have been brougnh \ further delay, Jahnceke Sery 

ing materials dealer, was ready to down in number. vaded right into full-scale 
enlarge its 25-man vehicle main The current Jahneke 

tenance crew. Instead, the firm con cludes 145 units. They range f ! Louisiana requires e@ v¢ , 
verted its vehicles to propane, To fork lift trucks to tracto all chanic to be certified by the tute 
day, the same-sized crew of 25 men and include 68 concrete it mix LPG commission before he wor! 

vices a fleet of vehicles that i trucks with two engine acl on LPG eq iipment Phe mechani 

double the size it was three year entire fleet except for x ! ‘ » ti an eXamination piv 
ago laneous units 1s operating 1 pre the commission o Mr. Bet 

“Just cutting out shopwork on pane Century carbureto re are first tep 
205 gasoline carburetors alone 

made it possible for my men to Jahncke didn’t spend time -« N ex he and the prop: 

keep up with normal preventive + m experimental ol vi i week’s intensive 
maintenance on twice the number ion The firm fel otl to three of the Jahncke mec} 

of vehicle ae Al Bernard, yaraye i VY-mix people ni al “af W hen tney vere certified, 
uperintendent, explained. In addi proved propane’s practical ted converting mixe) Each of 
tion, conversion to propane has re Mr. Bernard studied al coul th Vv: issiyned another n 
duced frequency of oil change find on LPG conversio1 ! ! lanic a a temporary helper t¢ 
sparkplug replacement, and engine the company of a pre lea] learn while doing, under Mr. Bey 
overhauls And once-troublesome he spent several d: isiting con ard’ nstant supervision 


road calls by mechanics to iron ou erted fleets around Memp nd n the second trio h 
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LP-GAS CARBURETION- 


WAY 


YOUR ANSWER TO CLEAN, 
DEPENDABLE, LOW COST 
FORK LIFT 
OPERATION 




















MODEL W VAPORIZER- +l : ! 
REGULATOR i MODEL J VACUUM 
MODEL MG1 LP-GAS SHUT-OFF VALVE 


Small and compact. Assures 
complete vaporization and CARBURETOR 1 Used on nearly all fork lift 
efficient combustion result Positive starting without installations. Vacuum type 
ing in clean operation, low guesswork — priming Fully ENSIGN LP-G 5 FILTE Positive performance not af 

-GAS FILTER fected by loose wiring or 


oil consumption and long balanced Has calibrated 
engine life fuel economizer, effective Extra large cleaning capa ow voltage. 


city. Durable and depend 
able. Unsurpassed in con 


struction and workmanship pm lion 
r 
aevaircmeres nn emnamnenadl & 
: 


\% 




















during practically all work 





ing loads 








Kvery piece of Ensign LP-Gas carburetion equipment for 


MAIN ELEMENTS OF ENSIGN - 
LP-GAS FORK LIFT CARBURETION 


industrial truck operation is designed and planned to 
achieve clean, powerful and economical combustion. 
adem” Rach Ensign unit is simply designed so that it may be 
installed and serviced quickly and easily. Take the guess- 
work out of LP-Gas carburetion. Insist on Ensign 


Nox ept nothing less. 


ENS/GN 


CARBURETOR COMPANY 
1551 E, Orangethorpe, Fullerton, California 
0-605 Ware Branch Factory: 2330 W. 58th Street, Chicago, Illinois 


VACUUM TYPE FUEL SHUT-OFF 


SENT FOR FREE CATA 
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certified, six helpers were assiyned 
to the certified men. Thus, long be 
tore all the conversions were com 
pleted, all the mechanics and help 
ers were certified and each had 
made several conversions on_ hi 
own. Today the whole crew is mor 
at home with LPG equipment than 
With gasoline carburetion 

The majority of the ready-mix 
units were Mack A-40s and B-42s 
Therefore, they were converted 
first. The thought in this was that 
the mechanics would become skilled 
ooner by making a number of 
identical conversions. Then, by the 
time all the Macks were converted, 
the men would be well grounded in 
the yeneral principles of propane 
conversion, Thereafter, conversion 
of other types shouldn’t bothe. 
them. That’s the way it worked 
out, too! 

Identical conversions were made 
on both the truck engines and the 
mixer motors. Besides providing 
interchangeability of parts, this 
yave better “mass production ~ 
also made it easier for a mechanic 
to convert a truck engine whil 
upervising a trainee’s conversion 
of a mixer motor. 

Converting the two enyines of a 
mixer cost about $450, including 
the two tanks required by Louisi 
ana law to keep the untaxed ga 
eparated from the taxed truck en 
yine fuel. Labor cost was in addi 
tion to that figure, but was com 
paratively small. Actually Mr. Ber 
nard says the firm considered it a 
training cost. He points out also 
that many units were due a tune 

or some carburetor work any- 

by the time they were con 
verted. Labor costs for these would 


ve been almost as much as fo 
the conversion 

The heads on all road engine 
were shaved slightly, but not on 
the mixer motors or forklift It 
was felt the latter didn’t need the 
extra power enough to warrant the 
expense of shaving. The amount of 
having varied with motor design 
On this Mr. Bernard followed the 
recommendations of the propane 
dealer 

Plugs were changed to cold type 
on the new engines only, using a 
Commercial 5 or J5, which 1 it 
After 


vorked 


heavy duty transport plug 
a couple of vears, the plugs 


ip to two ranyes hotter On tr ick 
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Same-sized crew...By doing conversions, 


mechanics became familiar with LPG power 





With high mileage at conve 
the same type plugs were used that 
were already in the truck 
Performance on all units around 
the city is comparable in every 
to what it was with gasoline 
on round trips of 30 miles or m 
mileage per gallon drops 10 to 15 
per cent below gasoline efficien 
Because Jahncke’s was the first 
large fleet conversion in the New 
Orleans area, the state LPG con 
mission kept “closer than gravy on 
rice” to the installation 
Jahncke’s 


“Pete” Cornay, worked closely 


safety enyineer, F 


the commission, heading off seve 
misunderstandings on both 
The installation is ; afe a 
the commission and Pete Corna 
can make it 

from the 


Underground piping 


toraye tant 


rail siding to the 
runs across the yard through deep 
buried conerete tile. Thi 

neavy truck can’t rupture 
line 


The four 


tation at tne several ard 


torayge and ! 


irrounded with chain type 


ing. Four-inch pipe stanchion 


3. i ’ 
v J 
i, an 
NO SMOKING 
KOE? ALL FLAMES 
AVYYAY 


~~ 


— 


Chain link fence, topped with barbed wire and surrounded by steel posts give 


protection to Jahncke Service Inc.'s 


ta foot in tront of this ter 
at 4 ft alony 


traffic sides of the fences 


val } 
intervals I 


traffic corner, a heavy reintor 
concrete post Keeps tru ks at 
» ft away from the corner of 
fence 

Fueling and pressure equalizi 
lines at the fueling stations ar 
boom mounted and suspended b 
coil spring IHlumination is fron 
tight flood lamp over the 
A yvround wire is connected 

grounding rod penetrating be 

low the low water table (not fa 
in the Mi ippi delta country 
The wire has a clamp with a stron 
ite for attaching to the truck tn 
ing fueled 

All fueling may be done only b 
persons certified by the state LP¢ 
ommission after passing an eN 
amination 

Fuel costs were cut in half a 
result of conversion, since yus use 
off the road in Louisiana 

xed. Even if fuel costs were 


howevet Mi 


the conversion vould have 


Bernard be 


been fully justified by avingy il 
manpowel and hop pace 


complete 


propane storage facilities 





A Tillman Brothers mechanic finishes up a conversion on a well drilling rig 


chanics also do major overhauls and tune up work for shop customers 


Free service 


doesnt pay 


By C. THOMAS 


When the Tillman Brothers went into 
the retail L. P. gas business and 
opened a carburetion shop, they 
hired top mechanics, paid top wages, 
and charged top prices. What hap- 
pened? They now have one of the 
top conversion operations in New 
Mexico. 


Barney Tillman, one of the partners of Tillman Brothers, Las Cruces, 
N. M., was raised ona farm. He believes that farmers like to pay 


for what they receive—even service on L. P. gas equipment. 


130 


REE service doesn’t pay. 
And Tillman Brothers, Las 


Cruces, N. M., are quick to con- 
firm it 

“That free service is necessary 
to develop business in carburetion 
conversions,” said Barney Tiilman, 
“is all in the dealer’s head.” 

The Tillman Brothers, Barney 
and Robert, have growing evidence 
to back up their statements. Ten 
years ago, they were in the trans 
port business. Then one of their 
major accounts began hauling its 
own LPG with its own transports. 
The Tillman Brothers decided to 
enter the retail field. 

In setting up its carburetion 
department, Tillman built and 
equipped a modern service shop 
and hired two full-time journey 
men mechanics to man this phase 
of its operation 

Usually, journeymen mechanics 
work on 50 per cent of customer 
labor. 

However, Tillman Brothers did 
not start off with sufficient shop 
volume to attract top line mechan- 
ics With any such proposition. As 
a recourse, Tillman Brothers 
started its journeyman mechanics 
off at top salary. Even though vol 
ime is now high, the brothers have 
continued the top salary payments. 
And this department shows a net 


profit every month. 
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Of course, the wheel fits your car rim per 
fectly—it was precision made especially for your 
car model—just as Western Tanks are specifical- 
ly made for tractor models. No wonder LPG 
dealers have learned to expect a perfect fit with 


every Western Tank 


a perfec 


Because Western is the nation’s leading supplier 
of LP-Gas tanks to tractor manufacture) 
tremely close tolerances ; alwat demanded 
of a Western tank. Engineered jigs assure these 
close tolerances everytime For vour protection 
and your customer's satisfaction, alw 


ot uperior quality by specifying 


motor fuel or tractor tank 


WESTERN TANK AND STEEL CORP. 
LUBBOCK DALLAS 


SOPHO HEH HOO EHOHHHEHHESEEEEEOOOHHEESHOHSEEHEEEEEETEDOSOEEEEEEEEEEEEEEEEEEEEEEEEEHEEEEEEEEEEEEEEEEEEEEEEEEEEE EEE EEEEEEEEES 


For the name and address of 


CKASHA. OKLA @ LIBERA KANSAS 
OKLAHOMA CITY @ EDINBURG, TEXAS 


Lubbock PHOENIX @ KANSA T KESTON, MO. ®@ ST. LOUIS 
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Mechanic are kept pu with 
customers’ work— doing everything 
from conversion to 


haul And thi 


ponsible for procuring as gas ac 


major ovel 


hop has been re 


rT many customers the Broth 
ervice, 
Rivyht from the tart 


Brother 


Tillman 
charged its customers for 
There wa 


wh thing as free service in any 


ail ervice work 


ise or form ( tome) and 


prospective customers not only paid 
villinvly for service, they went to 
lillman’s for the type 
ad to offer. This in 


AL competitor were wooing cu 


pite of the 
tomers with free service 
Barney and Robert Tillman were 
ed on a farm during the lean 
iu They can recall when a loat 
was retailing for 9 cent 
because the didn't have 9 
cent they took homemade biscuit 
in thedy chool lunch bucket 
“Reyardless,” said Barney, “we, 
Were a inde 


like other farme) 


pendent as a hog on ice. We wanted 


to pay for everything larme) 


are characteristically independent 


\nd they are yoinyg to stay that 
i 

Tillman 
work. The 


bt Pa per cent oft it cu 


Thi account fo. 


charging for eryvice 
firm knew 
fomet would prefer to pay for 
vhat they received, rather than be 
obligated 

No uccessful farmer became 
ccessful from trying to operate 
vith undependable 


farmers, the Till 


equipment 
From knowing 

min knew the Jarver operator 
would not be satisfied with botch 
Inv up, Say, a water pump engine 
because it came for free 


By the same token, Tillman could 


Bob Tillman, one of the two owners of Tillman Brothers, services one of a fleet of taxicabs 


which operates on L. P. gas 





not afford to employ top journeys 
men mechanics and yive free se) 
vice, Hence, the brothers did not 
tart out trying to do the impo 
ible 

In this respect, they refused to 
loan out tanks, just to vet the load 
Instead, they old the 
ise! And all on 30 


which were promptly 


busine 
tunks to the 
day account 
paid 


rillman figured it would take five 


years of yas busine to pay fo 
au 500-yal. tank Kive years afte) 
the installation before the account 
howing the dealer a net 
Still, the firm had, and still 


has, this type competition to meet 


beyan 


profit 





The Tillman Brothers plant stands in the hot New Mexico sun. At rear is building which 


houses carburetion shop 


But it hasn’t slowed the Tillman 


down Like free ervice, 8 pel 
cent of the 


lor don’t like thi 


uccessful farm opera 
free tank offer 
And they don't 
themselves in. that 


It oblivates them 

like to place 

position 
Through Its 


man vot an opening to discuss con 


service shop, Till 
version jobs with a local farmer 
who works a large acreage with 
Afte 
talking it over, the farmer decided 


many pieces of equipment. 
to go ahead and have several pieces 
of equipment converted over to 
LPG. 

The first three months following 
were painful ones for the Tillmans 
The farmer jumped up and down 
every month upon receiving his 
statement for service calls. Till 
man mechanics were out there three 
und four times a week. 

Finally, the farme) 
call a halt to this 


to iron out the 


decided to 
Barney went out 
difficulty. The 
farmer was fed up with all thi 
ervice expense and down time 
Barney knew that this customer 
was employing inexperienced farm 
labor to 
After the 
Barney, Barney asked: 


handle his equipment 


farmer unloaded on 
“What happens when one of your 
yausoline rigs breaks down?” 





The farmer laughed. “The farm 


hand sits under the shade of a 
wheel and waits for a mechanic.” 8 F Y Q 
That was that. Because of the 


wrong selling, only L.P. yas-pow 
ered equipment was considered by 
the farmer to be trouble free. And 
that trouble was, he thought, to be i COMPLETE 


se Sacgioelinaotaat tng? Butane-Propane 
To overcome some of he ex v - 7 
cay moc tig Carburetion Equipment 


pense, Barney offered to have one 
of his mechanics show some one 


person working for the farme) Easiest to Install 


how to do minor repair on the L.P 





is-powered equipment 

The farmer had another proposi 
tion. 

How about Tillman taking the 
responsibility of servicing all hi 
equipment? Including the furnish 
ing of all the parts? This arrange 


ment lead to converting othe 








equipment, piece by piece. And 


there was no chiseling on price F eer , Simplest to Operate 


During the first two years in 


retailing, Tillman Brothers did run NO PRIMING — NO CHOKING 


into some trouble. je 
2s ; Manufacturers of 
Reyarding conversion jobs, the . Regulators-Car- 
. . buretors-Adapters- 
firm stocked and installed four dif ,, “+ Solenoid Valves- 
, " ‘ Filters-Spud-in 
ferent systems. When taking in : o Fittings 


ventory at the end of the second ‘ With a Complete Stock of 


HOSES —- TUBING — CLAMPS — CONNECTORS 


Red Warning Light AIR CLEANERS — AND ALL ITEMS NECESSARY 
. i FOR THE CONVERSION OF ANY GASOLINE 
lashes when of ; ENGINE TO L P-GAS 


LPG is low! 
BEAM PRODUCTS MFG. CO. 


3040 Rosslyn Street Los Angeles 65, Calif. 





Phone CHopman 5-5791 


LPG Write for Mlustrated Brochure 


FUEL 
INDICATOR 
KIT 


END DELAYS AND EXPENSE 
CAUSED BY “OUT OF FUEL” 
Positive, “can’t-fail” signal flashes low fuel WHEREVER DEPENDABLE CONTROL 
warning in plenty of time to resch refuel ae IS REQUIRED ALWAYS SPECIFY 


ing point. Simple ure, accurate In full 


view of driver at all times kits all indu ar , REGO” 
ial truck Kasily installed in invite eg - , 
trial tru i lista ' LP GAS EQUIPMENT 


Quickly pays for itself Order todas 


cily 6 or Le o ‘ 
$11.90 For lift trucks and all other types of com- 
bustion engine installations, be sure of get- 





LPG TANK ting the finest LP Gas control equipment 


MOUNTING BRACKETS Always specify RecO ... the best in the in- 
2 oe as well as the most complete line. 
For Materials Handling 
Equipment. Safe, Sure! WRITE TODAY for complete REGO Catalog Free! 
Change Tank in | minute i: REGO THE BASTIAN-BLESSING COMPANY 


registered trade 4201 West Peterson Ave. © Chicago 30, Ill 
mark of The 


BRAKE MANUFACTURERS, INC. Betion Blowing e¢ our general ad on pages 04 and 


Company 
1711 Race Cincinnati 10, Ohio 
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year, it had some $3,600 tied up in eye,”’ Barney explained. “And not 
fo i S T oO | é& carburetion parts alone. because there is not a market fo 
MANIFOLDS However, Tillman’s records the cheaper ones. In many case 
howed that all its trouble was they satisfy. But they are not for 
FOR LPG, BUTANE OR coming from “minimum cost” in- the customer who places perform 
GAS HI-COMPRESSION tallation These were not giving ance before initial cost.” 
he user what was wanted. Fully 80 per cent of Tillman’ 
Thi led to the decision = of business is commercial. And there 
tocking and installing only two is a sound reason for this. No mat 
top conversion lines and making ter how the firm figured it up, thers 
complete conversions. These gave was no net profit under 150 gal 
customers satisfaction and required per stop. This does not mean that 
very little subsequent service. Now Tillman Brothers does not court 
carburetor parts inventory is down domestic accounts. But it has t 
to $1200 have enough commercial busine 
A customer in a pick-up drive to balance it 
in. He’s an unhappy fella. He “In this business,” Barney went 
jumped Barney about the deal he on, “the dealer can not well afford 
yot. Seems that a neighbor got the to take a long range view 


ame thing elsewhere for $70 less vive his current profits away 
Barney listened hoping to catch up five or s1x 
“You wanted the best,” Barney hence 
countered, “You’ve had no trouble? “The average customer doe 
kor the $70 more, you had your wed his L.P. vas dealer, as some 
LVG tank installed under the bed. dealers suppose, Customers chang‘ 
neighbor wa atisfied to dealers for freak reasons.” Barne 
hi tank In hi bed It took just yot one new customer becau 
: yht extra man-hout to install a competitor’s driver kicked up 
VANASIL PISTONS (aluminum) mae le 
youl You also wanted a“ olenoid dust which settled on a neighbot 
h A ou can sell John Deere wd as? 
and hit mode ractor ownel “a 
iyhtweight piston with cast-iron prop from gasoline to L.P. gas without counts for just as freak a reason 
ertie It VANASIIL-with an amaz 
ing 130 BHM rating by the latest . “ ‘ 
get " nite . — 
Dotnalt lanseins test. Micro-expansion ber didn’t get thi cen a mile for Tillman to own 


witchove) Oo you could switch washing. And Barney has lost a 
topping your engine. Your neigh Record how that it costs 30 


VANASIL pistons employ a solid skirt The customer took this as a big and operate its trucks. And with 
de . and can be fitted to a cylinder joke. He just wanted to know what the small margin in LPG, the 
with cast iron clearance 


* he got for his extra $70, and used firm cannot afford to give away 


pist for other mode 


What Is VANASIL? 


VANASIL is a newly patented silicon difference, and Tillman’s customer ditch burners which it rents out. 
aluminum alloy. Silicon content runs 


his method to find out. His neigh ervice and put out tanks. 
bor had been ribbing him about the Tillman Brothers does have three 


9 9 Ret : wanted information to defend him The customer buys the fuel at 
from 21 to 23°7. Silicon on the surface 


produces wear-resistant quality elf regular price plus two cents pel 
VANASIL mean easier starts a Until 
lower fuel costs ... less vibration ; me , — av their o7 wi But 
smoother running . . quicker load and did a selling Job, nearly every- burners pay their own way sie 


Tillman brothers got out yal. extra for the rent. The ditch 


pickup . and durability one was under the impression that several farmers are figuring on 
conversion jobs were all the same. buying their own thru Tillman’ 

“It was the cheaper conversions They don’t relish being obligated 

that was giving LPG a_ black even that much ‘a 


nae ill 

JOHNSON COLD 1 arkhi 
MANIFOLD FOR L-P GAS — Ay 

lor converting John Deere tractors to —= Safety Hose Nozzles 


L-P ea Maintains constant flow at 


required temperatures ~ E o QUICKER FILLING 
WRITE for prices and informa Parkhill Nozzles «ote @ SAFER OPERATION 
fion on above equipment and attach in 3 seconds . . e e LOW MAINTENANCE 


Water Pumps for John Deere two operations 
tractors They're safe: Nozzle 


JOHNSON a ae Write for Information 
release gas escapes 
MACHINE SHOP away from hands .. . PARKHILL COMPANY 


No Cold Burns! 2264 Huntington Drive, San Merino, Calif. 





Dept. B-15 
914 E. Howard St. Pentiac, lilinois 
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GIANT MARKETS 


GROWING LARGER 
EVERY DAY 


Ltt | | hy 
+ 4 


A; 
- See ae 


FARM TRACTORS & EQUIPMENT 





TRUCKS, TAXIS, BUSES & CARS 


N adh 
al 


WIDESPREAD INDUSTRIAL USE 


SELL THE LARGEST L. P. GAS MARKET WITH ZENITH, 
THE WORLD’S FINEST L. P. GAS SYSTEM 


Any way you look at it, L. P. gas carburetion can be one o eld th line F i te econd to none backed b 

your biggest sources of income nat de set © orgamzation equipped to help you ith 
First of all, there a profit for you every t yi ( pe of techni or mechanical problem from original 

Zenith L. P. Gas Carburetion unit ind the ile ote! nstallation t uplete service follow-up 

here actually runs into millions of unit ire terested in big-volume business, write our L. P 
Second—farm tractors, trucks, taxis, and industrial 

big-volume, year-round users of L. P. gas. Every Zenith instal- 


lation means a real boost in fuel sale 
La t, but far from least Ze ith ha it nation-wide organiza- , 
tion of factory-trained distributors who are ready and willing ‘ . 
las more expertence ore ; 
to work with you if installation or service of Zenith L. P. Ga | d : / tence in more fu lds 


Carburetion systems present any problem wrth more engine types than any other carburetor 
Here, indeed, is an opportunity for alert L. P. gas dealers 
and distributors to go after the ¥ yotential in the manu fac turer. 


Zenith Carburetor Division 
696 Hart Avenue, Detroit 14, Michigan 11) 


AVIATION CORPORATION 


users are bure ile dep men today for complete detailed 
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Comforts of LPG buses 
enjoyed by 360 million 
Over 360 million people last year 
rode in fume-free L. P. gas buses. 
The annual survey of bus opera 
tions by Liquefied Petroleum Ga 
Association also revealed that 238] 
buses fueled by propane traveled 
close to 81 million miles and burned 
29 million gal. of gas. The bu 
count rose 136 since 1955 
This year should see mileage and 
gallonage gains since the fleet own 
ers told LPGA that they will add 
242 more L. P. buses in 1957. The 
modern ssoace Riulwrretent., » survey covered 24 lines 
oman eonnmen macnanelt The 360 million passenge) 
and kept up to date i FOU AANLANOOUS LIE ee | amounts to 4 per pot ge the mas 
, transportation market Accord 
ing to American Transit Associa 
your product and service tion, L. P. gas buses amount to 3 
per cent of the total fleet of &7,000 
Texoil LPGas Dispensers follow gasoline pump design buses. Thus the L. P. busines 


always a credit to 


and they will always be modern... never out of date seems to represent the high-traflic 

and obsolete like the bulk station type of operation lines—a fact easily imagined when 

Underwriter Labeled and built to meet all PROPOSED Weights and Measures regulations, you need = it is realized that Chicaygo’s 113] 

not fear loss of equipment costs due to new regulations. Texoil is built to stand the test of time! jus fleet is nearly half the L. P 

Write to us for full information including your nearest tank manufacturer who can supply you total. 

with Texoil Dispensers, as a part of a complete unit LPGA’s tally also found that: &7 
per cent of the bus lines own thei 
own L. P. gas storage; 22,000 gal 


TEXOIL EQUIPMENT, Inc, 1816 COCKRELL « DALLAS, TEXAS e@ HA 8-2868 is the ~ hg hg ; and 93 pei 
: : : cent of the fleets have storage in 
Pioneers in LPGas Dispensers 


SW 


NYE 


WY DON'T RAISE THAT 


COMPRESSION! .. . install an 
ELLIS (extra cold) MANIFOLD 





WY 


(i 


di 


LAA 
ANNA 


00000 
( 


yyy 
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Leading LPG engineers are sold on the merits of 
Ellis Bu-Power (Extra Cold) Manifolds. These 
manifolds give high-compression performance with 
low-compression reliability. Head gasket, ring 
and bearing troubles are minimized 

Get the most out of your LP truck with an Ellis 
Dualexhaust Manifold. This latest addition to the 
Ellis line has proven far superior to the so 
called improved 3% x 4°" exhaust systems in test 
after test under actual road conditions 

By lowering combustion chamber temperatures 
and reducing back pressure, Ellis Dualexhaust 
increases horsepower. Used with the Bu-Power 
Manifold, it gives your truck power that exceeds 
gasoline horsepower. This is possible only with 
an Ellis Manifold 


ELLIS MANIFOLD CO. | Phone 
3134 East Washington Blvd. LUdiow 


8) | X 4 A R R U R E ij 6) R ¢ @) ae ) A N Los Angeles 23, California 8-6338 


In most cities dial information for the 
WwW 
6605 5 ILSON AVE., LOS ANGELES 1, sie number of Ellis Manifold Distributor. 


) 


h 
I 


Dix Carburetor Company will 
rebuild any DIX LP-Gas Regu- 
lator — regardless of age — for 
$5.00 (plus parts). This is the 
buyer's guarantee of satisfac- 
tory service. 


) 


h 
N 


WV 
m 


\ 


WY 
( N { { 


WN 
‘( 


NOTE: This offer applies only to units 
returned direct to factory in Los 
Angeles. 
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Make 
—|, MARVEL-SCHEBLER 
fz. LPG 


«== Carburetion Systems 


~~ | * 
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CARBURETERS and ADAPTERS REGULATORS SWITCHES 





Brand New 


4 
a BR. od A Marvel-Schebler “i fam) 
CSF ( Up exclusive development - 
Fi caso UL Approved liquid withdrawal 
SOLENOID VALVES i regulator for air-cooled engines. 


FILTERS 


Marvel-Schebler — LPG Carburetion Systems Are Standard Equipment With: 


Allis-Chaimers (Buda Division), Automatic Transportation, Clark, Erickson, Hyster, J. |. Case, Massey-Horris, McGraw-Edison, Mercury, Towmotor 


RBARVEL-SCBEEsSL ES PRODUCTS DIVISION] 
BORG-WARNER CORPORATION ° DECATY RR, ILLINOTUS 
te Export Sales: Borg-Warner International : ith Wabash Ave., Chicago 3. Ilinois [~~ 
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UNDISPLAYED CLASSIFIED 15¢ a word 
DISPLAY CLASSIFIED Set in 6 pt. type without border. $3.00 minimum 
charge per insertion. If Blind Box number care 
$12.00 a column inch per issue. Choice of 18, of B-P News is used, count as five words 
Classified Advertising payable with order 4. 12, 10 pt. display type for headings. Set t : 
opy must reach publisher's office prior to with 1 pt tet oe Maximum ad size 3’. No POSITION WANTED Undisplayed rate i 
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Addres Classihned Advertising Material maximum effect in space purchased DISCOUNT OF 10% if full payment is made 
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street, Los Angeles 57, Calif 








in advance for four consecutive insertions of 
undisplayed ads. 








SITUATIONS WANTED BUSINESS OPP. OFFERED (Cont'd) FOR SALE—TRUCKS - TRAILERS - Cont. 


FOR ALE: MODERN PROPANE PLANT, FOR ALI 2 USED PROPANE rRA?D 
COLORADO Location $70,0 ( lown pay PORTS FOR immediate de ery Bi 
ent Terms on balance Rey Sox «39, 830 W.C., Off W.P. Twin barrel 
BUTANE-PROPANE News, 198 So. Alvarado cellent conditior Priced 
St Los Angeles 57, Calif FRUEHAI win, WwW. 
ler ; + nyt i 


Cedar 


HAUL MUCH MORE f LOAD AND 
('NLOAD FASTER! Y iy “Nor-Tex 
Units are the best answer ay’s need for 
profitable delivery units.” You can save as 
mich as 1000 Ibs, with 202B material, alumi 
num skirts and cabinets 
with INCREASED capacity 
reel and hose now boosts de 
Vapor manifold permits e 
ng and unloading of twin tank 
ompressor or liquid f p T 
arefully engineered and sleek de 
Single and Twin units are pr 
tractive odel rhe 
Payroll ial 
not all! Twin ur , up 2000 
nted on 84” cab to axle. Start 
» gas and less stee Do it profita 
much less time I t wire of 
es now. NORTH TEXAS TANK 
Texas. Phone Cent ; 
HELP WANTED CANSPORTS | FOR 
| , win-Barrel, 250% Pr 
POSTTION 
! { t 


I | 


SALE — TRUCKS - TRAILERS 


MANUFACTURERS REPRESENTATIVE 


ic ( 
I 
Write 


International Manufacturing Co 


67 Rio Grande, Littleton, Colorade 








[ ED PROPANE DELIVI 
te . ear GALLONS W.C Present 
BUSINESS OPPORTUNITIES OFFERED Dia a, gall 


16, Minnesota 





LPG I ’LANTS. WI PECIALIZE in 


selling | leum properties t ighout Midwest 


Have 1 ’ lesirable ints fo sale OL! p | 

BRODD, PETROLEL M MARKETERS, 6 i \ FOR SALE 
Produce Bank Bldg., Minneapolis, Minnesota 
A ED PROPANE DELIVERY Used 6000 W G Twin Barrel U W 
0! . r , 2 ABI th D Ld , eu ‘ 1 late mode ts, read 1950 250# Fruehauf Transports $4, 
"catee: anwar sonsgg 750.00; also new 7800 W G Drop 
Neck 250# Yucca $10,950.00 and 
used 7000 W G Fruehauf Blimp 
TRANSPORTS: SINGLE OR TWIN 250# Transports $6,750.00. Delivery 
barrel; new or used; for lease, or sale on to most northern cities $200.00 addi 

budget or rental sale plan. If you want tional 


1 be lants for sale in north cen maximum payload, with all of the latest 
pane ilk plants fo a or 
tral antes Y \ 7 ild make ideal combination equipment engineered to fit your truck, 


k “ gn OD roads, and your hauling problem, get the 

for one ownership, Total Price—$350,000. We } 

ccclailes in polccioum propertios.  PETRO LMC PAYLOADER IRVIN F. NELIS ASSOCIATES 
EFUM MARKETERS, 604 Produce Bank Contact Lubbock Machine & Supply Co., ; 3.7 

ildg., Minneapolis 3, Minn, 482 Starks Bldg., Inc., Drawer 1589, Lubbock, Texas. 4800 Navigation Blvd., Houston 23, Texas 

la sville, Kentu 


i 





PROPANE PROPERTIES everal indepen 


lent 


Write for pictures and details 
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CLASSIFIED Advertising 





FOR SALE—TRUCKS - TRAILERS - Cont. 


FOR SALE—TRUCKS, TRAILERS—FOR 
something different in propane tanks, see Mas 
ter Tank & Welding (Dallas) advertisement in 
this edition 





DELIVERY UNITS: SINGLE OR 
Twin Barrel. Our prices are competitive 
We invite comparison between the equip 
ment and price on our units with any com- 
petitive units, We believe we can give you 
the highest payloads per pound of gross 
vehicle weight. Write, wire, or phone, 
Lubbock Machine & Supply Co., Inc. 
Drawer 1589, Lubbock, Texas. 








FOR SALE 


5000 GALLON BUTLER TWIN TANK 
TRANSPORT TRAILER 


Brockway 
1953. Tractor in excellent condition 
Carbureted air brakes, 2 speed axle, 
very good rubber and three spare tires 
1100 x 22. Equipped with Blackmer 
pump and completely piped for loading 


250 Lbs working pressure 


and unloading with Pump or Com 


pressor 


FLORIDA GAS CORP. 


8350 N. W. 7th Avenue, Miami, Florida 











FOR SALE—TANKS - CYLINDERS 





NOW—IMMEDIATE DELIVERY 


250% WP Propane Storage Tank 1000 
thru 3380 Gallon 46” diameter 180 thru 
788C gallon 60” diameter, 9050 thru 16,80 
gallon 84” diameter Phone write wire, 
blueprints furnished 

Red Downing, Trinity Steel Company 
Dallas, Texas Phone FL 7-3961. 











PROPANE 
TRUCK TANKS 


Model 100, trim skirted 


1500 WG $1,630.00 Tax Pd. 
1800 WG $1,843,00 Tax Pd. 
Plus Packaged Plumbing, meter, hose 
etc. 3 other Models, 1300 to 2300 


WG. Fleet prices on New Truck 
Chassis. 


ABOVEGROUND PROPANE SYSTEMS 
115 to 1000 ga 


USED DELIVERY TRUCKS—WE TRADE 


LONG TERM FINANCING 


WHITE RIVER DISTRIBUTORS 


Phone 570 — Batesville, Ark. 





duct shrinkage 


FOR SALE—TANKS - CYLS—Cont. 


FOR SALE—MISC.—Cont. 





SKID TANKS 
— IN STOCK NOW — 
3000 gallon size built especially rugged for 
ol field use. Write, wire or phone 


Lubbock Machine & Supply Ce., Ine. 
P Drawer (589 
Lubbock, Texas 








FOR SALE 
100+ ICC CYLINDERS 
COMPLETE WITH VALVE AND CAP 
$10.00 each 


F.0.B. CINCINNATI, OHIO 
THE RURAL NATURAL GAS CO. 
P. O. BOX 867, CINCINNATI 1, OHIO 











FOR SALE—MISCELLANEOUS 


{ ED 1 
Exchange 
Controls, Valves. For d 
Gas Co., Maquoketa, low 


DECALS MADE FOR TRUCKS, EQUI! 
ment. Small or large quantities. Catalog free 
Mathews Co., 827 S. Harvey, Oak Park, Il 


PECIAI FROM HOMI GA 
MENT COMPANY—your et 
supplher. COPPER TUBING 

‘ $6.3 
We pay freight 
MINUM PAINT, est 
LILER 
DOU BLI 
tee and pigtails $4.1 
e they last, 20 | 
¢, any quantity $9.50 ea 

ete line of LP equipment 

akes at lowest prices W 
da eceived. All prices FOB 

recihied HOMI G 
Box B, 1301 Carne 


FOR SALE IMMEDIATE DELIVERY 
Fureka mokehouse Burner Assemblies I 

meat smoke houses using bottled gas. Complete! 
sutomatic Clean filtered smoke. Distributes 
Low gas consumption. Auto 
matic temperature and pilot control 


heat uniformly 
l Less pro 
Fasily installed. Write for de 

riptive pamphlet. Fureka Equipment Compa 
P.O. Box 396, Beloit, Wisconsir 











OPAN] 


SEPTEMBER, 1957 


FOR SALE 


USED APARTMENT SIZE 
WELBILT GAS RANGES 


20” all white porcelain in 
wholesale quantities $12.00 


FOB Brooklyn. 


Send for photos. 


AJAX FURNITURE OUTLET INC. 


9602 Ditmas Ave., Brooklyn 36, N. Y 
HY-acinth 8.6121 














SERVEL GAS REFRIGERATORS 


BN600A W600A S600A 


BEACH REFRIGERATOR CO 
196-11 Northern Bivd Fiushing 58, N 


Phone Flushing 7-616! 








PROFESSIONAL SERVICES 





LP GAS INSTALLATIONS and 
ANHYDROUS AMMONIA PLANTS 


DESIGNED AND INSTALLED 


There's No Substitute For Experience 


PEACOCK CORPORATION 
Paul E. Peacock, Jr., Pres 
Box 268, Westfield, N. J 








CLIENTS OFTEN INCREASE PROFIT 
%o or more by using my cost reducing bulk an 
ttle operating procedures and sales procedures 

Property evaluations and special assignments als 
andled. Floyd F. Campbell, Management Coun 

selor, 821 Crofton Ave., Webster G e 19. Me 

STEM DESIG? | RULI 

v1 Domestic I t c est 

| Degreed Desig « 4 
NE-PROPANI 


INDIVIDUALLY DESIGNED 
Ammonia and LP Gas Plants 
H. Emerson Thomas 


& Assoc., Inc. 
Westfield, N. J 








INSURANCE 


Have your agent write us about our Com 
plete and Comprehensive Coverage for Ade 
quate Limits of Liability at Reasonable and 
Normal Rates with Specialized Safety En 
gineering and Claim Service. Available only 

Alabama, Arkansas, Arizona, Georgia 
Kansas, Louisiana, Mississippi, New Mexico 
Oklahoma and Texas 


PAN AMERICAN FIRE & 
CASUALTY COMPANY 
Earl W. Gammage, President 


P. ©. Bou 1662 Houston, Texas 











BUSINESS RECORDS 


BUSINESS RECORD FORMS ALI 
VEATHER EZE-SNAP delivery invoices, for 
se when making LP gas metered truck de 
iveries. 1000 sete (3 part) imprinted with name 
idres and telephone. $17.50 per 1000 sets 
DEGREE DAY SYSTEMS, WOODSIDE 77 
* e ® 














Adv These advertisers carry additional information on their 
ertisers products in the 1957 Butane-Propane Catalog. 





Radiator Spe 


Ransome Co 


Raypak, Inc 
Rector Well Equipment ¢ 


Remington, Rand 
Div. of Sperry Rand ¢ 
Reznor Mfg. Co 


Rheem Mfg. Co 


>>> >> > > > O> 


Richardson Gasoline ¢ 

Ridge Tool Co. The 
Robertshaw-Fulton Controls 

Grayson Controls Div 

W yr Robertshaw Thermostat D 
Hewitt-Robbins ' "Rochester Mia. € 
‘ *Rockwell Mfg. Co 
Pittsburgh Equitable Mete 


Rockwood Sorinkler ¢ 
Ba Valve Div 
Union Divis 

Roney, Inc 

Rotron Controls Cory 

Ruud Manufacturing ¢ 


Santa Fe Enginee 


*Scaife Co 


*Selwyn-Pacific Co 
Sheffield Bronze Paint 
Shell Oil Company 
Siegler Heater Cort 
Sinclair Chemicals, | 
*Sinclair Oil & Gas ¢ 
*Smith Precision Produ 
*Sprague Meter Co 
Squibb-Taylor, Ir 
Madden Brass Prod Stee! Cooperage Div 
Magic Chef, | Stewart-Warner ¢ f 
Manchester Welding & Fabricat Suburban Propane Gas 
Martin Stamping & S$ Superior Industrie 
*Marvel-Schebler Prods Superior Tank Corp 
Borg-Warner Corg 
*Master Tank & Welding ¢ 
McNamar Boiler & Tank ¢ 
Minneapolis-Honeywell Regu 
*Mitchell ¢ 
Motorola ¢ 
Motor Whee 


*Tappan Stove ¢ 
*Temco, Ine 

Texas Company, The 
*Texas Natural Gasol) 
Texoil Equipment, Inc 
*Trinity Steel Co In 


*Tuloma Gas Produ 
*Neptune Mets 
N Sales ( 
Tank ( ’ "North Texas Te 
*Union Carbide Cc 
Worth Tank ¢ 
f ” Union Petroleur 
nginee j United Petroleur 
ok Mydrauli I Utilit A | 
j »pliance 
g & Wire ¢ ii + y pr 


Vermeer Mfg. 


*Viking Pump Co 
Parkhill ( 


*Pasley Mfg 
Peerless Mia 
Wallace, William ¢ 
i Metalbestos Div 
Div f Hupp Corse *"Werren Petroleum Ce 
Phillips & Buttorff Mfg. ¢ ) *Weatherhead Co., The 
*Phillips Petroleum Co Weldit, In 
*Pittsburgh Equitable Meter Western Tank & Steel Corp 
Rockwe Mfg. < ver Whitehead Mfg. Corp D. W 
li Co., The Williar ) White River Distributo 
Stee! Tank ¢ »cor . Wood Co Johr 
C The Heater & Tank Div 


Quaker Mfg. ¢ *Zenith Carbureto 
Div. of Florence ‘ 4 











BUTANE-PROPANE News 





... the shortest distance to the best L. P. G. service 


straight Line 
of communication... 


If you've chased all “around | barn 
questions, or an O. K. for your prol 

the dispatch with whicl 

Your call to Tulsa will g 
red tape, no Ww 

conterence 

problem I t l | 

product » solve any problem. Call Tulsa, CHer 
(261 and prove our point 


ANCHOR PETROLEUM CO. e TULSA 
~, at : ed x ty t ‘ hreve t Hattie { ‘ 


sami : 
pa > 
ae. i 
aad peg 
re a a 
Pie ae 
- hase a 
ls an 
; a 
a 
Rs a 
. we 
" a - 
ce ° ye Mee 
ee “3 
9 
oe | 
age’ 
% &S 
co» , 
i, . _ 4 


Calgary 


























Where several consumers are supplied from one storage 
point, gas regulation and metering are necessary 

Che Sprague Combination Meter and Regulator takes 
care of both functions and all in one compact unit 


When installed with Sprague Meter Loops, only halt 
the space of conventional meter and regulator sets | 
needed and real savings are possible, as just five 
items, and requiring only four pipe threads, are neces- 
sary in this economical, efficient, double-purpose unit 


METER COMPANY e BRIDGEPORT 4, CONN 
DAVENPORT, IOWA © HOUSTON 3, TEXAS © LOS ANGELES 23, CALIF. © SAN FRANCISCO 11, CALIF 





